ol. XXX, No. 3526 


Top Cars 


New-car registrations for nine 
months plus 27 states for Octo- 
ber: 

953: Pos. 
1—1,274,819 
2—1,220,583 

| 8— 607,938 
4— 530,702 
5— 472,497 

| 6— 422,691 
7— 292,961 
8— 227,319 
9— 127,012 

110,705 
94,792 
79,278 
76,994 

41,740 
36,576 
25,389 
5,665 
897 


Make 1954 Pos. 
Chev. 1,067,489— 2 
Ford 1,077,615— 1 
Buick 409,835— 3 
Plym. 306,670— 5 
Olds. 321,208— 4 
Pontiac 267,957— 6 
Mercury 223,727— 7 
Dodge 116,498— 8 
Chrysler 177,680—10 
Cadillac 85,869— 9 
DeSoto 59,103—13 
Stude. 72,840—11 
Nash 67,317—12 
Packard 32,667—14 
Hudson 28,196—16 
Lincoln 29,679—15 
Willys 14,989—17 
Kaiser 7,430—18 
51 Continental —— 
37,407 Misc. 21,822 
Total All Makes 
5,686,016 »288,392 
Further details on Page 40. 


*96 Debuts Pump - 
New Life Into 


, sed-Car Market * 


New Models Lagging 
In Wholesale Gains; 
Retail Pickup Near 


HE used-car market is showing 

signs of improving again now 

t most new-car introductions 

ve been completed, reports from 
e field indicated last week. 

Used-car stocks and activity 
: died during the changeover 
"from ’55s to ’56s. Now that ’56s 

By beginning to move, more ac- 

“tivity has been noted in all mar- 

_ket sectors. 

-Improvement has been most 
rked at the wholesale level, with 
ail sales coming along more 

Slowly. Based on past performance, 

pbwever, snappier action in the 

Wholesale arenas should be reflected 

Shortly on the retail trading lots. 

7 * * * 


Rn 
-1s— 
14— 
-15— 
-16— 


13— 
19— 


Bo 


HE general pickup at wholesale 
auctions has not been reflected 
56 models. For example, Tim 
spach, veteran auction operator 
Albany, had this to say about 
tt week’s sale: 
“Of 120 used cars offered, 104 
'were sold. Of 22 new cars offered, 
(Continued on Page 4, Col. 1) 


E ell to Testify 
Today in Senate 
Study of GM 


By William Ullman 

2 Washington Correspondent 
W7ASHINGTON. — The Senate’s 
YY investigation of General Motors 
expected to take a climactic turn 
larly this week— possibly today 
Yov. 28)—-when Frederick J. Bell, 
ixecutive vice-president of NADA, 

es the stand. 

| Bell indicated last week that he 


_ See Automotive Washington, 
E 20, for further details of 
GM study. 


as not interested in attacking the 
bigness” of GM when he testifies 
efore the Senate antitrust and 
onopoly subcommittee, but in 
oncentrating on alleged factory 
ishandling. of retail outlets. 
_ It was not known whether NADA 
(Continued on Page 4, Col. 3) 
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But 2.6% for 9 Months Still Tops Year Ago... 


Dealer Profit Heads Downward 


By Robert M. Lienert 
Associate Editor 

Witt gross profits declining 

more rapidly than expenses, 
new-car dealers’ operating profit 
before taxes dipped to 2.6 percent 
of sales for the first nine months 
of 1955, according to NADA’s quar- 
terly Business Management Survey 
released last week. 

Operating profit had been 3.1 
percent at the end of the first 
half and the first quarter. For 
the nine-month period of last 
year, the return was 1.7 percent. 
The 1955 figure is greater and is 

applicable to a much larger volume 
of business. Therefore, 1955 dollar 
profits are considerably greater 
than 1954’s monetary return al- 
though the NADA study offered no 
figures on this basis. 
* + * 
ANY dealers in .recent".weeks 
have expressed fears that the 
cleanup season—which is not en- 
tirely reflected in figures contained 
in the current report — will see 
much of the first nine months’ 
profits washed down:the drain. 

NADA’s report for the full year, 
it is intimated, will tell the real 
story. 

Dealers in the first nine months 


-|of 1955 found their gross steadily 


declining. Starting at 15.3 percent 
in the first quarter, gross profit 
as repotted to NADA slid to 14.6 
percent for the first half and to 
14.1 percant at the end of nine 
months. 

* * a” 

ELLING ‘expense, however, has 

been the dealers’ bugaboo. Had 
they been able\to trim sales costs 
in the same manner in which they 
pared operating expenses, the 
profit picture would have been 
brightened. \ 

Selling expense, ich was 3.7 
percent in the first quarter and 
3.6 percent at the end of the 
half, rose to 3.7 percent at the 
end of nine months. 
Operating expenses, in 
period, were whacked to 
cent from the 8.5 percent 
at the end of three months \and 
7.9 percent at the end of six monks 

Overall expenses, therefore, were 


e same 
per- 
sted 


es eo 


Pacing Rambler's "56 Bid for 


11.5 percent at the end of three; $79 per new unit sold, according 


quarters, unchanged from the first- 
half total, but down from the first 
quarter’s 12.2 percent: 

* = + 
OLLARWISE, dealers for the 
first nine months showed a net 

of $118 for each new unit retailed, 


to NADA. 

Total sales per new unit retailed 
amounted to $4,522 at the end 
nine months, virtually unchan 
from the $4,520 recorded fo 
first half, but down from t 
quarter’s $4,586. 


A year ago, total saleg/per new}- 


compared with $138 at the end of| ynit sold amounted to,/$4,651.° 
* * * 


six months and $141 at the end of 
three months. 
A year ago, net for the first 
nine months amounted to only 
* x * 


, 


Gnos profit amotinted to $636 
at the end of e months, $658 
at the end of six onths and $702 


* 7* x 


This issue includes the monthly 
ENGINEERING SECTION 
$8 Per Year, 25c Per Copy 


at the’end of three months. In 1954, 
it Wad been $711 at the end of nine 
pionths. 

Total expense per unit retailed 
was $518 at the end of the third 
quarter, $520 at the end of the 
half and $561 at the end of the 
first quarter. It had been $632 a 
year ago for first three quarters. 

In addition to compiling the 
above figures on an average basis 
for the entire industry, NADA 
broke down its findings according 

(Continued on Page 6, Col. 1) 
* * * 


How Dealers Fared on Expenses, Profits 


Eprror’s Nore: 


ustry.” 


IRST NINE MONTHS, 1955 - 1954 


*GROUP I 


Pct. Total Sales 
9 Mos. 


Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve.. 


Group II, 


By Martin L. Whitmyer 
Staff Writer 

AR production skidded to 149,635 
units last week because of the 
Thanksgiving holiday, but still was 
only 1.8 percent below the average 
| six-day operation of this year. The 
average work week of this year 

produced 152,332 cars. 


Last week’s production was 
146.5 percent/of Automotive News’ 





three-year index, as compared 


i i 


. 2 


150,000-Plus Sales— 


When American Motors’ 1956 Rambler line takes the floor in Hudson and Nash dealership showrooms Dec. 15, a featured | 
offering will be this Cross Country station wagon. A hardtop-style station wagon will be introduced in January in a further | 
effort to corral some of the growing demand for utility vehicles. Sporting a roomier but more compact new body shell, the 
Rambier is equipped with a 120-horsepower engine. Seven mod's are in the works. (Story on Page 42.) 


25 


* Groups are based on the volume of 1954 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
150 to 399f units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


GROUP II 


Pet. Total Sales 
9 Mos. 9% Mos. 
1955 1954 


100.0 100.0 
13.9 15.5 
3.9 4.1 
7A 9.8 
11.3 13.9 


9 Mos. 
1955 


100.0 
13.8 1 
4.2 
6.6 
10.8 


9 Mos. 
1954 


100.0 
15.5 
3.7 
10.2 


13.9 1 


1.6 2.6 1.6 3.0 


with 175.5 percent compiled on 
179,238 cars the previous week. 

Car production through the first 
22 work days of November totaled 
655,768 units, and assured the man- 
ufacturers of at least 745,000 units 
for the month. 


* ” * 
F THAT estimate is attained, it 
would give the car manufactur- 
ers an 11-month total of nearly 7% 
million cars and leave them just 
750,000 units away from the eight 


The following figures are taken from the NADA bulletin, “Operating Averages for 


OPERATING PROFIT BEFORE TAXES 


GROUP Ill 


Pet. Total Sales 
9 Mos, 
1954 


100.0 


INDUSTRY 
AVERAGE 


Pet. Total Sales 
9 Mos. 9% Mos. 
1955 1954 


100.0 100.0 
14.1 15.3 
3.7 4.0 
78 ° 9.6 
115 13.6 


GROUP IV 


Pet. Total Sales 
9 Mos. 9% Mos. 
1955 1954 


100.0 100.0 
13.2 14.6 
42 ° 43 
6.5 8.5 
10.7 


4.6 
44 
8.2 
2.6 
2.0 18 2.6 


2.5 1.7 


750,000 Cars to Go for 8 Million 


million mark. Production for De- 
cember is pegged at approximately 
750,000 units. 

Ford Motor Co., which had 
been moving at a record-breaking 
clip since beginning production 
of 56 models, fell 27.3 percent 
last week as it rolled off 39,605 
cars. 

Contributing heavily to the Ford 
drop was the inactivity at three of 
Mercury’s four plants on Friday 
and the closing of all Lincoln and 
Mercury plants on Saturday. The 
result was that Mercury’s four-day 
operation produced only 6,300 cars 
last week, while Lincoln, working 
the same schedule, turned out only 
765 cars. This compares with 10,455 
for Mercury and 1,121 for Lincoln 
the previous week. 

* of * 
For? division, working all plants 

Friday but only 14 of its 16 
assembly operations on Saturday, 

(Continued on Page 45, Col. 3) 


Inside 
Auto News 


@ Dashbéards, always one of 
the tgp selling points on 
new cars, are “sporting a 
new look.” “Page 21. 
Description of all-new ’56 
Rambler. Page 42. 
William Ullman reports on 
Senate GM hearing. Page 
20. 


Air conditioning comes to 
foundry. Page 21. 


New-car and truck registrations and 

new-car prices. Page 40. Used-car 
auctions and pricesy Page 34. 
Production by makes, Page 45. 
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To Meet Resistance... 


Ads Offering °56s 
At Prices of °55s 


RICE-CONSCIOUS buyers con- 

tinue to be the target of the 
new-car ads, but a new element has 
crept into some of the offerings. 

Realizing that prospects are 
unhappy over the higher price tags 
attached to the models on the 
showroom floor, some dealers are 
proclaiming, “’56 models at ’55 
prices.” 

How do they do it? Overallow- 
ances on tradeins is one answer 
—and that answer means there 
has been no slackening in the 
dizzy ad pace. 

One such presentation is that of 
Capital City Motors (Ford), Spring- 
field, Ill. 

“All the 1956 model cars are 
higher,” it advertised, “but—Capital 
City Ford is deterniined not to pass 
this increase on to our customers.” 

* cd * 
LIST of recent tradein allow- 
ances was published, ranging 


Ferguson Designs 
‘Revolutionary’ 


Car in Britain 


LONDON, England.—Harry Fer- 
guson, former tractor tycoon, has 
developed a new car which is said 
to embody a principle on which all 
road vehicles and trucks will be 
manufactured in the future. 

No details have been released. 
However, it is understood to have 
its engine under the floor, driving 
through fluid couplings to all four 
wheels, a transmission that is fully 
automatic requiring neither gear 
lever nor clutch pedal and brakes 
that act on the transmission rather 
than on the wheels. 

It will not, it was emphasized, be 
a “people’s car.” Its appeal would 
seem to be more for farming and 
military use rather than for popu- 
lar motoring. It was also said that 
the car will either bound over open 
country or roll comfortably down 
highways. 

Ferguson, who won $9 million 
from Ford Motor Co. in a patent 
infringement suit, has won govern- 
ment approval and is said to have 
been working on a system that “will 
revolutionize transportation.” Other 
prototype vehicles embodying his 
inventions have been completed. 

*« OK * 


Tucker, Bouncing Back, 


Looks for $2 Million 


NEW YORK. — Preston Tucker, 
president of the ill-fated Tucker 
Corp., says he will be back in busi- 
ness with a revolutionary new car 
if he can get $2 million. 

Tucker’s proposed car is dis- 
cussed in the December issue of 
Car Life. It is planned as a “utility 
car” with a four-cylinder engine 
with forced-air cooling. Tucker’s 
previous manufacturing venture 
was climaxed in 1949 when he and 
seven associates were indicted by a 
Federal grand jury on charges of 


from $1,178 for a ’51 Ford to $2,458 
for a '55 Ford Ranch Wagon. 

Another dealer in the same town, 
Springfield Motors (Lincoln-Mer- 
cury), offered a 1956 Mercury for 
“$1,995 delivered” and boasted: “We 
can beat any other tradein allow- 
ance for your used car.” 

In Milwaukee, Arndorfer (De- 
Soto-Plymouth) used a full-page 
ad to present “evidence that Arn- 
dorfer trades higher than all the 
rest.” 

A table accompanied the ad to 
show “how little a ’56 DeSoto or 
Plymouth will cost you at Arn- 
dorfer.” Next to various tradeins 
were listed downpayments and 
monthly payments “as low as...” 

* * * 


ORDER MOTORS (Oldsmobile), 

Vancouver, Wash., offered 
“Prizes — $2,000,” but the lucky 
winners won't need bushel baskets 
to haul their loot away. 

Seems the prizes are credit 
certificates toward purchases at 
Corder’s. 

The “must-go” boys were hard 
at it in Lakeland, Fla., and Port- 
land, Ore. Lakeland Lincoln- 
Mercury said, “30 new 1956 Mer- 
curys must be sold in 72 hours— 
we'll go up to $1,000 over book 
value for your old car.” 

Wolfard Motor Co. (Ford), Port- 
land, advertised a “Paul Bunyan 
sale on 1956 Fords—16 cars a day 
must go.” 

* oe * 
“T)OUBLE the Red Book cash 
value offer in trade on a new 
56 Chevrolet,” was the lure tossed 
out by Park Circle Motor Co. 
(Chevrolet), Baltimore. 

But the offer was limited to 
1946-1952 models. Farther down, 
prospects were invited to drive 
in and see “if your car is eligible” 
for the double-the-Red-Book offer. 
Elsewhere in Baltimore, Bob 
Fleigh (Studebaker) advertised a 
three-day final clearance of ’55 

(Continued on Page 46, Col. 1) 





Early to Press 


Because of Thanksgiving, this 
issue of Automotive News went 
to press on Nov. 23, a day earlier 
than usual. 








Blitzing the '56s— 





With the 1956 model year still in its infancy, Russell E. Lowell, Inc. (Mercury), 
Gueens Village, N. Y., staged a 48-hour “Mercathon"” sale of 1956 Mercurys that car- 
ried overtones of a model cleanup sale. With posters giving the impression it was a 
factory sale, 250 Mercurys were placed on a lot in Kew Gardens, L. |., rented for the 
sale. Lowell, who has built a chain of showrooms from New York to Miami, listed the 
1956 Mercury Medalist at $1,956. Lowell called the event the “biggest blitz sale the 
industry has ever seen” and added that it smashed all Lowell sales records. 


Studebaker Raised $100; 
‘Sedanet’ Low at $1,841 


SOUTH BEND.—Studebaker last 
week announced new-model prices 
ranging from $1,841 to $2,525 and 
reflecting, in most instances, a rise 
of around $100 over last season’s 
counterpart cars. 

In the 1956 lineup, two price 
leaders—one in the six-cylinder 
Champion series and the other a 
V-8 Commander—are designated 
“two-door sedanets,” a nomen- 
clature not previously used by 
Studebaker. 

The Champion and Commander 


| groups also contain a pair of “two- 


door sedans,” which offer styling 
and trim features not found in the 
economy models. 

Studebaker’s new Flightomatic 
transmission will be optional on all 
models at $189, including Federal 
tax. The 1955 Automatic Drive was 
priced above the industry average 
at $216 for Champion models and 





$226.50 for Commanders and Presi- 
dents. 

Power steering is $107.60, down 
$26.78 from the 1955 price, and 
power brakes are $37.66, up $2.71. 
Air conditioning is $459, down 
$100. 

Studebaker’s advertised-delivered 
car prices for 1956 include: 

Champion—Four-door sedan, $1,- 
993; two-door sedanet, $1,841; two- 
door sedan, $1,943. 

Commander — Four-door sedan, 
$2,121; two-door sedanet, $1,970; 
two-door sedan, $2,072. 

President—Four-door sedan, $2,- 
231; two-door sedan, $2,184. 

President Classic — Four - door 
sedan, $2,485. 

Station Wagons — Pelham two- 
door, $2,229; Parkview two-door, 
$2,350; Pinehurst two-door, $2,525. 

Prices of Studebaker’s “sports- 
type” Hawks are not yet available. 


_ §-D Day Launches Safety Tally 


WASHINGTON. — A three-week | for 1954 were obtained by the Na- 


tally of traffic deaths throughout 
the nation began last week as part 
of the campaign for the second 
S-D (Safe-Driving) Day on Thurs- 
day, Dec. 1. 

The purpose of the score keeping 
is to measure the success of the 
S-D Day campaign by comparing 
traffic fatalities for: 

1. S-D Day as against the cor- 
responding Thursday last Decem- 
ber (Dec. 2) when 81 were fatally 
injured. 

2. The three-week period of 
which S-D Day is the midpoint— 
Nov. 21 to Dec. 11—as against the 


mail fraud. They were exonerated| corresponding three weeks in 1954, 
but the company failed to survive.| when the toll was 2,144. The figures 


Business Barometer 


Auto Production — 171,539 cars, 
trucks in week vs. 130,305 year ago. 

Business Failures—214 in week 
vs. 208 year before. 

Department Store Sales—Up 9 
percent from year before. 

Electricity Output — 10,878 mil- 
lion kilowatt hours vs. 10,853 million 

‘| kilowatt hours week before. 

Freight Loadings — 796,632 cars 
in week, up 12.4 percent from year 
before. 

Jebless Claims—186,400 in week 
vs. 247,000 year earlier. 

New-Car Registrations —5,686,- 
016 in 1955 to date vs. 4,288,392 year 
before. 

New-Truck Registrations—735,- 
020 in 1955 to date vs. 656,918 year 


ago. 
Oil Stocks — 257,839,000 barrels, 


an increase of 1,154,000 barrels in 
week. 

Soft Coal Output—9,800,000 tons 
in week vs. 8,861,000 tons year ago. 

Used-Car Prices — $949 in No- 
vember to date (including 1956 mod- 
els) vs. $725 in October (not including 
*56s). 

Wholesale Prices—111.1 percent 
of 1947-49 index vs. 111.2 percent 
week before. 

a aoe 
Common Stocks 


Nov. Nov. 
22 16 


8% 8% 
97%, 99% 
50% 51% 54 

4 3% g 
10% 10% 


34.28 


1955 
High tow 
13% 8 
101%, 66%, 
' 43% 
2% 
15% 9 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 34.83 





tional Safety Council. 

According to the President’s 
Committee for Traffic Safety, the 
reason for covering the three- 
week period in the forthcoming 
tally, in addition to S-D Day it- 
self, is to provide a before and 
after indication of the extent to 
which motorists and pedestrians 
have applied the rules for safe 
driving and safe walking which 


R. I. Dealers to Provide 


Free S-D Checkups 

PROVIDENCE. — (UTPS)—The 
Rhode Island Automobile Dealers 
Assn. has announced its coopera- 
tion with Safe Driving Day, Dec. 1, 
by offering free safety inspections 
to motorists. 

During the period Nov. 21-Dec. 1, 


members of the association will 


make a 10-point inspection includ- 
ing brake check-up, steering, ex- 
haust system, windshield wipers, 


horn, windshield glass, rear view 
mirrors, tires and front and rear 


lights. 


Same Dealers to Sell 


Diamond T Trucks 


CLEVELAND. — If the pur- 
chase of Diamond T Motor Co. 
assets by White Motor Co. is ap- 
proved by the stockholders, Dia- 
mond T trucks will continue to 
be marketed through Diamond 
T’s dealer organization. 

This statement was made last 
week by White Motor Co. to cor- 
rect an error in last week’s Auto- 
motive News. 








the S-D Day campaign has em- 
phasized. 

Rear Adm. H. B. Miller (ret.) di- 
rector of the President’s committee, 
said: “A week day—Thursday—was 
chosen for S-D Day to emphasize 
that lives are lost every day and 
not just on weekends and holidays 
when the death and injury toll is 
heaviest. 
emphasize to motorists and pedes- 
trians that safety 
every day, not only just during holi- 
day periods.” 


Thus, the purpose is to} 


is a necessity | 





| 





NADA Digs In 


On Travis Case 


Committee Probes 


GM Cancellation 


ST. CHARLES, Mo. — A special 
NADA investigating commitee con- 
ducted a probe here last week of 
the contract severance of Travis 
Service Co. (Buick-Pontiac-GMC). 


J. E. Travis jr. received a notice 
of nonrenewal last June 28. He 
had been a Buick-GMC dealer 
since 1920 and had handled Pon- 
tiac since 1933. 


The NADA committee was headed 
by Vice-President Carl E. Fribley 
and included Frederick M. Sutter, 
Columbus (Ind.) Dodge-Plymouth 
dealer and NADA industry relations 
chairman; Robert S. Armacost sr., 
Kansas City Studebaker dealer and 
state NADA director, and James C. 
Moore, NADA general counsel. 


W. G. Holtsneider, president of 
the St. Charles Chamber of Com- 
merce, projected for the investiga- 
tors the economic loss the city 
would suffer with the elimination of 
one of its larger retail employer 
units. 

Similar concern was voiced by 
Mayor Henry Vogt and sustained 
by presidents of three local banks 
in their testimony. 


Other witnesses included a col- 
lege president, auto dealers, drug- 
gists, lawyers, grocers, clergymen, 
physicians and merchants. 


Most of the witnesses were sur- 
prised to learn that dealer fran- 
chises are written for one year only. 


Cancellation of the Travis fran- 
chises by General Motors has kicked 
up a national storm. The NADA 
committee was named in response 
to a request voiced by directors of 
the Missouri Automobile Dealers 
Assn. Rep. Clarence Cannon, Mis- 
souri Democrat, has assailed the 
termination in a letter to Harlow H. 
Curtice, GM. president. 


S-P Reveals Loss 
Of $19,301,513 
In Third Quarter 


DETROIT. — Studebaker- 
Packard suffered a net loss of $19,- 
301,513 on sales of $72,032,207 in the 
third quarter, the firm said last 
week. 

In the first half of this year, S-P’s 
net loss amounted. to $9,638,399 on 
net sales of $288,595,695. 

In 1954, Studebaker released no 
nine-month figures. For the three 
quarters last year, Packard an- 
nounced a net loss of $8,437,996 on 
net sales of $127,348,137. 

In its current financial statement, 
S-P said that no borrowings under 
the credit arrangement with its 
principal banks have been made to 
date. 


Willys to Sell Machines 


TOLEDO.—Machinery and equip- 
ment formerly comprising Wilson 


| Foundry & Machine Co., a division 
of Willys Motors, Inc., will be sold 
at public auction Dec. 6-9 at the 
Pontiac plant. 











_ 


Studebaker's Golden Hawk— 


Heading Studebaker's line of four sports-type cars is. the Golden Hawk, a 275- 
horsepower hardtop with four-barrel carburetion and a 352-cubic-inch engine. The 
five-passenger car is 17 feet long, six feet wide and less than five feet high. Other 
V-8 Hawk models are the Sky Hawk, 210 horsepower hardtop and the Power Hawk, 
170 horsepower coupe. The Flight Hawk coupe, 101-horsepower six-cylinder model, 
rounds out the series. 
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Dealers tell me 


By John 0. Munn 





b bpecea is the time of year that we 
count our blessings. It will be a 
season of sorrow, however, for 
many dealers who have suffered 
with profitless prosperity and we 
all sympathize with them. We hope 
they can tighten their belts, re- 
shape their plans to protect them- 
selves and to take advantage of 
future opportunities. 

There are many things to be | 
thankful for, however. First, the | 
threat of war has eased and there 
are hopes that our children and 
grandchildren will never suffer | 
such a catastrophe. 

Second, with the three-year labor | 
contract there is no threat of 
strike at our factory. Our manu-| 
facturers have given us a wonder- | 
ful product to sell. 

Disposable income is at the high- 
est level ever. The automobile has 
become indispensable to our way of 


N.Y. Dealers Hit 


Floor Planning 


For Bootleg Cars 


GLENS FALLS, N. Y.—The Glens | 








Falls Franchised New Car Dealers | 
have expressed their objection to 
the practice of banks and finance 
companies extending wholesale 
floor-planning loans to new cars 
sold by non-franchised dealers. 

In a resolution proposed at the 
group’s monthly meeting, the deal- 
ers said, “The practice of a non- 
franchised dealer selling new cars 
is not in the best interest of the 
new-car buyers, as it deprives them | 
of the factory warranty.” 

It was also stated that this prac- 
tice is detrimental to the economy 
of the franchised dealer who has | 
to maintain full service and parts 
facilities and qualified specialists in 
order to secure and keep his fran- 
chise. 

The resolution concluded, “The 
elimination of wholesale new-car 
finance to non-franchised dealers 
would eventually curtail this source 
of unfair competition.” 

Copies of the resolution were sent 
to local banks, finance companies 
and NADA. 


R. I. Dealers Ask End 


Of Tax on School Cars 


PROVIDENCE. — Rep. John E. 
Fogarty, chairman of the House} 
subcommittee on excise tax prob-| 
lems, has been asked by the Auto- 
mobile Dealers Club of Rhode 
Island to help in eliminating the 
excise tax on cars loaned by deal- 
ers to high schools. 

E. S. Harding, club manager, said 
it was unfair to expect the civic- 
minded dealers to bear so large a 
part of the training program’s cost. 
He said that while the loaned cars 
are usually returned in good con- 
dition, they are depreciated by 
several hundred dollars. General 
Motors and Ford recently an- 
nounced a $125 allowance on such 
cars. 
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| timately prevail and come into their 


|as we operate under the present | 
|contract. To overcome this force | 


|tant reasons for dealers to main-| 


| together. 


|Opportunity Ahead 


| whose first consideration is the cus- | 


|lion owners to be serviced. 


| rect your bookkeeping to show used 


| fixed expense. It is you who can 
| sensibly determine to buy mer- 
| chandise only in the quantity to 





Washington Column 











life. 
high standard of living. 


It contributes much to our 


* * 


Cannibal Ads 


T IS true that dealers have sub- 

sidized the factories this year by 

handling the volume forced on 
them at little or no profit. 


It is true, too, that our market 
has been injured by the canni- 
balistic advertising employed by 
both dealers and factories 
throughout the year—advertising, 
that destroys public confidence— 


| advertising that goes after the 


other fellow’s share of business 
without being creative or smart 
enough to add something to the 
total. 

The sad part is that some of the 
wheel-type dealers, who were 
largely responsible for this trend, 


have made money. In so doing they |j 
|have sown the seeds of their own 


destruction. Service dealers will ul- 


own. 
We will never remove pressure 
or force from the factory as long 


and pressure is one of the impor- | 


tain their membership in national, | 
state and local associations. A 
mutual contract will never be avail- 
able unless dealers unitedly get 


* * * 


N SPITE of these vicissitudes | 
and because of the reasons out- 
lined above, there is a wonderful 
opportunity in this field for a dealer 


tomer rather than unreasonable | 
volume in his territory for a fac- 
tory. 

But we must start out with a} 
good _ psychological foundation. 
There are millions of new and used | 
cars to be sold. There are 61 mil- 


We must make up our mind in 
this free enterprise system that, 
no matter what difficulties we 
may face, the profit potentialities 
are there. Whether you get them 
or not depends on you and only 
you. You are the only one that 
can recruit, train and inspire 
your staff. 

It is you who can determine, 
right at the start, that you will not 
subsidize automobile transportation 
for the benefit of manufacturers 
or motorists. It is you who can de- 
termine that the prospect who buys 
or deals with you will get satis- 
faction. It is only you who can pro- 
mote your business in terms of 
what it means to automobile buy- 
ers and users and to your com- 
munity. 


x * * 


Kiss of Death 
ig IS only you who can control 

the overallowances which have 
been the farewell kiss for so many 
dealers. It is only you who can cor- 


cars in your inventory at no higher 
than wholesale replacement value 
or less. 

It is you who determines your 





meet your potential. It is only 
you who can set a definite profit 
margin. 

Then it depends on you and only 
you to be the leader and not let 


|} outside influences, competition or 


factory or any other consideration 
defer you from this objective. 

Yes, we can be thankful we live 
in this country, that we work in 
this field but the responsibility is 
entirely in your hands. You will get 
help to control the situation during 
the year from your association, 
from your trade papers and from 
your brother dealers if you but uti- 
lize them. 

The business of business is to 
make a profit and you owe it to 


workers and your factory to do so. 


Dealers Eye United Front Against Factories .. . 








Stress on Volume Angers Iowans 


By Fred M. Lazell 

Staff Correspondent 
DES MOINES.—Efforts to bring 
about group action in resisting fac- 
tory pressure for forced volume 
sales highlighted a series of 12 
district meetings of the Iowa Auto- 
mobile Dealers Assn. which were 

concluded here last week. 


Discussions as to what fran- 


chised dealers could do collectively 
toward reducing such factory pres- 
sure played a leading part in meet- 
ing after meeting. 

Summarizing the 12 sessions, Al- 
fred W. Kahl, association executive 
vice-president, said: 

“Clearly, the consensus was that 

the time has come for associa- 
tion members to work together 





Birmingham ( Ala.) Dealers Elect Officers— 


Newly elected officers of the Birmingham (Ala.) Automobile Dealers Assn. are, from 
left, standing: Roy P. Bridges, director; Wilson Kirksey, director, and L. E. Thomas, 
Seated: John Williamson, first vice-president; Fred Goad, presi- 
dent, and Don Maring jr., second vice-president. 


secretary-treasurer. 


pictured. 





Blaine Brownell, director, is not 





Pennsylvania Lauds Dealers 
On Aid in Safety Programs 


HARRISBURG, Pa. — (UTPS) — 
Role of Pennsylvania’s new - car 
dealers in highway safety, driver 
training and support of the inspec- 
tion system has been commended 
here by officials. 

Addressing 100 new-car dealers, 
Lieutenant Gov. Roy E. Furman 
lauded them for “interest in 
highway safety; their foresighted 
recognition of the need for more 
and better highways, and an effi- 
cient safety program.” 

Furman also complimented the 
dealers for helping to win Pennsyl- 

vania recognition from the National 
Safety Council for its system of 
motor vehicle inspection. 

The continued cooperation of the 
Pennsylvania Automotive Assn. with 
state agencies in continuing a high 
standard of inspections was pledged 
by E. W. Parkinson, Harrisburg, 
assistant manager. 

Ivan J. Stehman, chief of high- 
way safety education, said: 


able for use in the high school 
driver training program cannot be 
praised too highly.” 

Reporting a 63 percent increase 
in the number of schools offering 
driver training last year, Stehman 
said dealers are now loaning 524 
cars for use in the program. 

Claude S. Klugh, Harrisburg, 
PAA general manager, assured 
state officials of the continued sup- 
port of the program on the part of 
new-car dealers. 

B. Frank Swigert jr., chief of 
inspection, said that an improved 
inspection sticker, long advocated 
by PAA, will be ready next May 1. 
He said the new stickers will not 


Wallwork Heads 
Fargo Dealer Unit 


FARGO, N. D. — New president 
of the 16-member Fargo-Moorhead 
Automobile Dealers Assn. is W. W. 
Wallwork jr., W. W. Wallwork Inc. 
(Ford). 

Other officers are E. Maine 
Shafer, Shafer Pontiac Co., Fargo, 


urer. 








| 


' 


|Tutan Motors 
| Miami, 
|Florida director on the NADA 
“The | 
contribution of Pennsylvania new- | 
car dealers by making cars avail- | 


peel or curl, and cannot be re- 
moved without destroying them. 

Both Sen. George N. Wade, chair- 
man, State Senate highways com- 
mittee, and Rep. Louis J. Amar- 
ando, chairman, House motor vehi- 
cles committee, expressed their 
appreciation to the automotive in- 
dustry for their cooperation in 
“screening” proposed highway 
safety legislation. 

James Moore, Washington, NADA 
general counsel, reviewed the em- 
ployer-employe relations program 
and congratulated the PAA mem- 
bers on their annual survey of 
wages, hours and working condi- 
tions, helping dealers to keep 
abreast of trends. 


Tutan Gets NADA Post 
MIAMI. — Charles B. Tutan of 
(Dodge-Plymouth), 
has been elected as the 


board of directors. 
Walter A. McRae, 
Ford dealer. 


He succeeds | 
Jacksonville | 








in putting up a stiffer front 
against constant demands fer up- 
ping monthly and yearly sales 
quotas.” 

During the discussions, the State 
law concerning franchise cancella- 
tions or threats of cancellation was 
cited frequently, and dealers were 
urged to quote it to factory repre- 
sentatives. 


The law, contained in Section 


»» | 322.3 of the Iowa Code, reads: 


Subsection 5. “No manufacturer 
or distributor of motor vehicles, 
nor any agent of such manufac- 
turer or distributor, shall terminate 
or threaten to terminate any con- 
tract, agreement or understanding 
for the sale of new motor vehicles 
to any motor vehicle dealer in this 
state, before the expiration date of 
said. contract, agreement or under- 
standing, without just, reasonable 
and lawful cause therefore or be- 
cause such motor vehicle dealer 
failed to sell, assign or transfer 
any retail installment contract aris- 
ing from the retail sale of such 
motor vehicles or any one or more 
of them to a person or a class of 
persons designated by such manu- 
facturer or distributor.” 


Although individual dealers de- 
clined to be quoted by name, sev- 
eral told Automotive News that 
some pressure tactics simply 
would no longer work in a pre- 
dominantly rural state like Iowa 
where retail sales are so closely 
related to farm income. 


Second major theme of the dis- 
trict meetings was that of planning 
a campaign against unethical auto- 
mobile advertising. The executive 
committee reported that publica- 
tion of such advertising consti- 
tuted a problem in Iowa. 


At the Des Moines meeting, at- 
tended by 100 dealers from 16 cen- 
tral Iowa counties, Edward Bodkin, 
executive. vice-president of Iowa 
Guarantee Inc. Des Moines, a@ 
finance agency, told about the “ex- 
posure” period resulting to both 
dealer and finance company when 
cars were sold with low downpay- 
ments and long-term financing. 

Bodkin said that in 30 and 36- 
month loan periods, there were up 
to 21 months in which the pur- 
chaser did not actually own any 
trading equity in his car. 

The district meetings also 
served as a vehicle for introduc- 
tion of IADA’s new “Tax Record 
Book,” an extensive book of forms 
for keeping records on sales, 
tradeins and repossessions, and 
the various types of Federal and 
State taxes due on such opera- 
tions. 

Association sources said the 12 
business clinics that highlighted 
the district meetings attracted an 
attendance of 1,100, and the eve- 
ning dealer meetings, 1,000. Water- 
loo led the attendance list with 125. 

Meetings were held at Clear Lake, 
Spencer, Sioux City, Davenport, 
Cedar Rapids, Dubuque, Ottumwa, 
Red Oak, Harlan, Waterloo, Fort 
Dodge and Des Moines. 


cial, hia cine ea oe 


Harmony Between State and PAA Officials— 


Evidence of harmony existing between state officials and Pennsylvania's dealers was 
vice-president; Cliff Stadum, An- | demonstrated at a Pennsylvania Automotive Assn. Safety Committee meeting when 
derson-Stadum Pontiac Co., Moor-| dealers were lauded for their efforts in the field of traffic safety. From left: Gerald 
head, secretary, and Bruce Donvic, | A. Gleeson, state secretary of revenue, J. Guy Hayden, Philadelphia, PAA safety 
yourself, your community, your|Service Chevrolet Inc., Fargo, treas- | committee chairman; Lt. Gov. Roy E. Furman, and Claude S. Klugh, Harrisburg, PAA 


general manager. 
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20-Year Schism Endin 





Unions’ Merger Due 
To Spur Organizing 


By Joseph M. Callahan 
Staff Writer 

E CIO and the AFL will hold 
their last separate conventions 
in New York this Thursday and 
* Friday (Dec. 1 and 
2), ending a 20-year 
schism in the labor 

movement. 
Both conventions 
are expected to ap- 
prove overwhelmingly plans to 
merge the groups into the AFL- 
CIO. The merger convention of the 
two unions will begin Dec. 5 5 in in New 


26 Debuts Pump 
New Life Into 
Used-Car Market 


(Continued from Page 1) 


12 sold, indicating that new cars 
are bad business to monkey with 
at wholesale.” 


The sales ratio of ’56s at Ans- 
pach’s sale was 54 percent, while 
the ratio of all older models was 
nearly 87 percent. 


Reports from other wholesale 
auctions bear out the indication 
that ’56s are cold items in inde- 
pendent circles. Some franchised 
dealers, apparently, would be will- 
ing to say the same thing is true in 
their showrooms. 

+ * * 


ee aCTING good auction re- 
sults were these reports from 
around the country: 

OmaHa—“Market up; good buying 
power.” 

Valdosta, Ga.— “Demand good. 
We had the largest sale in four 
months.” 

Esenssurc, Pa.—“Prices and de- 
mand very strong on clean offer- 
ings.” 

Danvitte, Va.—“Best sale in many 
months.” 

New York Ciry—“Market firm on 
clean, late-model cars. Rough autos 
going home with their same own- 
ers.” 

oe ” 7 
ANHEIM, PA. — “Prices were 
far stronger than in previous 
weeks with a lot of nice clean, 
select autos available. Many new 
buyers were here for the first time.” 


NortH Puainrietp, N. J.—“Market 
appears to be gaining strength with 
more activity and prices firming 
up.” 

Fr. Wayne, Inp.— 
mand good.” 

According to Automotive News’ 
wholesale index, the overall aver- 
age price declined $3 last week to 
$949. 

Except for ’56s and ’55s, prices on 
individual models held relatively 
firm. The price of '54s went up $2 
to $1,165 while the average on ’'49s 
gained $1 to $199. The price of ’50s 
remained unchanged at $261. 

Market losses were: ’51s, down $1 
to $374; ’52s, down $3 to $529; ’53s, 
down $5 to $807; ’56s, down $10 to 
$2,368, and ’55s, down $12 to $1,886. 


“Prices and de- 





'has. taken 
|merger to all AFL and CIO unions. 





York’s 7ist Regimental Armory. 

In the formal convention call, 
the CIO stated, “When the conven- 
tion ratifies the merger agreement, 
as we are confident it will, we of 
the CIO, together with our brothers 
in the AFL, will move forward as 
one united organization into a new 
era in the history of labor.” 

Only time will tell what the 
merger of the 10.9 million-man 
AFL and the 5.2 million-man 
CIO will mean to dealers and 
other employers, but the advent 
of “big labor” is certain to pro- 
duce increased union organizing 
and political activity. 

A possibility that strong opposi- 
tion to the merger might develop 
at the AFL convention was indi- 
cated last week by the AFL Inter- 
national Typographical Union which 
its case against the 


* ® * 


Boycott Threatened 


N A letter to the unions, ITU 

President Woodruff Randolph 
renewed his union’s threat to boy- 
cott the new federation unless his 
union’s demands for less central- 
ized control and more protection 
for “voluntarism” are heeded. 


The changes in the proposed 
constitution requested by the 100,- 
000-member ITU have been tabled 
by the AFL-CIO unity committee 
and the AFL executive commit- 
tee. 

Reportedly, the ITU is concerned 
that the AFL-CIO will try to block 
the ITU’s claim of jurisdiction over 
all printing employes and charge 
that small unions will have little 
voice in the huge merger. 

* * - 


SUB Almost Certain 


EANWHILE, it was virtually 

certain last week that the Ford 
and General Motors supplemental 
unemployment benefit plans would 
go into operation next June, fol- 
lowing a ruling by New Jersey’s 
attorney general that integration 
was possible. 

Located in New Jersey are 4.9 
percent of the Ford hourly work- 
ers and 3.5 percent of GM’s hourly 
employes. The Jersey ruling 
boosts to 65.9 percent the Ford 
workers who live in states where 
integration is allowed and to 58.5 
the GM workers now covered. 
The plans become operative when 
% of the employers are covered. 

The UAW-CIO now is seeking a 

favorable administration ruling in 
Illinois, where 5.4 percent of the 
Ford workers and 3.6 percent of 
GM workers are located. 


Last week President Eisenhower 
made two appointments to the Na- 
tional Labor Relations Board. Boyd 
Leedom, board member, was named 
NLRB chairman, and Sibley Bean, 
NLRB trial examiner, was ap- 
pointed to the board. 


Kline Heads St. Paul Dealers— 


Hess Kline, left, Kline Oldsmobile, was elected president of the Associated Auto- 


mobile Dealers of St. Paul at the group's annual meeting. William Whitaker, center, 
Whitaker Buick, was named secretary-treasurer, 


Motors (Ford), vice-president. 


and William Whitney, East Side 





OADA Lists Trustees— 


Trustees of the Ohio Automobile Dealers Assn. are, from left, 


front row: C. E. Dunn, L. F. Donnell, 


Alden Dinsmore, D. C. 


Corbin, A. E. Molenske, E. G. Planck, M. R. Purdy, and F. Williamson. Second row: W. R. Hamer, Glenn Teegardin, George K. 
Smith, Harry Burnsteen, W. C. Judd, Thomas Jennings, John T. Glackin, H. R. Kibler and H. K. Raney. Third row: G. R. Fellows, 
W. F. McCoy, Charles W. Medick, L. D. Timmerman, J. M. Erdelac, Howard Good, G. Llewellyn, Chester Adams and Arch O'Rourke. 





GM Probers Await Bell Testimony 


(Continued from Page 1) 


would have any other witnesses to 
discuss GM’s relations with dealers 
—a point which has piqued the 
curiosity of the investigating sen- 
ators. 

* * * 


oe and by implication, 
some earlier witnesses from the 
automotive and allied industries 
have blamed their own troubles on 
arbitrary treatment of dealers by 
GM. 

One such witness was E. L. 
Schofield, president of E. L. Scho- 
field, Inc., Rockford, Ill, maker 
of hot-water heaters. 

He told the subcommittee, headed 
by Senator Joseph C. O’Mahoney, 
Wyoming Democrat, that the Scho- 
field company’s sales fell off badly 
because GM refused to ship 1955 
Chevrolets to dealers unless the 
cars were equipped with factory- 
installed heaters. 

* * * 
a said that early this 
year his firm, which solicits 
dealers directly, received numerous 
order cancellations from Chevrolet 
dealers. 

“Upon investigation,” he said, “it 
was found that GM zone and dis- 
trict managers in certain major 
metropolitan areas were refusing 
to approve orders for 1955 Chevro- 
let cars without factory-installed 
heaters. 

“The situation soon became so 
bad that we found it necessary 
to lay off employes and to divert 
our efforts to other products and 
for other markets in order to 
keep our business alive. 

“In the meantime, our sales 
organization has dissipated simply 
because salesmen could not make 
a living due to GM’s practices.” 

Schofield said he complained to 
GM officials, FTC investigators and 
Illinois members of Congress. 
* x 7 
H® SAID GM, through its chief 
counsel, Henry M. Hogan, flatly 
denied that company policy re- 
quired Chevrolet dealers to pur- 
chase and deal exclusively in any 
GM product. 

And FTC, after interviewing 
dealers who were alleged to have 
complained to Schofield salesmen 
about being forced to accept 
factory-installed heaters, reported 
that the dealers denied any line 
forcing by the factory. The FTC 
report said: 

“Each dealer contacted 


Pay-as-Go Road Plan 


Acceptable, Weeks Says 


WASHINGTON.—The Adminis- 
tration is “leaning toward a pay- 
as-you-go” $25 billion highway 
program, Commerce Secretary 
Sinclair Weeks reported after 
conferring with President Eisen- 
hower at Gettysburg. 

Weeks added that the Adminis- 
tration may propose a combina- 
tion plan including bond financing 
as well as the pay-as-you-go pro- 
posal. He also said current 
thinking is more in terms of a 
15-year plan than the 10-year 
project proposed originally. 


(LL Ae 


in the 














Chicago area . . 
stated that 1955 Chevrolet automo- 
biles are available and can be! 
ordered by the dealer without a 
factory-installed heater if such "i 
the desire of the dealer. 

“A spot check of the dealers’ car| 
orders revealed that most were)! 
accompanied with an order for 
factory-installed heaters.” 

+ 


affirmatively | 


* * 


CHOFIELD called the FTC re-| 
port “disappointing,” stating 
that dealers were hesitant in speak- 
ing out for fear of factory reprisal. 
He said he told FTC representa- 
tives they would not get valid in-| 
formation from dealer interviews 
unless the testimony was taken 
under oath. 

“Until this is done,” he said, 
“the commission will be relatively 
ineffective in complaints of this 
nature.” 

The subcommittee heard charges 
from representatives of the inde- 
pendent parts-making industry that 
GM was seeking to dominate the 
replacement-parts market. 

* * ab 
— spokesmen urged that the 

Government weigh the possibil- 
ity of instituting divestitive proceed- 
ings to limit auto makers to the 
manufacture and sale of vehicles. 

Harold T. Halfpenny, legal 
counsel of the National Standard 
Parts Assn., testified that dives- 
ture was in his opinion “the only | 
way to keep the independent 
parts-making industry alive.” 

He said the Government so far} 
had been ineffective in forestalling | 
a trend toward monopoly on the| 
part of the major auto makers in | 
the replacement-parts field. 

Halfpenny, who also testified be-' 





fore the subcommittee earlier this 
year, said NSPA was composed of 
around 350 parts manufacturers and 
2,500 wholesalers of parts and 
equipment. 
* * * 

M BUILDS around half the ve- 

hicles and engines sold, Half- 
penny said, and apparently GM 


| feels it should have that percentage 
| of the replacement-parts market. 


He said corporation officials had 
enunciated such a goal, quoting an 
address made in Omaha in 1954 by 
Charles Coker, described as a re- 
gional manager of United Motors 
Service division. 

Halfpenny contended that GM 
started its drive to dominate the 
replacement-parts market with an 
announced change of _ policy, 
effective in January, 1954, where- 
by GM’s 19,000 car dealers were 
told to expand their wholesale 
selling of parts. 

Thus, he said, the dealers were 
cast in the dual role of retailers 
and wholesalers, the latter activity 
putting them in direct competition 
in the sale of replacement parts 
with the parts and accessories out- 
lets to which they were selling. 

* * * 
ALFPENNY said it was his in- 
formation that most GM dealers 

were reluctant to go into parts 
wholesaling, which involved ex- 


| panding their facilities and inven- 


tories, but that they were “pres- 
sured” by the factory into falling 
in line with the new plan. 

Asked what the nature of the 
pressure was, Halfpenny said deal- 
ers probably feared cancellation. 
He added that it was difficult to 
get direct evidence on the type of 
pressure applied. 








NYSADA's New Officers— 


Officers and executive committee members of the New York State Automobile 
Dealers Assn. at the first meeting of the new board of directors. Front row, from left: 
Andre Bigsbee (Ford), second vice-president; Sperry W. Miner (Oldsmobile), president, 
i Nelson K. Mintz (DeSoto-Plymouth), first vice-president. Standing: John G. Dor- 


schel (Buick), third vice-president; 





Samuel S. Giles (Chevrolet), secretary; Fred E. 
Mason (Dodge-Plymouth), immediate past president; R. Harold Craig (Dodge-Plymouth), 
treasurer, and John J. Evers jr., executive vice-president. Chester G. Daetsch (Hudson- 
International), assistant treasurer, is not pictured. 
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COULD YOU HAVE SOLD 


THE PROSPECT WHO WALKED OUT? 


He’s neither the first nor the last to take a walk because he’s scared of the financial 
obligation, afraid he’ll lose his investment if something 
goes wrong and he can’t make his payments. You know that. Happens every day. 
But you could have sold him with Associates’ Insured Payment Plan. You could 
have shown him how it completely protects his investment, makes his payments for 
him if he’s sick or disabled, pays in full if he dies. You could 
have sold him real security, financial peace of mind—and the car. That 
happens every day, too, in hundreds of dealerships. Let us give 
you full information on the Insured Payment Plan—one of many sales-building 


services you get from a specialist in automobile financing. Call or write today. 


The Ud Sige diye. * . , ssociates 


or help yau make it if you use the 
Insured Payment Plan.” 





(The Old Sage is a composite of all the 
successful dealers we've known in over Associates Investment Company 


a third of a century in the field.) Associates Discount Corporation 
Emmeco Insurance Company 
South Bend, Indiana 









6 





AUTOMOTIVE NEWS, NOVEMBER 28, 1955 


But 2.6% for 9 Months Still Tops °54... 


Dealer Profit Heads Downward 


(Continued from Page 1) 


to four volume groups, based on 
the number of retail deliveries for 
the preceding year. 
Group I consists of dealerships 
one to 149 units; Group II, 
150 to 399 units; Group III, 400 to 
749 units, and Group IV, 750 units 
or more. . 
* * + 


GURES from these specific 

groups this year are not pre- 
cisely comparable to those for 1954 
because much greater new-car vol- 
ume this year has pushed many 
dealerships into the next higher 
category. Thus, the complexion of 
membership within each group has 
changed from the previous year. 

The best net-profit figure was 
posted by Group HI dealers — 
$133 per new unit retailed, or 
some $15 greater than the indus- 
try average. 

As might be expected, lowest unit 
profit was reported by the highest- 
volume operators — Group -— 
which reported only $87 per unit 
sold. Group I profit was $120 and 
Group II reported $119. 

Again as might be expected, 
volume dealers held per-unit ex- 
pense to the lowest level — $380, 
compared with the industry aver- 
age of $517.72. Expenses grew 
greater for each sale as dealer- 
ships grew smaller: Group III re- 
ported $471; Group II, $523, and 
Group I, $567. 


* * * 

_ average dealer’s total ex- 

pense of $517.72 per new unit 
sold was broken down as follows: 
All salaries and wages except sales- 
men’s compensation and mechanics’ 
earnings charged to labor costs, 
$170.40; salesmen’s salaries, com- 
missions and other compensation, 
$88.79; warranty, policy and deliv- 


New and Used 
Vehicles 


(Industry Average) 





Inventory Days’ Supply 
Per Dealer in Stock 
New Used New Used 
Cars Vehicles Cars Vehicles 
. 30, 
1955 9.3 27.1 18.4 31.6 
dune 30, 
1955 15.2 26.4 31.7 32.1 
March 31, 
1955 15.3 28.8 32.1 36.4 
Dec. 31, 
1954 7.6 22.9 23.3 35.7 
Sept. 30, 
1954 79 19.8 25.6 315 


—From NADA Survey 


Vt. Dealer’s Suit 
Claims Credit Plot 


RUTLAND, Vt. — (UTPS)—Trial 
has opened in Federal Court in a 
$125,000 suit brought by Stacey Ben- 
son, of Groton, Mass., against Uni- 





versal C.1.T. Credit Corp., Rutland. | 


Benson says the company en- 
gaged in a conspiracy with its em- 
ployes to drive him out of the auto 
business in Brattleboro, where he 
operated a Nash dealership, and 
unlawfully repossessed cars from 
his establishment. 


Breakdown of Dealer Expense 
FIRST NINE MONTHS, 1955-1954 


Warranty, policy, delivery 
Salaries, commissions, 


compensation to salesmen .................. 


All other salaries, wages 
(except mechanics) 


Shop tools and supplies 


Rent and expense in lieu of rent 


Advertising, other than 

factory cooperative 
Insurance, other than building 
All other expense .... 


TOTAL EXPENSE . 








ery expense, $45.97; rent and ex- 
pense in lieu of rent, $35.57; adver- 
tising, not including factory coop- 
erative, $31.79; shop tools and 
supplies, $14.99; insurance, other 
than building, $13.12, and all other 
expenses, $117.09. 

In every category, expense per 
sale was lower than it was for 
the comparable period of last 
year. 

New-car inventories averaged 9.3 
vehicles on Sept. 30, a reduction of 
nearly 39 percent from the 15.2 
vehicles reported in the average 
dealer's stock on June 30. The Sept. 
30 inventory, however, was still 
larger than the year-earlier census 





Dealer Picture 
At a Glance 





1955 vs. 1954) 
Percent) Percent 
Up Down 
Gross Profit ................ 18 
Total Expense ............ | 15.4 
Profit ........ 52.9 | 
Used-Vehicle Selling 
BEM sepa cinkassAbasectinegsonecs 0.3 
Used-Car Inventories 13 
Total Service Sales... 25.0 
Service Absorption .... | 27 





point, when the average stock held 
7.9 units. 

NADA said dealers’ new-car sup- 
plies were good for 18.4 days’ sales 
as of Sept. 30, compared with 31.7 
days on June 30, and 25.6 days as 
of Sept. 30, 1954. 

* * * 

SED-CAR stocks represented a 

31.6-day supply on Sept. 30, 
according to the NADA report. 

That compared with NADA’s list- 
ings of 32.1 days on June 30 and 
32. days on Sept. 30, 1954. 

In September, 42.1 percent of 
the used vehicles had been in 
stock 30 days or longer, compared 
with 41.3 percent in June. A year 
ago, however, 48.2 percent of all 
used-car inventories had stuck 
longer than a month. 

Parts profits were boosted 
slightly, with the gross profit 
amounting to 30.8 percent at the 
end of nine months, compared with 
30.3 percent for the half and the 
first quarter. 

The rate of turnover also was 
stepped up. After running at 2.1 
times per year in the first two 
quarters, it rose to 2.2 times per 
year for the full nine months. 

Dollarwise, parts sales staged a 
mild comeback after dropping 
steadily for a year. They had 
amounted to $331 per new vehicle 
sold at the end of three quarters 
in 1954. Then they skidded to $262 
at the end of the first quarter of 
1955 and to $239 at the end of the 


Latest 


Auction Prices 


An earlier press deadline, due 
to the Thanksgiving Day holi- 


day, makes it necessary to omit 
the usual report on the Detroit 
Aptco auction prices this week. 
This regular feature will be back 
next week. 


(PERCENTAGE OF TOTAL SALES) 


Group II 
1955 1954 1955 


1.09 1.10 1.02 


Group I 
1955 1954 
97 95 
180 1.84 2.19 


2.06 2.23 


4.97 
41 
1.00 


3.35 








Group IIIf 








How Dealers Are Faring 


On Expenses, Profits 


First Nine Months, 1955 - 1954 
(Taken from report by NADA Business Management department) 


New Cars and Trucks 





half before climbing to $241 for 
the full three. quarters. 
* * * 


USTOMER labor sales, at $178 
per new tnit retailed, held 
unchanged from the first half, but 
were down sharply from the first- 







































































quarter mark of $193 and the year- Trecks oo 
ago figure of $242. Much of the) — i ry Seams 
reduction, of course, is due to) Sept. 30 Sept. 30 Sept. 30 Sept. 30 Sept. 3@ Sept. 30 Sept. 30 Sept. 30 
higher volume of sales on the part | 1955 1854 1955 1954 1955 1954 1955 1954 
of virtually all dealers. |} Group | ........ 61 5.3 2.6 2.3 213 288 i 46.6 46.7 
Total service sales were up Group I ...... 148 13.0 4.7 4.4 16.5 23.7 38.7 40.8 
from the first-half total, but lower Group III 31.3 30.5 8.4 76 15.6 21.5 32.6 29.9 
thaa in other check perieds. They 56.2 19.3 12.5 15.9 21.5 31.1 30.3 
amounted to $599 per new unit 
seld for the three quarters, com- 7.9 3.5 3.0 18.4 25.6 40.8 41.2 
pared with $583 fer the half, $627 
in the first quarter and $787 in Percent Gross Profit to Sales a 
— period eof last # Months Cars 9 Months 9 Months 9 Months 
Service absorption, at 56.7 per |] Group Toon... 23.2 21.3 18.2 18.1 
cent (including officers’ salaries),|) Group ID ..u..........c:c:ccs0 24.8 22.3 18.9 17.7 
was at the year’s highest point-|/ Group TID o...........cccccc00: 23.1 22.6 17.9 18.6 
Tt had been 55.4 percent for the|} Group IV oo... 23.9 21.8 17.3 16.8 
half and 54.5 for the first quarter. | Industry Average .......... 23.7 21.8 18.2 18.0 
A year ago, however, it was 58.3 
percent. Used Cars 
In splitting up departmental sales | Selling Price Ratio Useé-Unit Gress Lees P 
to determine the ratio of sales to) Per Unit Sales to New Used Unit Sold 
the overall total, NADA found new) 9Mos. 9Mos. 9Mos. 9Mos. 9Mos. 9 Mos. 
cars and trucks accounting for a 1955 1954 1955 =: 1954 1955 1954 
larger share than they did at any|}] Group I... uu. $698 $690 1.8 2.1 $122 $ 51 
time earlier this year or in the|}] Group TD ow... $734 $730 15 1.7 $196 $101 
comparable period of 1954. Fe EE. ME | av iciccestsescciey $728 $730 1.3 1.4 $234 $134 
For the three quarters, the show-|}| Group IV... $633 $699 1.1 1.4 $270 $157 
room yielded 61.2 percent of all|| Industry Average ...... $707 $705 15 18 $170 $ 81 
sales in the dealership. That com-| Pct. of Used 
pares with 60.8 percent for the No. Days’ Average Cost Vehicles in 
half, 59.6 percent for the quarter fe lend eee Steck = 
and 54.7 percent for the first nine| @ttes, Otte. 9Mes. 9 Mes. cn ime. 
months of a 6. 1955 1954 1955 1954 1955 1964 
E importance of used vehicles | ee oe aves biessdecesestany bow > aaa oes =. aa 
I dropped steadily — reflecting a i $7. $7: F ; 
: SPO BEA a nsccscsecessss:<. 20.8 21 $754 $789 30.2 30.7 
both the increased new-vehicle G Iv 184 21 65 752 O77 35.0 
volume and a growing tendency of | + 25 og. ani er acre : $6 $ : : 
dealers to wholesale tradeins. ndustry Average .... 31.6 32 $666 $709 42.1 48.2 
Used-unit sales were good for | Parts 
24.1 percent of total volume for | 
the three quarters, compared | (Accessories Not Included) 
es coer on ts ‘Gees Get jt. 
3 | ers . 10 a 
percent in the first quarter and | Sold To Sales iaventenr Investment 
saaeier eh ms the 1954 three- - on , Sept. Sept. Sept Sept 
|. 9 Mos. 9 Mos. Mos. Mos. , > 0, > 
Total service and parts sales 1955. 1954. 1955. 1954 1955 1954 1955 1954 
amounted to 13.1 percent in the'| Group | .......... $289 $385 31.6 30.4 6.5 6.7 1.8 1.8 
nine months, compared with 12.9 | Group I ........ $223 $313 30.7 30.7 4.7 5.2 2.6 2.3 
percent in the half, 13.7 percent in|| Group  —_— $195 $257 29.6 28.7 4.1 4.4 2.9 2.7 
the quarter and 16.9 percent a year | Group IV ........ $162 $235 27.5 27.5 4.1 4.2 2.9 2.9 
ago. ‘|| Industry 
NADA, which previously had’) Average ...... $241 $331 30.8 30.1 5.5 5.8 2.2 2.1 
listed dealers’ net return on invest- 
ments, dropped such compilations Customer Labor Sales 
from its current report. Average Sales Percentage of Gross 
(plenesipiamigiadniueslinsiliainey | Per New Unit Sold Profit to Sales 
| 9 Mos. 9 Mos. 9 Mos. 9 Mos. 
5 Dealers Defy 1955 1954 1955 1954 
S Cl : come z nokia ce $211 $275 40.1 42.3 
da | IE HEE issn cintatinaciiasosinccd $167 $245 44.5 46.7 
un 7 ¥ a osing OE, ME x ccsacsimeenceses $149 $187 47.4 48.4 
Ser NI I isiacassaantenuesion $116 $169 49.0 49.8 
I n M vam Test |] Industry Average ...... $178 $242 42.9 44.7 





MIAMI.—In the first trial, only) 
five new-car dealers refused to go) 
along with a Sunday-closing reso-| 
lution adopted by the Miami Auto| 





Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 












Dealers Assn. There are more than) Average Sales Percent of *Percentage of 
30 dealerships in the city. Per New Unit Gross Profit Service 
Salesmen from other Chevrolet! Retailed To Sales Absorption 
dealerships picketed Anthony Abra-| 9 Mos. 9 Mos. 9 Mos. 9 Mos. 9 Mos. 9 Mos. 
ham Chevrolet, one of the five out-| —_ — — reap — oe 
lets which remained opened. Abra- ce scenes $711 $922 32.3 31.5 55.8 58.0 
ham had been the most vocal of|) Gtoup IZ ................ $556 $756 346 34.8 56.0 56.5 
the Sunday-closing opponents. He) SEI ME. « ciccchovasaay seers $471 $588 36.7 36.0 59.6 61.0 
claimed he did 20 percent of his Group EF apcaex oe aceme eras $375 $540 36.5 36.8 59.2 63.0 
Industry Average .... $590 $787 33.8 33.2 56.7 58.3 






volume on Sundays. 

An unexpected development was 
that some 40 percent of the used- 
car lots also were closed, although 
no official action had been taken by 


* The percentage of operating (or fixed or semi-fixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 









Percentage of Departmental Sales to Total Sales 









their association. New Cars Used Cars Total Service Miscellaneous 
and Trucks and Trucks and Parts Sales 
9 Mos. 9Mos. 9Mos. 9Mos. 9Mos. 9Mos. 9 Mos. 9 Mos. 
1955 1954 1955 1954 1955 1954 1955 1954 
Group I ..... 57.6 50.9 25.8 28.8 14.9 18.7 1.7 1.6 
Group IL .... 62.2 56.2 24.1 26.3 12.0 15.9 1.7 1.6 
Group III .. 64.8 60.6 22.1 24.9 10.8 13.9 2.3 0.6 
Group IV .. 70.4 63.1 18.9 20.8 10.6 14.5 0.1 1.6 
Industry 
Average .. 61.2 54.7 24.1 27.0 13.1 16.9 1.6 1.4 






Industry 
Average 
1955 1954 


1.02 1.05 


Group IV 
1955 1954 


1.04 1.19 


1954 
1.21 


merchandising manager of Stude- 
baker. 


U. C. Sales Guide 
Said to Have Best 
Of 10 Million Ads 


SOUTH BEND.—A used-car sales 
guide, said to contain the best of | j,, its preparation 
10 million advertising ideas, will be | Nine of the 29 chapters are de- 
70 . distributed to selected dealers by | yoted to newspaper advertising. In- 
Associates Investment Co. and As-| cluded are such topics as planning, 
sociates Discount Corp. | budgeting and scheduling adver- 
The 444-page volume, Selling Used | tising, used-car advertising appeals 
| Cars, was published for the finan- and how to handle price. 
| cial firms. It was compiled by H. L. ee eae a ee eee oc : 
‘Crawford, for many years used-car MOTIVE NEWS avery’ woent ota 


The book, which is said to cover 
every possible selling situation, 
emphasizes promotional ideas and 
newspaper advertising. Associates 
says 10 million ads were scanned 
and more than 50,000 were analyzed 


2.22 211 2.28 1.96 


4.07 328 432 3.77 
35 34 33 
91 -79 


—From NADA Survey 











THEY CAME! THEY SAW! 








THEY SIGNED! 











52 PROGRESSIVE BUSINESSMEN JOIN NASH DEALER RANKS AS DIRECT 

RESULT OF PRE-VUE SHOWING OF NEW 1956 NASH AND RAMBLER CARS! 

A TERRIFIC VOTE OF CONFIDENCE IN THE FUTURE OF AMERICA’S FASTEST 
GROWING AUTOMOBILE MANUFACTURER 


One look did it! Immediately following dealer Pre-Vue 
showings of the new 1956 Nash Ambassador and 
Statesman and the All-New, All-American Rambler in 
Chicago, Atlantic City, Kansas City and San Francisco, 
fifty-two profit-minded businessmen joined the growing 
Nash dealer family. 


America’s Only All-New Low-Price Car! 


The smart new 1956 Rambler is completely new from road 
to crisp roofline. New Overhead Valve engine, new advanced 
styling, new suspension system, and more room inside than 
the average of the other low price makes. 


America’s Only All-New Body Type! 
Rambler for 56 presents a hardtop Cross Country Station 
Wagon—the first hardtop station wagon on the market. 


World’s Finest Travel Cars! 


Dramatically restyled Nash Ambassador and Statesman 
have more exclusive features designed for travel comfort 
than any other car on the road—more room—greater 
economy — All-Season Air Conditioning — even Airliner 
Reclining Seats and Twin Travel Beds. 


World’s Safest Cars! 


Nash and Rambler are built with inherent safety— Double 
Safe Single Unit Construction—that gives passengers three- 
dimensional protection—has greater impact absorption— 
offers double lifetime of service. 


oe nema me Fw cen en ae Ar Sm een a I 


WOULD YOU LIKE YOUR OWN PRIVATE PRE-VUE OF 
NASH AND RAMBLER CARS AND PLANS FOR 1956? 


| Why not get all the facts about the liberal Nash franchise 
so you can cash-in with Nash in Fifty-Six?, We’ll be 
happy to arrange a Pre-Vue just for you at your con- 
venience. Act today! Write, wire or phone to... 


ec a oe 


IN '56-MORE THAN EVER 
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Many were formerly volume dealers for the largest 
manufacturers. All have had long experience in the retail 
automobile business. What these men saw and learned 
at the Pre-vues convinced them—as it will you—that 
Nash is the franchise to have in Fifty-Six and the years 
to come. Here are the facts! 


Broadest Line of Cars 
on the Market! 


Nash dealers blanket the entire automotive market—pene- 
trate all price classes—have cars to meet every demand. 


Highest Profit Potential! 


Nash dealers’ profits exceed the average of the industry, 
according to official N. A. D. A. figures. And Nash dealers 
order cars as requirements dictate . . . are free of “high 
pressure loading”’ practices. 


Attractive Sales Bonuses! 


Millions of dollars in cash is being paid to Nash dealers in 
1955 under the revolutionary Dealer Volume Investment 
Fund. In 1956 the opportunity for bonus payments is just 
as great. 


Increased Production Facilities! 


An entire new Rambler production line means increased 
volume for Nash dealers in 1956 . . . makes available a few 
more dealer franchises in choice locations around the country. 
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DEALER DEVELOPMENT DEPARTMENT, NASH 
MOTORS DIVISION, AMERICAN MOTORS COR- 
PORATION, 14250 PLYMOUTH ROAD, DETROIT 
32, MICHIGAN. 


lt Pays To BeA 
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To Avoid U. S. Regulation... 





Model Finance Law 
Urged by AFC Parley 


CHICAGO.—A model auto finance 
law that recognizes the “true nature 
and purpose of automobile install- 
ment financing” should be devel- 
oped, according to Robert L. Oare, 
president of the American Finance 
Conference. 


Making the keynote address at 
the Conference’s 22nd annual 
convention here, Oare declared, “I 
believe we should review our po- 
sition in the matter of state regu- 
lation. Heretofore it has been the 
general policy of the American 
Finance Conference to pretty 
much leave the matter of state 
legislation and control up to the 
members operating in each state. 


“I believe that the time has come 
when we as a Conference should 
re-examine this policy and perhaps 
direct our thoughts toward the de- 
velopment of a model finance law 
which will recognize the true na- 
ture and purpose of automobile 
installment -financing and then fol- 
low through to see that such a 
model law is properly presented to 
the state legislatures and duly 
enacted.” 

He noted that there have been 
more and more suggestions by pub- 
lic officials that the government 
step in and regulate the install- 
ment credit field, even to the extent 
of creating a super Federal Gov- 
ernment agency to run the entire 
industry. 

Oare said, “The one way to 





TRAVEL and HOME BAR 


Distinctive Gift for the Genial Host. 
Closed, it's a smart piece of luggage in 
tan canvas. Open, it's a well-equip 

14 piece Bar, with cocktail shaker, 6 
glasses, chrome jigger, opener, corkscrew, 
strainer, spoon and fruit pick, Leather 
loops hold fittings. Waterproof lined. Brass 


locks and key. Space for 3 qt. bottles. 
Size 16'/4x12'/2x6//.""._ Excellent quality. 
Value $40.00. 


DEALERS PRICE 24.50 
e LUGGAGE CATALOG e 


Altwood's Gift catalog of high quality 
Airplane and Leather Luggage is now 
available. Luggage is the luxury gift that 
is long remembered and much appreci- 
ated. Dealers send for FREE copy. 


ALTWOOD CO., INC. .Dept. A 
1123 Broadway New York 10, N. Y. 


Precision Die-Cast 


Triple chrome plated for lasting 
beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 


McKean Sts. 
Pa Dept. ps 


Van dee 
Ph Ts Dae . 





effectively stem this rising tide 
of public criticism and the in- 
creasing threat of governmental 
control is for the members of the 
automobile finance industry, indi- 
vidually and collectively, to take 
the necessary action to stamp out 
the causes of these criticisms.” 
Switching to the problems con- 
fronting the finance firms, he said, 
“Foremost among our problems has 
been a very noticeable loosening of 
credit terms. Downpayments are 
shorter, maturities are longer, con- 
sumer credit is smaller today as 
compared with a year ago—espe- 
cially in connection with install- 
ment financing of new automobiles.” 
He said that competition among 
auto makers has always been sharp, 
but this year it seemed especially 
fierce, judging by the terrific sales 


promotion of the factories and the 
dealer groups. 

He continued, “One of the dis- 
quieting aspects of this looser 
auto credit is its possible adverse 
effect on the used-car market by 
making it easier for the con- 
sumer who would normally buy 
a used car to purchase a new 
car instead. 

“By robbing the used-car market 
of these customers and at the same 
time augmenting the net supply of 
used cars through the increased 
number of tradeins on new-car 
purchases, we can expect some dis- 
ruption of the used-car price struc- 
ture.” 

Commenting on the outlook for 
1956, Oare said, “It is clear that 
the manufacturers have gone on 
record for an even greater produc- 
tion of cars next year.” 

He said that despite these factory 
goals, most of the informed opinion 


Garfield Lends a Hand 


MANCHESTER, N. H.—(UTPS) 
—Clyde E. Garfield (Ford), has 
been appointed to the public rela- 
tions committee of the Daniel Web- 
ster Home for Children in West 
Franklin. 


indicates that factory operations 
in 1956 will slow to a more mod- 
erate speed of about 6.5 million 
cars, of which 6 million would wind 
up on registration rolls. 

“With their expanded produc- 
tive capacity,” he asserted, “the 
automobile manufacturers will be 
pushing to sell as many cars as 
they possibly can and will con- 
tinue their sales promotion ac- 
tivities at a fever pitch. With the 
outlook for a smaller over-all 
market for new cars next year, 
we can look forward to more 
pressure to ease auto credit terms 
for new buyers.” 

In_ another address at the con- 
vention, Elmer E. Schmus, vice- 
president of the First National 
Bank of Chicago, said the inven- 
tory position of new and used-car 
dealers has caused considerable 
concern and has produced price 
cutting, bootlegging and overtrad- 
ing. 

“If this inventory situation exists 
in the midst of a model changeover 
period,” he said, “we may well see 
‘wilder’ trading and experience 
greater pressure to accept longer- 
term paper with a small equity or 
no equity in the merchandise 
financed.” 


Auto Wholesalers 
In California 


Form Association 


BERKELEY, Calif—For the first 
time in California a statewide as- 
sociation of wholesalers—California 
Automotive Wholesalers Assn.—has 
been formed. 

“We are not organizing to set up 
any type of purchasing or ware- 
housing group, set prices or do any- 
thing not in accord with legal prac- 
tices,” said A. James Ayres, general 
counsel. “This is a sincere effort 
... to organize ... for the better- 
ment of the industry.” 


Les Wyre, Car Parts Co. Los 
Angeles, is president; Lou Cresta, 
Cresta Bros., San Francisco, first 
vice-president; Al Zimmerman, 
Benson & Zimmerman, Modesto, 
second vice-president; Joe Erman, 
Automotive Center, Hayward, sec- 
retary, and Bob Porter, Southern 
Auto Supply, Bakersfield, treasurer. 

Glen Gaffney, secretary, East Bay 
Automotive Jobbers Assn., has been 
chosen executive-secretary. His 
headquarters is 2619 Shattuck Ave., 
Berkeley 4, Calif. 





color 


...as 5 new, easy-blending colors 


appear in superfast Coloray 


peacock blue 


The arrival of these five glorious colors brings the basic range in Coloray to 19 colors! And skyrockets the number 


of possible new color effects up and up and up—way over the more-than-2,000 colors already created. 


For Coloray colors are not only phenomenally colorfast, but remarkably blendable. What new categories of color 


can now be blended? A brilliant range of blues . . . clean-cut, clear as jewels. A gamut of greys that are true 


solids. A rich range of dark greens. A larger, livelier family of tans-rusts-browns. And all these colors can be mixed 


as readily as paints on an artist’s palette. 


All Coloray colors—basic or blended—enjoy spectacular ratings for fastness of every kind. Sunfastness. 


Wash-fastness. Fastness to perspiration, cleaning, air fumes. The reason is—the color is caged deep in the fiber, 


not superficially applied. That’s why Coloray color is also richer, glowier, /ovelier than ordinary color. 


And that’s why textile people, manufacturers, retailers who do business with color...do better with Coloray! 


For further information, write: 


COURTAULD 


(ALABAMA) INC.., first name in man-made fibers, first name in solution-dyeing 
600 FIFTH AVENUE, NEW YORK 20 © Greensboro,N.C. * Le Moyne Plant, Mobile, Ala. 
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Dressed for Chevrolet Quiz— 


Chevrolet forces added a twist to the annual new-product quiz for retail salesmen 
in the Cleveland area when they introduced a race flavor. Contestants were garbed 
in NASCAR outfits and occasionally the roar of a recording of the Indianapolis “500” 
rose above the proceedings. From left: Ross Beachy, Cleveland; Frank Sexton, Lake- 
wood; Nelson Jackson, Euclid; Bob Herrmann, Cleveland, and Al Dustin, Euclid. 


unlimited ! 


terra cotta 








AUTOMOTIVE NEWS, NOVEMBER 28, 1955 


Building Through Human Relations. . . 








Teamwork in the Dealer Shop 


Epitor’s Note * Oneofa 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the empiloye’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 
My New Year Greeting 
To the Staff: 
APPINESS comes from 
making other people 
happy. To say “Happy 
New Yéar” and 


a stop there isn’t 
series 20108 to do much 


for anybody. 
That applies to our rela- 
tionship to each other in 
this enterprise and to our 
contacts with customers. 


for fabrics... 


automobiles... 





| Let’s just remember a few 


things which will make 
“Happy New Year” come 
true for our customer and 
for us. 

Let’s all do these: 

Make sure that the cus- 
tomer gets the impression 
that we regard him and his 
business as very impor- 
tant. Call him by name. 
Give him your full and 
complete attention — don’t 
be indifferent or occupied 
with other duties when he 
is talking to you. 

Don’t keep him waiting need- 
lessly.. You know how you feel 

when you are burning up time 
waiting for service in a store 
for example, while the clerk 
is kidding with somebody or 








hunter green” 


apparel... home furnishings... 


industry 


fooling with something and 
just letting you wait while 
your blood pressure goes up — 
and up. 

Let’s work as a team. 
Don’t pass the buck. Don’t 
cast reflections of ignor- 
ance or incompetence on 
another member of the 
staff. There will be times 
when each of us will be at 
fault, probably, but don’t 
give the customer the im- 
pression that you are the 
only intelligent, responsi- 
ble person working here. 

Don’t criticize competi- 
tors. We must earn our 
patronage by good service, 
not by running down the 
other fellow. Make our 
customer want to come 
back to us because here he 
finds careful attention to 
his needs, courtesy, friend- 
liness and a genuine inter- 
est in him. 


The light is green on 
Route 1956. Let’s go. 
Cordially yours, 
CAR DEALER & 
COMPANY 
Manager 








@ Traceable results 


prove that the Courier- 
Express is your best 
Buffalo buy for sales in 
the rich, 8-county West- 
ern New York market 
where annual spendable 
income totals nearly 244 


billion dollars, 


ROP COLOR 
available both 


daily and Sunday 
BUFFALO 


COURIER-EXPRESS 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 


eS Se 


AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display, Write for 
free literature. 


AMERICAN STAGE EQUIPMENT 


805 East 134 St., Bronx 54, N. Y. 








From resolution to reality in 3 months! 


A case history of 
the Automotive Industrys 
first and finest 


Dealer Planning Committee 


55 PRE a: 
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Nineteen years of outstanding service 


PLANNING FOR CONTINUED LEADERSHIP 





WHEN the Chevrolet Dealer Planning Committee Committee is the most successful and most imi- 
swings into action, things really hum! Here’s a tated in the industry—and has been for 19 years! 
case in point. Many Chevrolet dealers expressed RESOLUTION 81 


a desire for a regular exchange of successful used Resolved, that Chevrolet Motor Division collect 


ising i and promotions. When th ; 
car advertising ideas or _ monthly from all zones local and exclusive used car 


committee met in Detroit, this proposal was intro- advertising and merchandising methods that have 


duced as Resolution 81. That was in April of this proved unusually successful and subsequently make 
year. In September, the first issue of the monthly 
SALE-BLAZERS went out—five short months 


from the time it was proposed! 


them available to all dealers on a monthly basis. 


RESULT 


This kind of action is typical of the way Chevrolet 
dealers’ wishes are expressed and acted upon. It 
reflects the fine degree of cooperation that exists 
between Chevrolet dealers and Chevrolet manage- 
ment. Four hundred six separate resolutions passed 
through the Committee so far this year and 220, 
or 54 percent, were put into effect and are now, 


or will be soon, benefiting Chevrolet dealers. It is 





little wonder that the Chevrolet Dealer Planning 


G. ©. FLETCHER RALPH L. BOLEN TED LAUCK ANDREW 8B. REID 

Rapids Chevrolet Co. Downtown Chevrolet, Inc. Ted Lauck Chevrolet Co. Reid Chevrolet Co. 

Cedar Rapids, lowa Oklahoma City, Okla. West Bend, Wisc. Abernathy, Texas 

Cc. C. BREWER ED HAMMER DON M. HATTAN FRED E. GATTER 

Brewer Motor Co., Inc. Ed Hammer, Inc. Hattan Chevrolet Co. Farley-Gatter Chevrolet, Inc. 
Manhattan, Kansas Sheridan, Wyoming Valley Center, Kansas Naches, Washington 









You'll profit most with Chevrolet— 
America’s Foremost Automotive Franchise 







Chevrolet Division of General Motors 
Detroit 2, Michigan 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
M 1 !. Fair and equitable contracts between manufacturers and dealers in | 
A motor vehicles, parts and accessories; 

¥ 2. Every dollar of —_ and oil taxes, collected by states and federal 
£ governments, applied to the building and maintenance of highways; 
R § 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere | 
else in the world. 










Industry Gets Its Chance 
To Set House in Order 


2 gery a year, the auto industry finds itself in a unique 
and fortunate position: It can wipe the slate clean of 
past mistakes and animosities, and get off to a fresh start 
with a fresh product. 


The outlook for the 1956 sales campaign hasn’t jelled 
yots pieces of the picture are just beginning to fall into 
place. 


Most auspicious is the evident success of the 1955-model 
cleanup. Although some dealers were hurt financially in the 
process, and a few made things tough with fire-sale antics, 
it took a brilliantly conducted retail operation to clear out 





the largest new-car inventory in postwar history. 


Now, with no burdensome number of ’55s around to haunt 
them in future months, dealers can devote their full atten- 
tion to moving .out the ’56s at a profit. 


Unhappily, some trouble signs have cropped up. 


Some buyer resistance to the new models is reported. 
Interest in the cars is high, and there has been no serious 
objections as to styling or performance. But prospects are 
showing an indisposition to go through with the deal. 


For one thing, dealers say, buyers have been trained to 
demand outrageous discounts. For another, many dealers 
admit that, in the heat of the ’55 cleanup, they were forced 
to soft-pedal the promotion of ’56s. 


These are problems that have been dealt with, and over- 
come, in-the past. 


Difficulties of a different nature stem from an unprece- 
dented rate of franchise cancellations. Dealers are said to 
be leaving the automotive field voluntarily, rather than face 
factory pressure. 


This, too, is a problem that can be solved, but it must be 
handled in sincere and aboveboard fashion. Only harm can 
come from an aggravation of factory-dealer tensions. 


But the new-model season is still young. There’s time to 
set things aright. 


Coming 
Events 


Dealer Conventions 


Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan, 28- Feb. | — 39th Annual National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 

Washington, D. C. 

Feb. 26-27—Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 
La. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Focest Hotel, Myr- 
tle Beach, S. C. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, st. Paul, Minn. 

* * 


Dealer Auto Shows 


Nov. 26-Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory Buffalo, N. Y. 
Nov. 30- Dec. 4—Sioux City Auto Show, 
Municipal Auditorjum, Sioux City, la. 
Dec. I-li—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 
Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 
Jan, 7-15—San Francisco Auto Show, Civic 

Auditorium, San Francisco, Calif. 
Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, O. 
Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan, 7-15 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 13-22—Seattie Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28—Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Des Moines Auto Show, Vet- 
erans Memorial Auditorium, Des Moines, 


la. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 

Jan. 25-29—San Diego Auto Show, Elec- 
tric Bldg., Balboa Park, San Diego, 
Calif. 

Jan. 28-Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y, 

Jan. 28-Feb. 5— Quad-City Autorama, 
Rock Island, III. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-l11—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-11—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

April — Lewiston Auto Show, 

Armory, Lewiston, Me. 
* Ea * 


Lewiston 


General 


Nov. 24-28—Boston Auto Show, Common- 
wealth Armory, Boston, Mass. 

Nov. 27-30 — Annual Meeting, American 
Institute of Chemical Engineers, Statler 
Hotel, Detroit, Mich. 

Nov. 28-Dec. I—Air Conditioning & Re- 
frigeration Exposition, Atlantic City Au- 
ditorium, Atlantic City, N. J. 

Dec. 4-5 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City Mex, 

Jan. 9-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 

Jan, t1-l4—American Road Builders Assns. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 


(See CALENDAR, Page 44, Col. 3) 


30 Years Ago... 


The Big Stories 


Without exception, new-car dealers report that their sales are good, 
in some instances being record breakers, and all are of the opinion 
that the ensuing months will be bigger months yet from a sales stand- 
point. 

All records for production of cars and trucks were broken during 
October, according to figures made public by the Federal Bureau of 








Of the 


Letterbox 


‘A Better Shake ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


No Choice 


The high and mighty auto man-| 
ufacturers have only themselves to 
blame for the increased interest | 
being taken in their business affairs 
by Congress and the State legisla- 
tures. 

Not that we dealers are ardent) 
admirers of more government inter- | 
vention. Heaven knows there was a) 
time when we had our fill of OPA) 
paperwork, Regulation W, etc. | 

But the pressure practices of the| 
factories have put us in such a| 
position that there is no choice but | 
for the responsible government) 
agencies to take a closer look and| 
maybe take corrective steps. 

The meek dealers may not “in- 
herit the earth,” but they deserve 
a much better shake than they’re | 
being allowed right now. — WEsT 


Vircinia DEALER. 
* * * 


Auto Safety Critic 


So the new 1956 models are here, 
with enraptured announcers hailing 
each as wonderful, glamorous, non- 
pareil and super duper in every 
way. 

Discounting the plethora of ad- 
jectives, the main difference from 
1955 models seems to be a fantastic 
development of tail fins worthy of 
the daffiest hot rod ever devised. 


Automotive Cartoon 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


The $64,000 question—What to do when your 
royal product becomes the booby 
prize on a giveaway show? 





Census. Production of cars in October in the U. S. and Canada totaled 
more than 452,000 as against 260,881 in the same month of 1924. The 
government’s figures are compiled on the basis of reports received 
from 71 firms making cars, 126 making trucks and 17 making cars 


and trucks. 


Nash Motors Co. established a new alltime record for the number 
of car shipments for the first 10 months of 1925, according to E. H. 
McCarty, director of sales. A total of 76,959 cars were shipped, eclips- 
ing by 35 percent the shipments for the full 12 months of 1924. 

Hudson Motor Car Co. last week turned out car No. 256,000 for 
1925. This is twice the number of cars produced in 1924. 


‘ 





—From the files of Automotive News. 
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Going farther back, the essential 
difference of the 1956 model from 
the original automobile of 1887 igs 
chromium. 


The engine is still in front for 
no better reason than that the 
horse was there in the prede- 
cessor vehicle and the upside | 
down chimney goes on boosting ~ 
the smog output. 4 
“Safety” is getting a great play in 
announcements of the ’56 mode 
But “safety” is hardly the word for 
such devices as countersunk stee 
ing wheels, passenger belts, foamb 
rubber padding! Devices like these 
are based on the premise that the 
automobile accident is going to hap- 
pen. 
Countersunk steering wheels may 
even give the driver’s body moré 
space to go through and gather 
momentum before the steering post 
gets to mangle him. 2 
Belts may be anything but a help 
in collisions at high speed. A hos= 
tess should be required to insist om 
passengers fastening belts. The o 
assurance that any automobile ac 
dent will not result in serious in= 
jury or death is to PREVENT th 
accident. 4 
With the automobile killing or” 
injuring two million Americans 3— 
year, the problem isn’t going to- 
be solved by such palliatives as 
are offered in the 1956 models. — 
Nor by the multiplication of” 
horsepower. ; 
Traffic congestion is another mé 
jor problem that the industry isn 
solving with the 1956 models. T 
1955 behemoths that wouldn’t fit 
our garages and that caused miles 
long traffic jams on our stree 
were bad enough, but ’56 cars a 
bigger. 3 
So hurry up, American public, dig 
down and pay up for that $101 b 
lion highway expansion program, 
and it’s lucky for you the auto in 
dustry isn’t building furniture of 
you would have to rebuild yo 
homes because every year chai 
and sofas and beds would be madé@ 
larger. ; 
To prevent accidents and min 
mize congestion, driver-in-front, en 
gine-in-rear smaller cars are ind 
cated. Take a look at the driver-i 
front bus for ready-made clues. 
ArtHur W. Srevens, President, A 
tomobile Safety Assn. 
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</ = |A good reliable 


SOUrCEe 


FOR AUTOMOTIVE EQUIPMENT 


Finn four wheel brakes to the latest development in 


power braking, Bendix Products Division has demon- 


strated its unique ability not only to keep pace but 


actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 


BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 


| 


' 
iricennerenteneenemeni 


BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES ¢ POWER STEERING « POWER BRAKING ¢ CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX °*°°°C"s SOUTH BEND morana 


AVIATION CORPORATION 


Export Sales: Sendix international Division, 205 East 42nd Street, New York 17, N. Y. 





14 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


A Kick for the Kiddies 
OKO” and “Moko,” two pet 
donkeys, were offered as prizes 
by Jim White Chevrolet, Kokomo, 
Ind. Children, accompanied by par- 
ents, registered at White’s show- 
room and a drawing was held to 
determine the winners. 
+ * * 


The Don Allen Story 


ON ALLEN CHEVROLET has 

published a booklet which said 
that one out of every hundred 
Chevrolets on the road bears the 
chrome insignia, “By Don Allen,” 
and that every 6% minutes of every 
day Allen sells another car. 

Said the foreword in the booklet 
which carried photos and details 
about the various Don Allen dealer- 
ships: 

“From retail salesman to the 
world’s largest Chevrolet dealer 
sums up the truly American suc- 
cess story of Don Allen’s more 


solve today’s 4 toughest lube problems . 


ALEMITE 
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than 25 years in the automobile 
business. 

“None of the dealerships Don 
Allen purchased were ‘plums.’ In 
every case he pulled a faltering 
business out of the doldrums to 
change its rating from ‘problem’ to 
‘quality.’ 

“Don Allen is an alert, imagina- 
tive businessman, with genuine con- 
cern for the welfare of his more 
than 600 employes. His liberal bene- 
fits and incentives have earned him 
loyalty at all levels and a reputa- 
tion for the best paid salesmen and 
management in the field.” 

* * * 


*‘Car-a-Year Plan’ 

ALPH-Pontiac Inc., Rochester, 
a. N. Y., has reopened its ‘car-a- 
year plan,’ but is limiting it to 300 
customers this year. 

For $599 down and $15.95 a 
week, the plan gives customers a 
new Pontiac every year and in- 











with the new 


REG. U. S. PAT. OFF. 


SUPER-H PUMP 


handle MORE lube jobs—"2 faster 
even with tough, long-lasting greases... 
BECAUSE ONLY ALEMITE 
offers you a pump designed 
specifically for these problems 


1. Tough Lubricants. Easy to pump—because 
Super-H has tremendous reserve power (70-to-l 


ratio)— gives INSTANT action at the control valve! 


2. Cold Weather. In and out traffic with big doors 
open means cold, slow-moving grease. But Super-H 
means no waiting — aLways fast delivery! 


3. Long Pipe Lines. Long lines from basement or 
store room usually restrict delivery. Super-H has 


high speed, short stroke to push lube through long- 


est lines! 


4. Pressure Drop. A 15-second delay at the fitting 
waiting for pressure to build up is costly —it adds 






a 


“‘Removall” Follower Plate 
Saves up to 25% of Lubricant! 


Flexible rubber plate fits semi-open 
drum—removes all the grease, right 
down to the bottom! No mess, no 
channeling, no air pockets. 


up when other lube jobs are waiting. 
Super-H gives you 6,000 to 7,000 lbs. 
right now — NO TIME Lac! 
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cludes oil changes, grease jobs, 
1,000-mile inspections, tire and bat- 
tery service and adjustments and 
repairs. 


Stroke of 12 


OR their “12 years of success” 

VanCampen Motors, Inc. 

(Dodge - Plymouth), Williamsport, 
Pa., played on the “12” idea. 

It advertised “12 Years, 12 New 
Cars—to celebrate our 12 years of 
success, we have for the first 12 
buyers in November a real ‘birth- 
day deal’.” 

In the same ad it offered: “Used- 
car buyers, too—You won’t have to 
buy new to share our success, for 
our used-car sales have made suc- 
cess possible. The first 12 buyers 
name own deal. We'll say yes to 
anything short of stealing.” 


ak * * 

No Blindfolds at Turner’s 
OPPED by a picture of a blind- 
folded man and woman, an ad 

placed by Harold Turner Ford, 

Pontiac, Mich., announced, “You 


* * 


can’t buy a car blindfolded at Har- | 


old Turner’s. You get the facts and 
save money, too.” 


Turner also offered to send a 























Write Alemite, Dept. C-115, 
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REGUS 


SEND FOR NEW CATALOG TODAY! 


Parkway, Chicago 14, IMinois, for new catalog. 


ALEMITE 





Dual Exhausts Available 


On 1956 Plymouths 


DETROIT.— Plymouth an- 
nounced last week that dual ex- 
hausts are now available as a 
factory installed option. Previ- 
ously they were available only as 
a part of the full power package. 
Factory retail price of the ex- 
hausts is $18.40. 

Plymouth engineers say the 
dual exhausts provide improved 
fuel economy and extra “zip,” 
particularly at touring speeds, by 
reducing back pressure. 





courtesy car to bring prospective 
buyers to his showroom. 
* * * 
99 Cents Buys a Car 
“PUY a car—99 cents,” adver- 
tised Burkhart’s Bargainville, 
used-car lot of Burkhart Motors 


| Conn. 

The ad listed a 1940 Chevrolet 
|four-door for 99 cents. Other bar- 
gains included a 1947 Chevrolet 
| Fleetline four-door for $69.99 and a 








1850 Diversey 







Pat. OFF. 


1850 Diversey Parkway, Chicago 14, Illinois 


Inc. (Dodge-Plymouth), Waterbury, | 


1952 International half-ton panel 
truck for $599.99. 
“We sold 10 cars the first day,” 
said Pat Murphy, of Burkhart’s. 
* * * 


2-Year Warranties 


KY Pontiac Inc., Cincinnati, is 

offering two-year warranties to 
purchasers of 1956 Pontiacs. The 
firm also gives one-year warranties 
with used cars. 

Also in effect at Sky is a two- 
for-one deal in which persons who 
bought '55 Pontiacs can exchange 
them for '56s before May 1, 1956, 
by paying only the State sales tax. 

* * * 


It?s Hunting Season 


oo hunting season in Idaho 
found the sales staff at Stod- 
dard Ford Sales, Idaho Falls, 
garbed in red shirts and hunting 
caps. 

A full-page newspaper ad_ in- 
formed the citizenry that while 
others were out hunting deer, the 
Stoddard sales staff was hunting 
car and truck deals. 


Dodge Producing 
New Police Car 
With 230 H.P. 


DETROIT.— Described as one of 
the most powerful special police 
cars in automotive history, a 230- 
|horsepower “Pursuit” has _ been 
| placed in production by Dodge. 

To meet police requirements for 
pickup, speed, and durability, the 
cars are equipped with the Super 
|Red Ram V-8 engine that recently 
powered the 1956 Dodge through 
307 AAA speed and endurance rec- 
ords. 

At Bonneville Salt Flats, Utah, 
the performance needed for police 
work was demonstrated in a “fly- 
ing mile” clocked at 114.05 miles 
per hour, a 14-day endurance run 
that averaged 105.43 m.p.h. for 
10,000 miles and 92.86 m.p.h. for 
| 31,224 continuous miles — including 
| refueling stops. 

Four body styles cf the police 
model are offered: Two-door and 
four-door, plus two-door Suburban 
and four-door Sierra station wag- 
}ons. Station wagons can be used as 
|combination police cars and am- 








| bulances. 
The cars are equipped with spe- 
|cial map lights, variable speed 


|electric windshield wipers, heavy- 
duty springs and shock absorbers, 
| special chassis for maximum 
| strength and vinyl interior trim. 
| They are built with standard trans- 
mission or overdrive. 


Studebaker Group 
‘Reelects Cash 


| LOS ANGELES. — Walt Cash, 
| Culver City, Calif., has been elected 
to a second term as president of 
| the Studebaker Metropolitan Deal- 
|ers Assn. 

Other new.officers are Bob Won- 
dries, Alhambra, vice-president, and 
|Les Wood, South Gate, secretary- 
| treasurer. 
Cash also ‘is a trustee of the 
|newly formed Los Angeles Stude- 
baker Dealers Advertising Assn., 
which is mapping a dealer-spon- 
sored 1956 advertising campaign. 
Lathrop G. Hoffman, Los Angeles, 
is president of the advertising 
group. 


Sullivan iad. 
DeSoto U.C. Sales 


DETROIT. — William F. Sullivan 
has been appointed national used- 
|} car manager for DeSoto. 
| Sullivan started in the automo- 
| bile business in 1935 as a dealership 
}used-car manager and later on 
|}assumed the general managership 
of a large automobile dealership. 





| Jenior to Head Dealers 


Of Portage County, O. 


| RAVENNA, O.— Lamar Jenior 
(Ford) has been elected president 
|of the Portage County Automobile 
| Dealers Assn. for the coming year. 
| Other officers are Roy Stump 
| (Chrysler-Plymouth), Kent, O., 
vice-president; Pat Carlozzi (Olds- 
mobile-Cadillac), Kent, O., director; 
John L. Horning (Dodge-Plym- 
outh), Kent, O., director, and Clyde 
R. Platt, executive secretary. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


| 


Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * + 

Dear Ed: 
Ho” can you sell a prospect 

on the merits of your product 
when he limits you to just five 
minutes of his time and then in- 
sists on talking only price? 

I had this hot potato tossed 
at me the other day. 

A fellow stuck 
his head in the 
door of our deal- 
ership and half- 
shouted across 
the showroom to 
me, “How much 
will you give me 
for the ’51 two- 
door green job I 
got out here on 
thatred-and 
white sedan you 
got there? I 


Bert Simons 


haven’t got much time because 
I’m on my way to work.” 
* * * 


ELL,” I said, “come on in 
for a minute, and I'll figure 
out a deal for you.” 

“No,” he replied, “I don’t 
want to get involved in a long- 
drawn-out sales talk. I’ve got to 
be at work in 30 minutes, and I 
wanted to have an idea of how 
much difference I'd have to pay 
so I could think about it during 
the day and then maybe come 
back with the wife tonight and 
talk business.” 

I said, “Okay, give me five min- 
utes, and I promise you you'll be 
on your way.” 

He came inside, and we intro- 
duced ourselves. 
* * a. 

SAID to him, “If you will an- 

swer two simple questions for 

me, I have an idea that will work 
out to your advantage.” 

“Okay,” he said, still racing on 
all eight cylinders, “shoot.” 

So I asked him, “No. 1, where 
do you work, and No. 2, what 
do you do?” 

His answers satisfied me. He 
was a route salesman for a well- 
known wholesale house in town. 

“Mr. Thomas,” I then said, “you 
are in a hurry and you can’t do 
justice to yourself that way, so I 
propose to send you off to work 
right now but NOT in your '51 
car. Here are the keys to my 
demonstrator. It’s not red-and- 
white, but it’s the same model 
you are asking about. 

* * t 


AKE this car,” I continued, 
“and use it on your territory 


2 of 3 Prefer 
Two-T ones, 


Keating Says 






DETROIT. — Two-tone bodies 
were chosen by two-thirds of the 
buyers of 1955 model Chevrolets, 
according to T. H. Keating, general 


manager. 


That, he said, represents a new 
peak for a trend that has registered 
new highs each year since the war. 
Last year about 50 percent of Chev- 
rolet buyers ordered two-tone cars. | 

The two-out-of-three proportion 
of two-tone cars covers the com- 
plete line. In some models the per- 
centage was even greater, Keating 
said. For example, nine out of every 
10 sport models carried dual color 
schemes. Seven of every 10 station 


wagons were in two-tones. 


Keating reported green and blue 
were the dominant colors in 1955, 
with turquoise rising in popularity. | 
Some resurgence of black was evi- 
dent, however. Beige and red or 
ivory and turquoise, were the most 
al- 
though one out of 10 were black. 

In the large closed ear group, 
which includes all but sport models 
and station wagons, the most fre- 
quent two -tone was beige and green. 
ivory and blue, 
and ivory and turquoise followed 


popular of convertible colors, 


Two-tone greens, 


closely. 











all day. Then take it home, show 
it to your wife, have your sup- 
per, and after you've eaten, you 
and your wife drive over to- 
gether. 

“By that time, you will be well 





Chevrolet Counts 


50,000 Retail Orders 


DETROIT. — Retail orders for 
more than 50,000 cars were writ- 
ten by Chevrolet dealers during 
the week-end introduction of new 
models, T. H. Keating, general 
manager, said. 

The figure is based on a report 
of managers of 42 wholesale 
zones. It does not include actual 
deliveries of cars to customers, 
which got away to one of the 
fastest starts in years, Keating 
said. 

















acquainted with the model you 
anticipate buying and I will have 
had enough time to get your car 
appraised and have a real deal 
for you. Then you can sit down 
with me in my office, relax and 
study the deal. 

“I don’t lend my car out like 
this all the time,” I told him, 
“but I think in your case, know- 
ing the company you work for 
and what I see in you, we both 
can benefit by it.” 

Well, he took me up on this, 
and it finally led to closing the 
deal. 

The guy was sincere in wanting 
information about trading and 
really was a busy man. The way 
we handled him pleased him to 
the point where he was reason- 
able. 

The rest was easy. 

Bert Simons 





'A Disgrace’ 
Doctor Blasts Industry 


Seat Design 


PASEDENA. — Dr. C. Hunter 
Shelden, a local neuro-surgeon, writ- 
ing in the Journal of the American 
Medical Assn., has declared that 
present methods of auto seat con- 
struction are “a disgrace to the 
combined engineering staffs of the 
automobile industry.” 

He contended that seats are de- 
signed for comfort and not for safe- 
ty. 

The doctor warned that the only 
cure for the “head and neck injury 
epidemic”— which causes nearly 70 
percent of all auto crash deaths—is 
prevention through safer automo- 
bile construction. 

The severe head injury is fatal, 
said Dr. Shelden, for once the brain 





| can be no recovery. 

| The doctor proposed that a small | 
;elevated portion of the seat be 
| placed directly behind the head— | 

not high enough to support the head 

| while driving, but high enough to} 
| give support if the neck is suddenly 

| extended. 


is injured a certain degree, there} 





Ford Wins Ad Award— 


Charles Beachman, Ford northeast re- 
gional sales manager, accepts Radio Ad- 





| vertising Bureau award of merit presented 
to Ford for the general excellence of its 
| radio commercials. The presentation was 
| made by John S. Hayes, president, WTOP, 
| Washington, and RAB finance committee 
| chairman, at the luncheon portion of the 
RAB's National Radio Advertising Clinic in 
New York. 


Saturday circulation set an Cnn 
record, too, reaching 612,297, up 24, 
640 over October, 1954. 


Figures like these show why the Daily News 
is Chicago's growing newspaper . . . growing 


in every way ... in circulation, in community 
stature, in selling power for advertisers. 


CHICAGO DAILY NEWS 


Chicago's GROWING Newspaper ... 





Chicago's HOME Newspaper 
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parts distributor, has been named a|law, San Francisco tire distribu- 


Auto Personnel 





Robert C. Houser has been elected 
treasurer of H. K. Porter Co., Inc. 
Recco J. DiFonso has been named 
assistant treasurer and Edward R. 
Moran, assistant secretary. 

* * + 


Forst, Bockhurst Named 


John J. Forst and R. E. Bock- 
horst have been named Roll Bond 
sales representatives by the metals 
division of Olin Mathieson Chemi- 
cal Corp. Forst will be in Detroit, 
Bockhorst in Dayton, O. 


* * * 


Canadian Nash Names 


DeSadeleer at Plant 


A. L. DeSadeleer has been ap- 
pointed general plant manager of 
Nash Motors of Canada, Ltd. 

The new position which De- 
Sadeleer fills is a result of an 
increased manufacturing program 
and plant expansion in Toronto, 
Purdy said. Prior to his appoint- 
ment, DeSadeleer was engaged in 
special assignment duties for the 
Overseas vice-president of Ford 
of Canada. 


* * * 


Mercury Picks Geithman 


Appointment of Leon B. Geith- 
man to the newly established posi- 
tion of assistant to the general 
manager has been announced by 
F. C. Reith, Mercury general man- 
ager. Geithman will direct the 
activities of the organization and 
methods department and the man- 
agement data coordinator and will 
handle special assignments and 
studies. He also becomes secretary 
of the management committee of 
the division. 

* * * 


Cummins Appoints Ster 


Cummins Engine Co., Inc., Colum- 
bus, Ind., has appointed Peter Ster 
jr. as direct factory liaison man in 
Ontario, Quebec, New Brunswick, 
Nova Scotia, Newfoundland and 
Labrador. Ster’s headquarters will 
be in Toronto. He joined Cummins 
in 1951. 


* * * 


Westinghouse Names 2 


G. H. Lester has been appointed 
manager of market studies for the 
headquarters market research de- 
partment of Westinghouse Electric 
Corp. At the same time, it was 
announced that L. R. Emmert has 
been named manager of sales plan- 
ning for the apparatus division. 

* + + 


GM Appoints Brunstad 


Appointment of William A. Brun- 
stad as a member of the labor re- 
lations section of General Motors 
Corp. personnel staff has been an- 
nounced. Brunstad, who has been 
director of industrial relations for 
the Fabricast division of GM. Bed- 
ford, Ind., first joined GM in 1946. 

* 


DeSoto Names Miller 


To Midwest Sales Post 


DeSoto has appointed Irvine L. 
Miller administrative assistant to 
C. S. Jenkins, midwest zone mana- 
ger. 

Miller joined DeSoto in 1949 as 
district manager in Salt Lake City 
and has been business management 
manager in the San Francisco re- 
gion since last March. 


* * * 


Sherman in New Post 


T. Coolidge Sherman has been 
named Washington representative 
of Allegheny Ludlum Steel Corp., 
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Pittsburgh, to replace Harold N. 
Arbuthnot who died Oct. 14. Sher- 
man joined Ludlum Steel Co., 
Watervliet, N. Y., in 1916. When it 
merged with Allegheny Steel Co. 
in 1938, he continued with the new 
organization. | ' 

* 


Madison Names VanEpps 

Appointment of John N. VanEpps 
as manufacturing vice-president of 
Madison Mfg. Co., Muskegon, Mich., 
and Madison Industries, Inc., Big 
Rapids, Mich., has been announced. 
VanEpps formerly was manager of 
contract sales for Universal Wind- 
ing Co. ‘ 

ea * 


Hertz Picks Larson 


Paul L. Larson has been ap- 
pointed assistant general manager 
of Hertz Rent A Car System, Chi- 


cago. 
* + 


Toft Named ‘General’ 


Victor Toft, executive vice-presi- 


“general” in the annual member- 
ship drive of the Omaha Chamber 
of Commerce. 

* 


+ + 

Hazzard Takes Over Sales 
Of Prairie States Oil 

Carter W. Hazzard has been 
elected sales vice-president of 
Prairie States Oil & Grease Co., 
Danville, Ill. 

Hazzard formerly had been as- 
sociated with Stewart-Warner Corp. 


+ * * 
Warner Electric Appoints 


Whitson and Timmcke 


Reginald Whitson has been ap- 
pointed west coast regional man- 
ager for Warner Electric Brake & 
Clutch Co. 

Wesley E. Timmcke has been 
named southern regional manager. 

* * * 


Monarch Names Roach 


Monarch Rubber Co. has an- 
nounced that Donald L. Roach has 
been appointed as western states 
district manager for solid industrial 
tires. Roach formerly was associ- 
ated with E. I. duPont de Nemours 


dent of Sidles Inc., Omaha, auto|& Co. and with Perry and White- 


tors. 
* o * 


Peerless Picks Young 


Robert P. Young has been named 
manager of the New York district 
office of Peerless pump division, 
Food Machinery and Chemical 
Corp. He succeeds F. W. McCann, 
who has resigned. Young joined 
Peerless in 1948. 

* * * 


Dodge Names Lasquie 


Hal H. Lasquie has been appointed 
service manager of Dodge’s Los 
Angeles region. 

* + * 


Finney Transferred 


Glenn Finney has been trans- 
ferred from St. Louis to Dallas and 
appointed zone manager for Stude- 
baker, it has been announced in 
Dallas. 


* * * 


4 Join Pollution Study 


Four oil-industry scientists have 
been appointed to join the Log An- 
geles Air Pollution Control District, 
the California Department of Pub- 
lic Health and the U. S. Public 


Health Service in analyzing and/to J. 





pollution. They are Gerald Fisher, 
General Petroleum Corp.; Dr. Law- 
rence Richards, Richfield; Charles 
A, Jones, Shell Oil Co., and Joseph 
R. Scanlin. 


* * * 


GMAC Shifts Burgess 


General Motors Acceptance Corp. 
has named R, Cooper Burgess man- 
ager of the Fort Worth office. It 
has, the firm said, been expanded 
to control branch status. J. B. 
Cooper, former Fort Worth man- 
ager, has been shifted to Longview, 
Tex., to replace Burgess, GMAC 
said. 

* * + 


Goodyear Shifts Landers 


James H. Landers, staff repre- 
sentative at Goodyear Aircraft 
Corp., Akron, has been assigned to 
the company’s Detroit sales office. 

7 * oa 


Wells and Miller Get 


Mack Truck Promotions 


Leonard A. Wells has been named 
administrative assistant to P. O. 
Peterson, president, Mack Motor 
Truck Corp. Henry J. Miller has 
been appointed executive assistant 
M. Steffee, director of pur- 


evaluating potential sources of air! chases. 





Already—a spectacular success: 


the safest tire 
new safety age Us = 


Now=—two great new safety exclusives bring 
you a wholly new quality of tire protection... 


the safest tire ever built! 


Now you are safer from tire risks at whatever 
speed you drive your car, whatever object 
strikes your tire. For the exclusive “Safety 
Crown” ends the danger of blowouts and cuts 


in the tread area. 


Now you are safer froni tire risks on whatever 
road you ride, in whatever season you travel. 
For exclusive “Working Safety Tread” gives 
you positive skid prevention unknown before. 

Beyond this safety are many other benefits. 
The luxurious comfort of a smoother, more 
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EXCLUSIVE ““WORKING-SAFETY TREAD” STOPS 1 TO 10 CAR-LENGTHS QUICKER! 
Look at this tread design, entirely different from any other tire you've 
ever known. When you touch your brakes, seven basic tread ribs open 
into thousands of gripping surfaces for positive skid prevention. This 
working safety device gives you a tremendous extra margin of stop- 
ping power—1 to 3 car-lengths on dry pavement, 5 to 10 car-lengths 
on wet pavement! 


ee ee ns erm ane eR ata ee 


buoyant ride. The increased security of cooler 
running at today’s higher speeds. A full line of 
colors and stylings to match and enhance the 


modern look of your car. 


Here too is superlative economy —tread mile- 
age that lasts you, in all probability, longer 
than you keep your car—plus body construc- 
tion so advanced it all but eliminates the possi- 


bility of premature tire failure. 


Why wait.. 


. why put off your personal Safety 


Age? For this exceptional tubeless tire safety, 
comfort, styling and value—for your new car or 
the car you now own—see your U.S. Royal 


Dealer or new car dealer soon! 
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BOLD NEW BEAUTY CURB-GUARDED FOR LIFE! 


Choose your U.S. Royal Masters from a 
complete range of colors and styles. New 
Coloramic Styling in black and white, blue 
and white, bronze and white, or green and 
white—or the future-fashioned Star Streak 
Styling pictured at right — at no difference 
in price. All are protected from sidewall 
scuff damage by U. S. Royal’s patented 
Curb Guard Rib! 
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9 Western States 


OK Reciprocal 
Truck Licensing 


DENVER. — After five years of 
negotiations, officials of nine west- 
ern states have approved a pact for 
reciprocal licensing of truck fleets. 


Under the agreement, a trucker 
will declare in his home state the 
number of vehicles he has in inter- 
state operation and the miles tra- 
veled in each state. His registra- 
tion then will be prorated on the 


basis of a formula set up in the|’ 


pact. 

Member truckers no longer need 
display multiple license plates on 
their vehicles. They will carry one 
state tag and a tab denoting mem- 
bership in the pact. 


The accord becomes effective 
Jan. 1. Signers were California, 
Colorado, New Mexico, Nevada, 


Oregon, Washington, Idaho, Mon- 
tana and Kansas. Arizona, Wyom- 
ing and Utah are expected to join 
in the agreement. 
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TV Show Heralds White Motors Opening— 


The grand opening of Monte White Motors, Inc. (DeSoto-Plymouth), and the intro- 
duction of the 1956 DeSotos were simultaneous events in Omaha. The introduction 


Highways & Safety ee 
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Fact Sheet Issued 
For S-D Day Guide 


A Safe-Driving Day fact sheet 
has been issued to point up the 
major figures on the national traf- 
fic accident situation. The fact 
sheet also serves as a guide for 
those who may wish to work up 
figures on their local areas. 


The sheet gives 36,000 deaths in- 


traffic in 1954 and 1,250,000 persons 
injured with a total of 560 billion 
miles or a death rate of 6.4 per 100 
million miles. 

Of the fatalities, 15,800 hap- 
pened in the daytime and 20,200 
at night. The deaths were divided 
by areas: City, 9,000, and rural, 
27,000. 

Of the urban fatalities, 5,700 were 


resulted in Omaha's first color television show, telecast over KMTV direct from the killed at night and 3,300 during the 


White showroom. Songstress Annie Malone participated in the 45-minute variety show. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


day; the rural deaths were divided 
12,500 during the daytime and 14,500 
at night. 

In the urban areas, 72 percent of 
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the fatalities were pedestrians, 25 
percent were occupants of a motor 
vehicle and 3 percent were bike 
riders, etc. 

* * x 


Truckers Offer 
o 
Tips for Safer 
e e eo 
Driving at Night 
“The night-traffic death rate is 
approximately three times the day- 
time rate,” according to L. D. Ra- 
hilly, president of the Mich. Truck- 
ing Assn. which chose “Night Driv- 
ing” as the theme of its October 
courtesy and safety program. 

Here are some rules recom- 
mrended by Rahilly for safe night 
driving: 

1. Check lights each time before 
driving at night. Replace burned- 
out bulbs or units immediately. Be 
sure lights are clean. 


2. Keep windshield clean, inside 
and out. 


3. Dusk is the most dangerous 
time of day. Turn on lights early. 
Don’t use high headlight beams in 
an attempt to get more light on the 
road at dusk. It causes unnecessary 
glare. 

4. Dim lights when within 500 
feet of approaching traffic. 

5. Dim lights when following 
other vehicles. ; 

6. If oncoming headlights glare, 
use the right-hand edge of the 
pavement as a guide. 

7. Slow down after dark. 

8. Don’t drive at night if tired. 

” x *” 


‘Cat-Eye’ Spots 
Speeding Trucks 
In Turnpike Test 


The Pennsylvania Motor Truck 
Assn. last week demonstrated an 
infrared device, used in U. S. Navy 
signal operations, as a night-vision 
instrument to curb the speed of 
trucks. 

The after dark demonstration 
was given for state officials, legis- 
lators and others interested in safe- 
ty on the Pennsylvania Turnpike. 

The infrared instrument was 
made by Lewyt Mfg. Corp., Brook- 
lyn, N. Y. It is called a Telescopic 
Cat-Eye because its user can see 
anything at night that is illumi- 
nated by an invisible infrared light. 
It operates with a sensitive infra- 
red receiving tube and a built-in 
coated lens that increases the range 
of vision. 

A section of the road was flooded 
with infrared light, while the cat- 
eye was focused on approaching 
trucks. Drivers on the east bound 
lanes were unaware they were being 
observed because infrared light is 
invisible to the naked eye. Using 
the cat-eye spotters saw through 
darkness to read _ identification 
numbers of trucks. Truck speeds 
were turned over to owners of the 
vehicles. 


Lavery Heads Ditsler 


P. E. Lavery has been appointed 
general manager, Ditzler automo- 
tive finishes, Canadian Pittsburgh 
Industries, Ltd. Windsor, Ont. 
Lavery joined Canadian Pittsburgh 
in Montreal in 1945 and three years 
ago became sales manager of Ditz- 
ler. 
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ADVERTISED IN 


LIFE 


draw 2,000 potential buyers in 10 days! 





Jacksonville, Florida dealer sees long-range benefits, too! 


An elaborate and effective Advertised-in-LIFE tie-in promotion was staged this 
year by William Catlin & Sons (Studebaker) in Jacksonville, Fla. 


The results were’ extraordinarily good according to Marshall Catlin, vice president 
in charge of sales and partner in the dealership: 


“T estimate that the LIFE promotion drew somewhere around 2,000 extra 
people into our showroom. For a period of ten days we had an excellent 
flow of traffic. 


“Sales figures for the ten days previous to the promotion were compared 
with figures for the promotion period and showed that sales were up 
more than $10,000. We actually delivered 14 new cars, took bona fide 
orders for 8 additional units. 


“Best of all, a majority of the cars sold during the promotion were in the 
higher-priced bracket.” 


MORE NEW CAR BUYERS READ LIFE THAN ANY 
























Standing room only! Here is part of the 
huge opening-night crowd that jammed the 
Catlin showroom during the Advertised-in- 
LIFE promotion to see the new Studebaker 
Speedsters. Tie-in newspaper and TV ad- 
vertising plus an elaborate motorcade fea- 
turing a LIFE cover girl and five beautiful 
local models added to the festivities. 


LIFE was everywhere! Inside and out, colorful LIFE display 
materials added excitement. Included were actual Studebaker ads 
from LIFE, LIFE covers, banners and streamers. A photography 
contest offering prizes for the best pictures of the LIFE cover girl 
was another feature of the promotion. 


Everybody got into the act! Studebaker 
wasn’t the only LIFE-promoted product! 
Other impressive displays featured such LIFE- a nae 
advertised items as Quaker State Motor Oil, Suess att LIFE LiFEILIFETLIF , 

Shell X-100 Motor Oil, Goodrich Tires, Fire- — 
stone Tires, Dupli-Color, Auto-Lite, Spark 
Plugs, Veedol and Borg-Warner Automatic 
Transmissions. 


io 
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This 3-way sales combination will sell 
more cars for you! 


If you really want to move cars, feature these three in 
your advertising and showroom displays: (1) the name 
of your dealership, (2) the make of car you sell, (3) 
material showing that your car and after-market prod- 
ucts are advertised in LIFE. 


Individually, each is a strong selling force. Promoted 
together, they can build extra sales for you! 





OTHER WEEKLY MAGAZINE 


LIFE, 9 Rockefeller Plaza 
New York 20, N. Y. 
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AUTOMOTIVE WASHINGTON 


Probers Hear Blast 
At GM Parts Policy 


By William Ullman 
Washington Correspondent 
aos Senate study of GM’s rise to supremacy among the 
industrial giants of the world turned in the second week 
of hearings to one of the corporation’s smallest units—the 
replacement part. 

But small though a part may be, the a 
market today exceeds $2 bil-@————_____ 
lion annually at the wholesale 
level, and the senators have 
received complaints of discrimina- | know, said Burns, 
tion. | whether cease- 

Before two witnesses testified on | and-desist orders 
the subject, Joseph W. Burns, chief | issued by the Fed- 
counsel for the Senate Antitrust | eral Trade Com- 
subcommittee, explained that “com- | mission in past 
plaints have been made that coer- | years had been 
cion is exerted in various ways by | effective in stop- 
General Motors upon its dealers, | ping coercive and 
restricting their right to purchase | discriminatory 
parts and accessories from inde- | practices. 


| pendent sources.’ 
The subcommit- 
tee wanted to 


William Uliman 





MORE VICKERS. VANE 


combined are seen 


Thetere | cede 


To help answer that question, the 
| Senate group called on Donald P. 
| MacDonald, an investigating attor- 
| ney in FTC’s Chicago office for 20 
years. 

MacDonald made his first in- 
vestigation of GM’s “alleged 
| forced sale of parts and acces- 
sories” back in 1934, and he 
played a role in all subsequent 
inquiries involving the practices 
of various auto makers. 

He told the O’Mahoney subcom- 
mittee that before FTC issued a 
cease-and-desist order to GM in 
1941, the corporation “coerced and 
compelled its dealers to purchase 
parts from it and prohibited pur- 
chases from outside sources.” 

* * * 


Cancellation Threats 


eae said testimony in- 
dicated that dealers sometimes 


i| were threatened with cancellation 


of their franchises unless they ac- 
cepted parts which they hadn’t 
ordered. 








Tr 


“In some cases,” he added, “those 
franchises were in fact cancelled.” 

FTC found, MacDonald explained, 
that GM’s plan prevented a dealer 
from making purchases from job- 
bers or other manufacturers and 
eliminated from their shelves all 


KE PUMPS than all 
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parts and accessories not sold and 
distributed by GM. 


The 1941 cease-and-desist order, 
said MacDonald, directed GM to 
stop forcing dealers, through “in- 
timidation or coercion,” to buy 
parts only from the parent com- 
pany. GM reported back, he said, 
that it had notified its employes 
of the provisions of the order 
and had directed them to com- 
ply with it. 


Nevertheless, MacDonald said, 
complaints have been received 
“from time to time” alleging that 
GM was violating the order, and a 
fullscale investigation has been 
conducted to determine whether the 
allegations are true. 

The results of this inquiry are 
being reviewed by the assistant 
general counsel in charge of com- 
pliance, who will report to the com- 
mission on the findings, MacDonald 
said. 

Several other FTC investigations 


of the practices of GM divisions | 





Kiwanis Elects Maricle 


BUFFALO.— Charles H. Maricle, 
Lincoln sales manager for Kirch- 
meyer Motors, Inc. (Lincoln-Mer- 
cury), has been elected president of 
the Kiwanis Club of Buffalo. 
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and subsidiaries are also under 
way, MacDonald asserted. He 
wouldn’t comment on them because 
“they are not a matter of public 


record.” 
. * + 


MEWA Opens Fire 


LTHOUGH MacDonald would 

not elaborate on the complaints 
received by FTC, the second parts 
witness spelled out his charges in 
no uncertain terms. 
| James W. Cassedy, attorney for 
the Motor & Equipment Wholesal- 
ers Assn., alleged that GM had 
continued to “intimidate and coerce 
its car dealers to deal exclusively 
in automotive replacement parts 
purchased from General Motors.” 

Moreover, Cassedy emphasized, 
there now seems to be “a wide- 
spread belief” that exclusive deal- 
ing by GM dealers “is the orthodox 
rule and that any deviation there- 
from is rank heresy.” 

Through a new pricing and 
distribution plan which went into 
effect at the beginning of 1954, 
Cassedy charged that GM “has 
effectively removed all of its 
19,000 car dealers as_ potential 
customers of the independent 
wholesalers of automotive prod- 
ucts in the replacement market.” 
GM accomplished this, Cassedy 
went on, by putting its car dealers 
into the wholesale replacement- 
parts business “under conditions 
whereby the car dealers cannot 
afford to buy replacement parts 
from anyone but the General Mo- 
tors car divisions.” 

He complained also that GM ad- 
vertising implied that any replace- 
ment parts which failed to carry 
the GM “Genuine Parts” label were 
“inferior, spurious or ‘gyp’ parts.” 

He told the subcommittee that 
the parts distributed by independ- 
ent parts makers through inde- 
pendent wholesalers were identical 
with the replacement parts dis- 
tributed by GM under its “Genuine 
Parts” label. 





* x 


Price Complaint Aired 


ANY of our members say,” 

testified Cassedy, “that this 
practice deceives the consuming 
public and wrongfully deprives the 
independent automotive wholesaler 
of a substantial amount of busi- 
ness.” 

Then he made still another 
charge. He said some of his mem- 
bers believed that GM was buying 
auto replacement parts “under the 
guise of original equipment” at 
lower prices than those charged the 
independent wholesalers for iden- 
tical parts. It is believed that GM 
then turns around and sells these 
parts in the replacement market, 
he said. 

“We are not informed as to the 
accuracy of this belief,” Cassedy 
admitted, but he said the charge 
is supported by the report that 
GM car dealers were selling many 
parts for less than an independ- 
ent wholesaler could buy them. 

Cassedy then called attention to 
possible weaknesses in the anti- 

(See WASHINGTON, Page 44, Col. 3) 





Hudson Grants 
Franchises to 


24 New Dealers 


DETROIT. Hudson has ap- 
pointed 24 new dealers, according 
to N. K. VanDerzee, sales vice- 
president. Named were: 

Beard Motor Co., Peoria, IIl.; 
Beeler Motor Co., Breckenridge, 
Minn.; Mesack Motors, Harvard, 
Ill.; The Main Garage, Antioch, 
Ill.; Layne Auto Sales, Pekin, IIL; 
J & B Motor Co., Westmont, III; 
Hunt’s Service Garage, Decatur, 
Ind.; W. A. Knaak Motor Co., She- 
boygan, Wis. 

Thorp & Wysong Motors, Brook- 
ville, O.; Dayne O’Kelley Motors, 
Houston, Tex.; Park View, Inc., 
Orleans, Vt.; Summ’s Auto Sales, 
Antigo, Wis.; Ryan & Sanford Mo- 
tor Co., Toms River, N. J.; Roy A. 





Hankey & Son, Gettysburg, Pa.; 
Krone Motor Co., Oklahoma City, 
Okla.; Kalmback Motor Sales, To- 
ledo; Cole Hudson, Inc., Depew, 
N. Y. 

Paver Hudson, Warrenville, II; 
Joseph Goodman, Inc., New Bed- 
ford, Mass.; J. D. Voyles Motors, 
Bay City, Tex.; Gathings Motor 
Co., Inc., Charlotte, N..C.; Bill & 
Dick’s Hudson Motors, Kingsport, 
Tenn.; Long Motor Sales, Garden 
Grove, Calif.; and Davidson Motor 
Co., Englewood, Colo. 
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Telltale Lights Stir Design Debate . . . 





Dashboards Sporting New Look 


By John T. Benedict 
Engineering Editor 


| fering opinions on the two funda- 
| : : 
mental questions of what informa- 


A QUIET revolution is under way) tion is needed by the driver—and 


in dashboard instrument and 
gauge design. Harbingers of the 
new look in instrument panels are 
the “moving line” speedometer prin- | 
ciple introduced two years ago by) 
one maker, and a number of inno- 
vations appearing on many 1956 
models. 
The sweeping changes now occur- 
ring in the instrument styling and 








design field have evoked widely dif- 
a ® 


by John T. Benedict 


SAW the “golden chariot” the 

other night. It was parked in 
front of the Rackham Building dur- 
ing an SAE meeting. This chariot, 
however, had no Biblical or Roman 
connotation and could be identified 
more prosaicly as one of the dis- 
plays for David Reynolds’ talk on 
“Aluminum in Automobiles.” 

This GMC experimental bus 
Model 4104 featured permanent 
gold anodized aluminum sheet for 
exterior siding. Further accentu- 
ation of the “golden chariot” motif 
was contributed by gold-tone alu- 
minum for such parts as bumpers, 
cast mirror and _ running-light 
covers. 

Other aluminum of a more con- 
ventional hue was used for the win- 
dow-sash, trim items and latch bars 
—plus “modesty panel” (I was 
afraid to ask what this is), interior 
baggage rack frames, structural 
members and baggage compart- 


ments. 
- * 7” 


Aluminum Roof Overlay 


Reported Gaining Acceptance 


HOSE “brushed aluminum” roofs 

you've heard about on some spe- 
cial Cadillacs and GM Motorama 
models really aren’t solid alumi- 
num. They’re made by overlaying 
an aluminum panel on the standard 
steel top. 

This point was clarified in a re- 
cent discussion of “Aluminum for 
Decorative Applique” by R. Carter 
Dye, executive assistant, Aluminum 
division, Olin Mathieson Chemical 





In relating his experience with 
aluminum roof overlays while 
employed by the Reynolds Metals 
Co., Dye noted that low overall 
height of the modern automobile 
makes the roof “a new place for 
decorative treatment.” 

In producing the aluminum roof 
applique, the first step was to stamp 
the sheet aluminum panels with the 

(Continued on Page 27, Col. 1) 
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how best to display the various 
“messages” for his attention. 
Principal objectives in what ad- 
mittedly is largely a styling revo- 
lution are improved appearance, 
a “different-looking” panel and 
simplicity which assures the 
driver of noting and understand- 
ing the necessary information 
with the least possible distraction 
to his concentration on the road 
ahead. 

As so often happens nowadays, 
the stylist is a dominant influence 
providing the primary impetus that 
forces a change from existing ideas. 
Styling considerations are the chief 
factors in the initial determination 
of how a new dashboard will look 
and where instruments will be 
located. 

Although they can, and occasion- 
ally do, originate new ideas, the in- 
strument makers basically must fol- 


is ordered.” 
* * 
As A result of styling demands 
for fresh-looking instruments, 
radical changes have been made in 
the appearance at the “receiving” 
end of gauges whose “sending” 
mechanisms in most instances con- 
tinue to operate in accord with 
long-established principles. 
Many essential differences exist 
in the great variety of new devel- 






[pBtRorr. — The Carboloy de- 

partment of General Electric 
here has announced that the experi- 
mental cemented oxide tool mate- 
rial it displayed at the Chicago 
Machine Tool Builders Show will 
be available on a limited basis by 
Jan. 1, 1956. 


The. new material, Carboloy 
said, was developed specifically 
as a cutting tool material and 
for wear applications. It was not 
developed, it was said, for insula- 
tion or general usage as have 
many of the ceramics which have 
been tested as cutting tool mate- 
rials. 


According to Carboloy, initial spot 
tests of the new cemented oxide 
material—so called to distinguish 
it from typical ceramics—indicated 
that the material may be used with 
good success for metal finishing 
operations at topspeed ranges of 
current machines in use. 

* * * 
ys performance, Carboloy said, 
however, is better at speeds of 
1,000 surface feet per minute and 
over. 

Although no coolant is required, 
the material may be used with 
coolants if heat deformation of the 
work is a factor, Carboloy said. 
The tool material does not heat up 
and is generally cool to the touch 
following a machining operation, 
Carboloy said. Most of the heat, it 
was said, is transferred to the chip 
and some to the work. 


Wear resistance of the new 
material is such, Carboloy said, 
that on some tests it indicated a 
tool life of considerably more 
than 25 to 1 over carbides em- 
ployed. For finishing cuts, the 
material is expected to reduce 
cutting time drastically—taking 
up where carbides leave off at 


Ceramic Tools a Reality 


Durability of Up to 25-1 Over Carbide Cutters 
Claimed for Cemented Oxides 


opments now emerging from ex- 
perimental status throughout the 
industry. At the same time, a 
number of basic similarities also 
are apparent in the thinking be- 
hind many of these new designs. 

There is sufficient evidence at 
hand in 1956 production and from 
what can be gleaned concerning ’57 





low the car manufacturers’ dictates | 
and figure out how to “deliver what | 


AC Instrument Trend— 


Three design concepts are represented 
in the instruments above. Martin Caserio, 
left, automotive products chief engineer, 
AC Spark Plug, holds the Oldsmobile in- 
strument cluster — an example of the 
pointer-type speed indicator. Henry Stverzl, 
center, and Ralph Helgeby, staff en- 
gineers, point to the line-type speed indi- 
cators of Buick and Pontiac instruments 
respectively. 





super high speed machining 
ranges. 

So far as known now, tool tips 
of cemented oxide can be wet 
ground successfully with 220-grit 
diamond wheels. Use of finer dia- 
mond wheels is possible, but longer 
grinding time is required. 

* * * 
evens. attempts were made in 
the past by Carboloy to develop 
material of the ceramic family spe- 
(Continued on Page 22, Col. 5) 


plans to permit certain generaliza- 
tions—as well as unmistakable rec- 
ognition of signs that several defi- 
nite trends now are taking shape. 
* * * 

— distinct facets of poten- 

tially far-reaching significance 
are discernible in the new instru- 
ment design trends. These are re- 
lated to so-called “flag-type” indi- 
cators (replacing pointers), func- 
tional use of color and a growing 
preference for the horizontal ‘speed- 
line” method of showing a speed- 
ometer reading. 

Conventional instruments are get- 
ting “new faces” as flag-type indi- 
cators with functional color replace 
pointers and dials in several 1956 
lines—with even more widespread 
usage scheduled in 1957. 

Vast changes also are taking 
place in speedometer design, bring- 
ing totally different “receiver” oper- 
ating mechanisms behind the new 
outward appearance. 

Although industry designers re- 
veal many dissenting opinions, the 
new look in speedometers evi- 
dently is to be the “moving line” 
unit—with speed indication given 
by movement of a colored hori- 
zontal band across a narrow slot 
aperture. 

An interesting innovation that 
may presage a counter-trend fol- 
lowing another direction of devel- 
opment, however, is the return of 
the cup-type speedometer in .-mod- 
ern guise. This instrument displays 
a magnified figure on the rim of a 
disc which rotates behind a small 
window. It is used on some ’56 Stu- 
debaker models—and public reac- 
tion is certain to be watched with 
interest by other manufacturers. 

~ * * 


Hot Debate Conducted 


On Lights Vs. Gauges 


LARGER issue which tran- 

scends even the “new face” 
trend in instruments, however, is 
the question of signal lights versus 
gauges. Despite vigorous opposition 
in many quarters, dashboard warn- 
ing lights (commonly called “tell- 
tales”) have replaced gauges for 
such functions as oil pressure, gen- 
erator operation and water tem- 
perature on a number of cars dur- 
ing the past several years. 


Plastic Housings— 


The five reinforced plastic housings for 
the motors of a vertical automatic lathe 
weigh about 37 pounds compared to 300 
for cast-iron housings and 120 pounds for 
aluminum. The technique was developed 
by Gisholt Machine Co., Madison, Wis. 

i. ees, - 


Plastic Housings 
Save 20-40 Pct., 


Supplier Claims 


MADISON, Wis. — Machine-tool 
housings made of reinforced plastic 
and produced with plastic tooling 
save between 20 and 40 percent in 
| costs, estimates Gisholt Machine 
'Co. The housings also cut repair 
and maintenance costs, the com- 
pany says. 

The process is simple and re- 
duces costs by eliminating time- 
consuming operations that require 
highly skilled operators, it is 
claimed. 

Less machining time, labor and 
cost are required for the reinforced 
plastic housing, it is said, because 
it comes from the mold with a fin- 
ished surface ready to be trimmed 
and sent to storage. 

The molds are cast from Tool- 
plastik epoxy compounded by Rezo- 
lin Inc., Los Angeles, from Bakelite 
epoxy resins. The resins are sup- 
plied by Bakelite Co., a division of 
Union Carbide & Carbon Corp. 

The molds also can be used as 
tools to position the housing for 
routing and trimming operations, 
thus saving the cost of tools and 
fixtures needed to machine a fin- 





In the face of what appears to be 
(Continued on Page 28, Col. 1) 


ished metal housing. 


Foundry Gets Air Conditioning 


How do you keep a foundry 
worker comfortable when the 
outside temperature is crowding 100 
degrees, and he spends the day near 
a ladle filled with molten metal? 

Kelsey-Hayes Wheel Co. has an 
answer—‘“spot” air conditioning. 

Twenty-two evaporative type 
coolers mounted on the roof of 
the building discharge cool air 
through outlets located above 
areas where working conditions 
are the worst. Now, as the men 
work with metal in various states 
from molten to merely red-hot, 
they are continually “bathed” in a 
stream of refreshingly cool air. 

Those who are accustomed to 
thinking in terms of modern air- 
conditioned offices and working 
quarters may regard this as an 
obvious solution to the problem. 
However, it should be remembered 
that the very nature of foundry 
operations previously has discour- 
aged large-scale attempts at provid- 
ing relief from heat. 

It generally has been taken for 
granted that the men would just 
have to “take it” as best they could 
—and a high rate of absenteeism 


during summer heat waves was re- 
garded as unavoidable. You might 
say that the foundry conditions 
were assumed to be incompatible 
with air conditioning concepts. 
It’s true that most foundries 
still may defy economic applica- 
tion of conventional “space” air 
conditioning principles. The nor- 
mal air conditioning approach has 





Roof-Mounted Coolers— 


Evaporative cooling equipment is in- 
stalled on the roof of the foundry. Note- 
worthy points are the large filtering area 
and three-sided openings on the evapora- 
tor housing. 


little chance of succeeding in a 
plant where blasts of heat radiate 
from dozens of individual metal 
melting, pouring and hot forming 
operations. 

Furthermore, the foundry seldom 
is sealed off from other plant ac- 
tivities, and outside doors frequent- 
ly stand open for shipping, receiv- 
ing and other plant functions. 

* * * 


Aim Is to Cool Men— 


Not Entire Building 


yas seemingly insurmountable 
obstacles did not dissuade Rob- 
ert Reid, of Square Deal Refrigera- 
tion Inc. He realized that the real 
job was to “cool the men... not the 
building.” Despite widespread 
skepticism that even this much 
could be accomplished for a reason- 
able cost figure, he retained firm 
faith in the practicality of the idea. 
To Reid, the “spot cooling” ap- 
proach offered a chance for bene- 
fits to the workers — with im- 
proved conditions paying off in 
morale, productivity and de- 
creased absenteeism. With the 
(Continued on Page 22, Col. 3) 
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Kelsey-Hayes Pioneers . . 


backing of Kelsey-Hayes execu- 

tives, approval was granted for a 
cooler installation in one of the 
foundry’s most difficult working 
areas. 

Since this was to be a pioneering 
effort in foundry practice, it was 
impossible to present layout draw- 
ings or operating data based on 
actual air conditioning operation 
for a Utility evaporative system in 
any similar installation. To prove 
the merit of the proposed equip- 
ment, Reid suggested that the 
foundry staff select one of the most 
difficult operations for a trial in- 
stallation. . ' 

He wanted to show that the cool- 
Air-Cooled Pouring Line— ers could be of benefit to the men 

This general view of a pouring line in the Kelsey-Hayes foundry shows a workman | who had the poorest working con- 
pouring molten metal from a ladle into molds for brake drums. Cool, filtered air ditions — where high temperatures 
blankets the entire area as the man moves the length of the line with his conveyorized | and acrid air were at their worst. 
ladle. As a further gesture in “backing 
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‘Spot’ Air Cooling 
Brought to Foundry 


(Continued from Page 21) 


up” his confidence in the potential 
benefit of the equipment, Reid 
offered to make the installation and 
take it out if it did not work out as 
planned. . 

The “go-ahead” was obtained on 
this basis, and work was begun 
on an installation for Sand Line 
No. 3. 

Steel platforms were mounted 
as supports for three Utility 
evaporative coolers on the roof 
directly above the area to be 
cooled. Suitable ductwork was 
installed to carry the fresh air 
down into the foundry to a point 
where it could be discharged 
above the workmen. 

The original equipment has work- 
ed out so successfully that there 
now are 22 Utility evaporator units 
on the roof of the foundry. The 
rooftop location avoids interference 








When you want the best technical assistance 


“on your team,” use Bonderite under 
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Parker technical 
representatives average 
12 years on the job. 


The Parker technical represent- 
ative who lives in and covers 
your area has a solid back- 
ground of experience—an aver- 
age of 12 years on the job! 


PAR KE 


BONDERITE 
corrosion resistant 
paint 





@ Many people tell us this is one of 
the most important things we have 
to sell, even though it doesn’t cost 
our customers a red cent. 

It’s the knowledge and experience 
our organization has built since the 
introduction in 1929 of Bonderite, 
the first corrosion resistant paint 
base. It’s the competence and practi- 
cal understanding of our technical 
representatives. It’s the cooperative 


Want these 


RUST PROOF COMPANY 
2164 E, MILWAUKEE, DETROIT 11, MICHIGAN 


PARCO LUBRITE 
wear resistant for friction 
surfaces 


BONDERITE and BONDERLUBE PARCO COMPOUND TROPICAL 


aids in cold forming rust resistant 
of metals 


heavy duty maintenance 
paints since 1883 


the paint 


attitude of our Customer Service 
people. It’s the initiative and ability 
of our Research staff. 

When you use Bonderite on your 
product, all these people go on your 
team to see that you get best results 
with greatest economy. 


good men on your 


side? Write Parker today! 


*Bonderite, Bonderlube, Parco, Parco Lubrite, 
Parker Pre-Namel—Reg. U.S. Pat. Off. 








with plant operations. Ductwork is 
suspended overhead where it does 
not impede the normal operation of 
foundry equipment. 

* + * 


Heat Is Removed 


By Evaporating Water 


Se of Utility cooler is 
as follows: Within a sheet steel 
housing is mounted a blower capa- 
ble of delivering 13,000 cubic feet of 
air a minute. Additional compo- 
nents include a _ two-horsepower 
electric motor, variable-pitch pulley, 
water pump, float-type valve, flow- 
meter, filter pads and racks. 


Three sides of the steel housing 
are vent louvered, while the 
fourth side contains the opening 
for the sheet metal duct which 
carries cool air down into the 
foundry. Outside air is drawn in 
through the louvers and Aspen 
wood filter, which is wetted by an 
even-flow water distribution 
trough. 


The evaporation process occurs 
as the blower fan pulls warm out- 
side air over the water-saturated 
filter pads. The water evaporates 
and lowers the temperature of the 
air with which it is in contact— 
thus providing a steady supply of 
cooled air which is forced down 
through the ducts and diffusing 
registers onto the various working 
positions in the foundry below. 


As an illustration of a calculation 
for air temperature reduction: The 
evaporator cooler is rated as 80 per- 

(Continued on Page 23, Col. 1) 


Ceramic Tools 
Due on Market 
After Jan. 1 


(Continued from Page 21) 


cifically for cutting tools. The new 
material, under development since 
1951, was the first composition to 
emerge from this program with 
properties to warrant appraisal. It 
is stronger, and appears to resist 
chipping better than typical ceram- 
ics, Carboloy said. 

In addition to use as cutting 
tool materials, the properties sug- 
gest applications where high tem- 
perature strength coupled with 
low density, resistance to oxida- 
tion at elevated temperatures, 
and combined abrasion and cor- 
rosion resistance are required, 
said Carboloy. 

In one spot test, Carboloy engi- 
neers said, cemented oxide was 
used in a turning operation to clean 
off the outside diameter of the 
wheel on the shaft end of a gas 
turbine. The material was 4340 steel 
hardened to 260 Brinell. The car- 





ro og (AMM Bits paar ars 


Longer Lasting— 


Picture shows wear on the cemented 
oxide tool (right) after making 2% cuts, 
compared to wear obtained on a carbide 
tool after making only 2 cut on the same 
job. In some tests, wear life of cemented 
oxide has proved to be as high as 25 
to 1. 

<a yon 
bide used on the operation is nor- 
mally run at a speed of 250 sfpm. 


For the cemented oxide material, 
machine speed was increased to 
300 sfpm. Using the same depth of 
cut and feed used with the carbide 
(0.060 and 0.010) the cemented ox- 
ide material showed hardly any 
wear after making the 3 1/16-inch 
cut on the 16-inch diameter wheel. 
The same thing happened when the 
depth of the cut was made at 0.125- 
inch at 485 sfpm with the feed of 
0.010-inch. Tool life of the carbide 
would have been shortened consid- 
erably at the accelerated machine 
speed. 

Other tests show that improve- 
ments are to be expected, Carboloy 
said, as the new cemented oxide 
tool material comes into wider 
usage. 
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Kelsey-Hayes Pioneers .. . 


Fi oundry Gets Air Conditioning 


(Continued from Page 22) 


cent efficient. The efficiency is de- 
termined on the basis of degrees 
difference between dry and wet- 
bulb temperatures. 

For example, when outside tem- 
perature is 90 degrees Fahrenheit, 
and wet-bulb temperature measures 
67 degrees, the difference is 23 de- 
grees. Since 80 percent of 23 de- 
grees is 18.4 degrees, this represents 
the cooling effect obtainable from 
the evaporative equipment. Sub- 
tracting 18.4 from 90 gives 71.6 de- 
grees as the temperature of air 
blown down to the working posi- 
tions. 

Visualize a man dressed in 
heavy protective apron to shield 
him from spattered molten metal. 
Picture him in goggles and face 
mask as his gloved hands grasp 
the handles of a semiautomatic 
ladle from which pours a stream 
of molten metal at a temperature 
of 2,600 degrees. 

Then imagine a_ swift-moving 
stream of cool, fresh air pouring 
down and surrounding the work- 
man. In effect, the cool air current 
forms a curtain which shields the 
man from radiant heat of the fiery 


metal. 
+ : * 


Heat, Humidity, Dust 


Are Major Problems 


— certainly is far different 
from the general impression re- 
tained by most people in their recol- 
lections of typical foundry opera- 
tions. The most-remembered scenes 
usually are those of sweating men, 
stripped to the waist while they 
pour molten metal or knock red-hot 
castings from core boxes. In the 
past, most foundries have been no- 


torious for extreme heat, dust and 


dead air. 

It is true that modern ma- 
chinery and plant engineering 
practices have substantially elim- 
inated-much of the danger from 
present-day foundry practices. 
However, the heat and poor 
working conditions (particularly 
during summer months) still are 
to be contended with. 

Fans of various sizes and types 
commonly are installed in an effort 
to step up air circulation and cope 
with the problem of virtually un- 
bearable heat at certain working 
stations. Dust collectors also play 
an important part in attempts to 
keep the dust problem under con- 
trol. 

Reid says, “For some unknown 
reason, evaporative cooling in the 
Great Lakes area has been re- 
garded unfavorably by many air 
conditioning experts and plant en- 
gineers. It has been considered 
suitable only for applications in lo- 
cations having relatively high tem- 
perature with low humidity—such 
as the southwestern region of the 
country.” 

This is one of the most wide- 
spread fallacies in the air condi- 
tioning field, according to Reid. He 
attributes this misconception to “in- 
adequate installations based on dry- 
climate practice, local beliefs about 
humidity conditions and lack of 
information on proper installations 
for the true prevailing conditions 
of the area to be cooled.” 

Contrary to general belief about 
the performance limitations of 
evaporative cooling methods in 
high-humidity locations, Reid re- 
ports that many successful instal- 
lations have been made in laun- 
dries, dry-cleaning plants, open 
kitchens and ballrooms in the 
metropolitan Detroit area. 

As a matter of fact, Reid says 
that his confidence in applicability 
of the Utility cooling equipment to 
foundry problems was based on ex- 
tensive experience in such diversi- 
fied lines of business as laundries, 
with high humidity—and kitchens 


Marshall Named Distributor 


and ballrooms with high ventilation 
loads. 

Investigation of the proposed 
Kelsey-Hayes foundry installation 
quickly showed that it combined all 
three of the severest air condition- 
ing requirements. To be satisfac- 
tory, the cooling system must be 
capable of operating under high- 
humidity conditions while providing 





Machines Turn Out 
Blocks Automatically 


LONDON. — More than 400 
drilling, tapping, milling and 
reaming operations are performed 
by mechanized transfer machines 
at the Morris Motors factory in 
producing a finished cylinder 
block every 3% minutes. 

All but 20 of 100 major proc- 
esses are performed by three 
electronically controlled machines 
as they turn out blocks at twice 
the rate of single-purpose ma- 
chines still in use at the plant. 








tor of its new design. 





TAILOR-MADE FOR BEARINGS—To be 
sure of getting steel to meet our exacting re- 
quirements we make our own. This piercing 
mill turns out high quality seamless tubes for 








THE NUMBER LM67010 ON THIS BEAR- 
ING CUP coupled with LM67048 on the cone 
tells you it’s a certain size tapered roller bear- 
ing commonly used on front wheels. But with 
the trade-mark “TIMKEN” also stamped on 
the bearing, the number tells you a great deal 
more — about the quality that’s built into the 
bearing and the service that goes with it... 
tells you the bearing was made by the origina- 


a high ventilation load capacity and 
relief from extremely high tem- 


peratures. 
* * ad 


‘Spot? Cooling Selected 


Instead of ‘Area’ Method 


ee in the analysis, it was 
agreed that any attempt to cool 
the entire foundry area would be 
impractical. Instead, the goal was 
to drop a continuously moving 
“curtain” or stream of cool, filtered 
air directly on each man. Fresh air 
was to be distributed to working 
positions (spot cooling) through 
ducts with outlets on sand lines, 
pouring lines and centrifugal cast- 
ing tables. 

A design criterion was estab- 
lished for capacity to provide 
cool air in sufficient volume to 
drive heat away from the work- 
ing positions and produce tur- 
bulence that would pick dust up 
and carry it out, through the 
foundry roof vents. 

From a management standpoint 





SO ACCURATE that gage blocks stick to the plate. 
within 0.00007 inch, this 36” x 60” surface plate is one of the 
scientific devices used in our tool inspection laboratory to keep 
our gages accurate—the indispensable must for super-quality 
Timken tapered roller bearings. 


a primary reason for considering 
the air conditioning installation 
was a desire to see what could be 
done to improve traditionally poor 
working conditions in the foundry 
and reduce man-hours lost during 
hot summer months. 


The story on how succesful this 
effort has been shows up in com- 
pany records for the recent torrid 
summer. Despite unusually high 
temperatures outside, no man-hours 
were lost due to excessive heat in 
the foundry in those areas where 
the cooling system installation had 
been completed at the beginning of 
the summer. 


Operating costs are said to be 
very reasonable. Principal oper- 
ating expense items pointed out 
by Reid are merely the cost of 
operating a two-horsepower elec- 
tric motor, plus cost of 13 gallons 
of water per hour (per unit). 


Now that the evaporative cooler 
has proved itself under severe con- 
ditions of foundry operation, the 
way would seem to be open for 
many hitherto untried industrial 
applications. Some that come to 
mind readily are areas adjacent to 
heat-treat ovens, hot-forming ma- 
chines, engine test rooms and as- 
sembly lines. 


Cool Operator— 

This 
while pouring hot molten metal. Fresh air 
discharged from the overhead registers 


man remains comfortably cool 


flows down in a continuous stream to 
shield him from the ladle. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





What else does the 


number tell you? 
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CONSTANT IMPROVEMENT —resulting from never-ending 
research and development. This machine studies the effects of 
vibration on bearings. It’s part of our program to make bearin 
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bearing cones and cups. It uses the special 
“elongator” process, developed by the Tim- 
ken Company, to give closer size tolerances 
than conventional mills. 


last even longer. So when you specify a bearing number, specify 
“Timken” too. And for full value always use a Timken bearing 
cone with a Timken bearing cup. The Timken Roller Bearing 
Company, Canton 6, Ohio. 


For Goddard & Goddard 


NEW YORK. — New distributor 
of Goddard & Goddard cutters in 
New York City, Eastern New York, 
Northern New Jersey and North- 
eastern Pennsylvania is G. L. Mar- 
shall Co. 

The firm succeeds C. D. Proctor 
Co., which had represented God- 
dard & Goddard for 30 years. Proc- 
tor is reducing its lines. 


TIMKEN is number 1 for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF. 


NOT JUST A BALL © NOT JUST A ROLLER (> THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL b AND THRUST -(9— LOADS OR ANY COMBINATION HE 
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ITS HERE!..THE BIG C 


THE NEW I9S56 HUDSON HOF 


at 





Sizzling getaway — zero to sixty in only a fifth of 
a minute — that’s the Hornet’s great, new V-8 engine! 
Far advanced in short-stroke, low-friction, overhead- 
valve design, proved in millions of miles of rugged 
testing, it has plenty of “lift,” real eagerness to go! 


Dla SE 


. ras, re 








Hudson dealers have blazing new V-8 power, 


sleek new V-Line styling, luxurious new high- 


fashion interiors in great new line! 


Here you see the mighty Hornet V-8 with 
even more power and performance for °56 
than it ever had through all the years it held 
the National Performance Championship. 


Here you see the great performer all 
dressed up with distinguished, new, high- 
fashion V-Line styling inside and out that 
stamps it at once as the year’s car of distinction. 


ett 


Hudson dealers have this new Hornet V-8, 
and will soon have an all-new Rambler, both 
abundantly supplied with powerful selling fea- 
tures—sales features other cars do not have. 
For more information about the great things 
ahead in Hudson, contact N. K. VanDerzee, 
Vice President, Hudson Motors Division, 
American Motors Corp., Detroit 32 —or the 
nearest Hudson Zone Office. 


‘4 *s Hudson Hornets « Wasps « Ramblers ¢ Metropolitans 


* —— Built the Better Way—the American Way— Products of American Motors 











R WITH BIG CHANGES 


WITH THE GREAT NEW V-8 
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Tune in “Disneyland” — ABC-TV Network 


HUDSON 
HORNET 
VS 


...and coming on December 15, the All-American 
Here’s standout new styling with 17 exciting, new 


interiors color-matched with 21 new two- and 9 
three-tone exterior finishes. And the new V-Line r 
styling is refreshingly different. 
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Steel Piston Ring Designed 
To Reduce Oil Burning 


A steel oil ring for use in newer 
engines is said to reduce oil burning. 
Vacuum in cylinders during deceleration 
in high compression engines may cause 
oil to flow past the inside diameter 
edges of the oil ring side rails and up 
into the combustion chamber. 

The CS-50U ring has a side sealing 
action achieved by the forming of a crown 
or curve in the spring Which forces both 
side rails against the edges of the ring 
groove, at the same time leaving all pis- 
ton oil holes open for oil flow. Sealed 


Power Corp., Muskegon, Mich. 
* + * 


Hydraulic Pumps, Controls 


A 56-page catalog, No. S5001A, de- 
scribes the complete Vickers line of hy- 
drauvlic pumps, controls and accessories 
for general industrial applications. Engi- 
neering, application and design informa- 
tion is provided. Vickers Inc., 1400 Oak- 
man Bivd., Detroit 32, Mich. 


* * *® 





Pilot-Operated Check Valve 


Designed for */s-Inch Piping 


Model 4CG-03 pilot-operated check 
valve for use with %-inch piping in indus- 
trial oil hydraulic systems extends the 
range of Vickers’ line of gasket-mounted 
units. 

The 8-gpm capacity valve is recom- 
mended for use in systems having operat- 
ing pressures up to 2,000 psi. It is 
available with either 30, 75 or 150 psi 
cracking pressure. Mounting subplates are 
also available. Vickers, Inc., 1400 Oak- 
man Bivd., Detroit 22, Mich. 

a * 





Fire Trucks for In-Plant Use 
Available in 6 Basic Models 


A complete line of in-plant fire. trucks, 
especially adapted to the need of plant 
fire brigades, has been designed and man- 
ufactured by St. Clair Industries, Detroit, 
for exclusive distribution by Ansul Chemi- 
cal Co., Marinette, Wis. 

Employing a Kalamazoo chassis, the 
trucks ‘are available in six basic models. 
They are offered on either a_ three- 
wheeled, 42-inch wide chassis, suitable 
for in-plant use, or a four-wheeled, 48- 
inch wide chassis with more road clear- 
ance and a larger engine for indoor- 
outdoor use, it is claimed. 

ae 


Diesel Starting System 


For Low Temperatures 


A new hydraulic starting system for 
diesel engines consists of a hydraulic mo- 
tor, accumulator, engine-driven pum p, 
reservoir and a manual pump. No outside 
energy source is required. After the ac- 
cumulator is loaded and sealed, the en- 











the manual pump permits emergency re- 
charging. 


The so-called Hydrostarter was devel- | 


oped for operation in remote installations 
where cold weather and long periods of 
equipment inactivity may be detrimental 
to conventional electrical starting units. 
Allison Division, General Motors Corp., 
Indianapolis 6, Ind. 


Ram Truck Series Features 
80,000-Pound Capacity 


Ram trucks, with capacities from 20,000 
to 80,000 pounds, have been introduced. 
Known as the Elpar R-series, they are said 
to provide the ultimate in heavy-duty coil 
handling equipment. 

Features of the line are said to include 
dual power: plants with separate drive 
motors and reduction units for each pair 
of drive wheels, dual lift cylinders elimi- 
nating lift chains, power operated hydrau- 
lic brakes in drive wheels, power steering, 
dead-man control, and caster steering 
axles. Elwell-Parker Electric Co., 4205 St. 
Clair Ave., Cleveland 3, O. 


Permacel Introduces 
2 Heat-Curing Tapes 


Two new polyester electrical heat-curing 
tapes have been developed. These tapes, 
one yellow and the other clear, are self 
sticking when uncured. 


The tapes are cured by subjecting them 
to heat which firms the adhesive, increases 
the holding power and gives the tapes 
solvent resistance. Permacel Tape Corp., 
Highway 25, New Brunswick, N. J. 





Hydraulic Press Custom Built 


To Customer Specifications 


Constructed of steel, except for the four 
guide bearings on the moving platen 
which are a high grade bearing bronze, 
this 14-inch stroke hydraulic press uses a 
pressurized stroke so there is never a lag 
of power, it is claimed. 

The hydraulic unit is said to be com- 
pletely self-contained and is of differential 
circuit type with high and low pressure 
pumps. These presses are being built in a 
variety of platen sizes and strokes to suit 
customer specifications from 25 to 100 
tons. Paul Machine Tool & Die Works, 


gine-driven pump maintains pressure and | 4600 S. Kedzie Ave., Chicago 32, Ill. 














Engineering and Production 
New Products 


processed to colloidal size and dispersed | 





Oscillating Torque Motor 
Obtains 280-Degree Rotation 


A square shaped, instant oscillating 
torque motor, said to be capable of ob- 
taining up to 280-degree rotation without 
linkage or gearing, has been developed 
by Roto-Mation Motors. 

Called the Rotomation Motor, it operates 
with equal efficiency on air, oil, water or 
fire-resistant fluid pressure mediums, it is 
claimed. Mounting of the motor can be 
made on any six faces of 14 mounting 
models. Four shaft style models are also 
available. Roto-Mation Motors, Inc., 525 
S. Riverside, St. Clair, Mich. 


* * * 


Conveying Equipment 


A 16-page catalog shows the entire 
Rapistan line of conveying equipment. 
Included is the Flow Rack, a conveyorized 
storage rack introduced in 1954. Specifi- 
cations and general data on each item 
and actual applications are included in 
the free brochure. Rapids-Standard Co., 
Inc., Dept. GC-54, 342 Rapistan Bidg., 
Grand Rapids 2, Mich. 

* ¢ ¢ 


Indicator Designed for Use 


With Oils, Acids, Solvents 


The Revere F-8685 indicator, weighing 
0.% ounces, is designed for control or in- 
dication of levels of various liquids, in- 
cluding solvents, oils, acids and other 
chemicals. It is 3.31 inches long (less 
leads) by 1.22 inches maximum diameter. 

The hermetically sealed, single pole 
single throw switch, rated at 10-watt load 
at 115 volts a.c., 0.5 amp resistive or in- 
ductive load at 28 volts d.c. (L/R—O.026), 
is said to have a 100,000-cycle minimum 
life, and is actuated by permanent mag- 
nets imbedded in the free float. Eighteen 
gauge nylon-jacketed leads extend through 
the threaded mount. Revere Corp. of 
America, 1000 N. Colony Rd., Wallingford 
5, Conn. 


Bulletin Tells Uses 
Of Colloidal Graphite 


A revised six-page illustrated bulletin, 
No. 435, entitled “Colloidal Graphite 
for Surface Coatings and impregnation,” 
has recently been published. 

The bulletin describes how electric- 
furnace graphite of high purity, when 


| asbestos 














in a suitable carrier, is used as a surface 
coating for mechanical devices. 

Also listed are uses in which colloidal 
graphite is valuable as an impregnating 
medium for various materials including 
porous minerals, cloth, felt, 
and paper. 
Co. division, Acheson 
Port Huron, /Aich. 

* 


Industries, Inc., 


* * 


Booklet Shows Lockbolts 


A booklet on Townsend Commercial 
Lockbolts shows a variety of applications. 
Order information and pneumatic pull 
gun data are 


New Brighton, Pa. 
-—- 2 


Texlite Sheaves 
A new line of lightweight Texlite 
sheaves for fractional horsepower 


and light duty industrial drives has 
been announced by Allis-Chalmers 


Mfg. Co., Milwaukee. The line in-| 


cludes single-groove sheaves in both 
bushed and bored-to-size construc- 
tion with “A” section grooving or 
combination “A-B” grooving. 


2 * * 





Dust-Collecting Unit 
Recirculates Filtered Air 


Filtration through its six “throw-away” 
filters is one of several features of the 
after-filtering mechanism designed for this 
Torit model 219 FM-A cyclone-type dust 
collector. 

Used to collect dust, lint, chips, powders 
and fumes in industrial plants, the unit 
recirculates filtered air back into the 
room, preventing heat loss during cold 
weather, it is claimed. Its 5 h.p., 3,450 
r.p.m. motor is said to pull 2,100 cubic 
feet of air per minute through the eight- 
inch inlet at a static pressure of 3 inches 
(water) and an air speed of more than a 
mile a minute. Torit Mfg. Co., 287 Wal- 


nut St., St. Paul 2, Minn. 
- 


National-Standard Wire 
Has Mirror-Like Finish 


National-Standard has developed a 
stainless steel wire said to have a finish 
that eliminates subsequent polishing when 
used in many end-products. 

Used in auto radio antenna tips, the 
wire can be drawn from .030 to .090 of 
an inch; has a maximum tensile strength 
of 250,000 pounds per square inch, and is 
rounder in shape than diamond-drawn 
wire, it is claimed. National-Standard Co., 
1939 Ward Rd., Niles, Mich. 


* - * 


Booklet Tells of Zinc 


“How Zinc Controls Corrision,” a free 
32-page illustrated booklet has been 
published by the American Zinc Institute, 
60 E. Forty-Second St., New York 17, 
N. Y. 

6.0 8 


Universal Joint Brochure 


A brochure, discussing the advantages 
of Almetal universal joints and drive 
shafts, is offered without charge. Design 
principles are shown in the booklet. 
Detroit Bevel Gear Co., 8130 Jos Campau, 


Detroit 11, Mich. 
“a oe 


Steel Terms Dictionary 


A 32-page dictionary entitled ‘Simpli- 
fied Steel Terms and Engineering Data” 
is available without charge. More than 30 
photographs, curves and tables on a vart- 
ety of steel subjects are included. LaSalle 
Steel Co., Chicago 80, Ill. 


leather, | 
Acheson Colloids | 


included. Townsend Co., | 











Wagner's Automatic Loader 
Speeds Materials Handling 


The Auto-Loader is an automatic parts 
transfer mechanism which can be adapted 
to any automatic finishing mechanism 
operating with an intermittent motion. 

Originally designed for automatic elec- 


| troplating machinery, the unit also finds 
| application in any automatic parts finish- 


ing operation such as anodizing, phos- 
phate coating, etching, electroplating, 
oxide coating, painting and cleaning. The 
Auto-Loader will accommodate a monorail 
conveyor system which operates on differ- 
ent planes, it is claimed. Wagner Bros., 
Inc., 439 Midland Ave., Detroit 3, Mich. 


* * * 


Fractional HP Motor 
Completely Enclosed 


An enclosed fractional horsepower mo- 
tor has been designed for use in machine 
tools. It is factory lubricated for 10 years’ 
service, it is said, and is fan cooled. 

Built for start-stop service, the motor 
has normal torque for starting, high pull- 
up torque for inertia loads and high 
breakdown torque for peak loads. Gen- 
eral Electric Co., Schenectady 5, N. Y. 

iy A ae 


Color Anodized Aluminum 


Explained in Booklet 


A free booklet describing the latest 
developments in coloring anodizing alu- 
minum has been issued. Types of finishes, 
peculiarities of dyestuffs, choice of alloy, 
surface preparation and dyeing procedure 
are among the topics covered. 

Copies are available by writing on 
letterhead to Sandoz Chemical Works, 


Inc., 61 Van Dam St., New York 13, N. Y. 
ae: 6 


Industrial Scrubbing Machine 
Cleans Polished Metal Plates 


An industrial scrubbing machine, said to 
remove unwanted residue resulting from 
the buffing of cathode plates that are to 
be coated in the electrolytic deposition 
process, has been developed by the Fuller 
Brush Co. 


Called the Cathode Plate Scrubber, the 
machine is equipped with 47-inch-long 
spiral coiled brushes, powered by two 
three-quarter horsepower drip-proof mo- 
tors, of the 1,800 r.p.m., 220-volt, three- 
phase, 60-cycle type. A one-quarter horse- 
power variable speed motor for the feed 
roll drive moves the plates through the 
machine at a speed of from 2% to 8 feet 
a minute. Fuller Brush Co., machine divi- 
sion, Hartford 2, Conn. 

2 on 


Use Chart Describes 


Rust Preventives 


A rust preventive use chart No. 255 
describes the characteristics of a number 
of Nox-Rust rust preventive oils and com- 
pounds. Also listed are products currently 
in use for machine tool lay-a-way and 
other government contracts requiring pre- 
servative packaging. Daubert Chemicol 
Co., 333 N. Michigan Ave., Chicago 1, 
i. 
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(Continued from Page 21) 


same dies used for the standard 
steel roof. Then, after brazing on 
the necessary aluminum roof win- 
dow extensions and hand-fitting the 
overlay to a particular automobile, 
the aluminum top was placed in a 
plastic buck for the surface finish- 
ing operation. 


A metal finisher then removed | 


dings and distortions caused by the 
heating, hammering, brazing, clip- 
ping of side flanges and general 
abuse the panel had received in its 
previous treatments. After the roof 
was finished, it was left on the 
buck for the brushing operation. 
This was performed without the 
aid of any jig or directional guide, 
and created straight “brush lines” 
by using abrasive aluminum oxide 
paper and kerosene as a lubricant. 


Dye said, “We wrapped the abra-| 


sive paper around a common rec- 


the brushing soon learned to walk 
with accuracy the length of the 
roof panel.” 

After four to six hours of this 
operation, and getting the brush 
lines as “straight as humanly 
possible,” the next problem was 
that of preparing the car to re- 
ceive the overlay. A special bond- 
ing material was spread on the 
roof panel after removing the 
paint and front and rear windows 
of the car. 

The aluminum applique then was 
dropped into place and attached 
across the front and rear flanges 
with molding tacks. Additional 
screw clamps also were used to 
hold the overlay down along the 
drip moldings. The rear windows 
and windshield were replaced after 
the bonding material had set (12 
hours after application). 

The final problem was to apply 
some protective coating that would 
keep the aluminum roof panel from 
deteriorating due to weather or by 
action of cleaning and polishing 
compounds. 

The choice lay between use of a 
thin clear lacquer coating or ano- 
dizing. Dents and surface damage 
during shipment, plus cracks made 
in the anodic coating during assem- 
bly of the roof panel to the auto- 
mobile, finally ruled out the idea of 
anodizing, and the decision favored 
use of a clear lacquer. 

As Dye pointed out, these were 
strictly experimental jobs, and dif- 
ferent methods would have to be 
used if the aluminum roof overlays 
were required for larger production 
runs. Dye suggested that either the 
entire roof should be made of alu- 
minum, or special kirksite dies 
should be built for production of 
the aluminum applique. 

The latter method would per- 
mit use of heavier gauge alumi- 
num than was possible for the 
experimental overlays, as well as 
providing a better fit that would 
minimize forming and shaping of 
each panel for installation. 

While admitting that the pro- 
cedures employed during the ex- 
perimental program would not be 
practical in volume production, Dye 
predicted that the industry would 
make increasing use of aluminum 
overlays and moldings. One appli- 
cation reportedly nearing produc- 
tion release is the aluminum ap- 
plique for wheel covers. 

* * % 


Power-Shift Readied 


For Farm Tractors 


OMORROW’S truck transmis- 
sion will be completely automa- 
tic in all ratios and ranges. It will, 
however, permit some degree of 
driver control so that the need for 





British Ford Building 


Research Center 


BIRMINGHAM, England. — 
British Ford Motor Co. is build- 
ing an engineering and research 
center here at a cost of $1.4 mil- 
lion. 

The center will contain some 
equipment new to the auto indus- 
try, including a gamma-ray in- 
stallation which, using radioac- 
tive isotopes, is able to detect 
welding, casting or forging de- 
fects in metal more than four 
inches thick. 





“| of functions by use of semiautoma- 
tangular sponge, and the man doing 


e e@ By John T. Benedict 





gear shifting or restraining from 
shifting can be anticipated and 
completed prior to the automatic 
function — within the safe limita- 
tions of engine and vehicle speeds. 

This was the prediction recent- 
ly made to the SAE by C. A. 
Cook, Clark Equipment Co., in a 
| brief review of highway truck | 
transmission developments given 
as an introduction to his main 
topic of transmission trends for 
off-highway and industrial vehi- 


terials handling vehicles such as 
fork lift trucks, and off-highway 
equipment including road graders, 
Cook singled out the farm tractor 
as another vehicle type in which 
|the operator also could benefit 
greatly by simplified controls. 

“In the farm tractor,” Cook 
stated, “the use of a great variety 
of attachments and power-driven 
equipment requires numerous 
controls, resulting in a cumber- 
some complexity of levers and 
pedals. If a simple finger-op- 
erated lever under the steering 
wheel were to replace the shift- 
stick and clutch pedal, a great 
deal could be accomplished in 
easing the job of the farm tractor 
operator.” 

The creative force for “tomor- 





cles. 

| In the latter field, Cook pointed 
out that the operator generally has) 
|}many additional functions to per- 
form with his hands and feet in 
addition to those required to shift 
gears. He said, “We can’t produce 
men with more arms and legs, but 
it is possible to reduce the number 


| 


tic and power-shifting transmis- 
sions.” 


row’s power-shift farm tractor 
transmission” was identified as the 
need for an installation having the 
ability to shift gears or change 
ratios without. interrupting power 


flow to the driving wheels. 
* * * 


Safety Engineer Tests 
1948 Floor Plan Strength 


N A recent letter to Thomas 
Soule, chief safety engineer for 





After citing the introduction of 
torque converters for industrial ma- 





Industrial Indemnity Co. I men- 
tioned the doubts expressed by 





Testing Old Floor— 


A portion of the roof on this 1948 
sedan was removed to permit use of a 
truck crane to apply vertical loads to the 
seat belt installation. A 3,400 pound pull 
was taken without failure of the belt at- 


tachment. 
* + aa 


some engineers about the adequacy 
of floor-pan anchorage for seat 
belts installed in old cars. 
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corrosion (from salt on streets in 


winter) may have weakened the 
floor-pan metal on some cars so 
seriously that it will not provide 
sufficient strength for a safe belt 
attachment. 

Soule sent me a brief summary 
of a test made on the effective- 
ness of a seat-belt attachment to 
the floor of a 1948 model. The 
steel floor of this car was de- 
scribed as “rusted, with some pit- 
ting and no evidence of under- 
coat.” 

Floor brackets for the belt were 
fastened with 5/16-inch machine 
bolts, 2%-inch 18-gauge washers, 

lock washer and nut. A sustained 
pull of 3,400 pounds was applied 
vertically for 30 seconds with no 
tearing of the floor or disturbance 
of the washer. The floor bowed 
slightly upward, but returned to 
normal under the weight of a man 
after completion of the test. 

This test and others which have 
come to Soule’s attention indicate 
that the conventional floor fasten- 
ings will withstand a strain beyond 
the breaking point of the belt itself. 
However, it would seem advisable 
as a minimum precaution to inspect 
the floor pan for excessive corro- 
sion before making such a belt in- 


The question has been raised that! stallation in an old-model vehicle. 


Beauty matches brawn 
in wheels by Kelsey-Hayes 





Great strength and smooth-rolling performance have been engineered into 
wheels of striking beauty. Wherever they’re seen—on everything 
from the family passenger car or station wagon to rakish sports 
cars and sleek, luxury limousines—wheels by Kelsey-Hayes are 
as flashing in beauty and performance as the cars that roll on them. 
Kelsey-Hayes Wheel Company, Detroit 32, Michigan 





KELSEY-HAYES 


A Major Supplier to the Automotive, Aviation and Agricultural Industries 
Wheels, Brakes, Brake Drums, Special Parts for all Industry 


McKeesport, Pa. . . 


. Los Angeles . . . Windsor, Ont., Canada . 


9 Plants—Detroit and Jackson, Mich. . . . 


. . Davenport, la. (French & Hecht Farm implement and Wheel Div.) 
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Telltale Lights Vs. Gauges... 





New Dashboard Look 
Stirs Styling Debate 


(Continued from Page 21) 


a strong trend in these develop- 
ments, a surprising number of peo- 
ple are of the opinion that replace- 
ment of gauges by lights is to be a 
short-term cycle that is soon slated 
for reversal. Some individuals be- 
lieve the pendulum will swing the 
other way, with gauges coming 
back again to displace the telltale 
lights. 

Others rather hopefully assert 
that the cost analyists may even 
be pursuaded to approve the use 
of both lights and instruments— 
at least on the higher-priced cars. 
The thinking behind this idea is 
that the signal light can best 
serve as a supplement to the 
gauge by directing the driver’s 
attention to an instrument whose 
reading is moving into the “dan- 
ger” zone. 

Entirely apart from styling issues, 





there essentially are two schools of 
thought on how much information 
the driver actually needs. 

One side, the “speed, fuel and 
time” group, says: “Give him a 
speedometer to tell how fast he is 
going, a gasoline gauge to see if he 
has enough gas to get there, and a 
clock so he can estimate when he 
will arrive.” 

The other side argues for a full 
complement of instruments, assert- 
ing that gauges give the driver 
vitally needed information. A typi- 
cal proponent, Martin Caserio, chief 
engineer, automotive products, AC 
Spark Plug Div., GMC, says: 

“The driver should be given every 
possible aid in the form of informa- 
tion to operate the car safely and 
satisfactorily—plus important infor- 
mation concerning its functioning, 
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as needed to protect against incon- 
venience and expense of break- 


downs and repairs.” 
* + oa 
Le disagreement actually goes 
much deeper than the question 









of what type of information the}. 


driver should have. It extends to 
sharply divided opinion on what 
sort of visual media should be used 
to convey each bit of information 
to him. 

At the heart of this controversy, 
of course, you'll find the widely de- 
bated issue of signal lights versus 
indicating devices. 


lights in place of gauges for vari- 
ous functions claim that the speed- 


ometer and gas gauge are the only plays only the numbers corresponding to 7 


instruments read frequently by 
most drivers. They say that only a 
few people make a habit of peri- 
odically scanning the entire instru- 
ment board. 

Continuing this line of reason- 
ing, a telltale light is thought to 
be advantageous, since something 
is needed to attract the driver’s 
attention and alert him to possi- 
ble trouble in the engine, cooling 
system or electrical circuits. 
Without claiming that a light can 


The Long Line Co. 





has 


YOUR KEY TO AUTOMOTIVE SALES 


Where there's traffic there's business 


and the Lucky Key Promotion has proven 


oo 


sonality to drop in the winning key. Each day 


to be the best traffic creator in the automo- 
tive industry and has or is now being used in 
over 40 dealerships in the South and South- 
west. 

A limited amount of space permits us to 
give you a brief outline of the Lucky Key 

romotion Plan. 

The idea of this promotion, naturally, is 
to create traffic on your showroom floor and 
through automotive experience, this has 
proven to be the best method. The Long Line 
Co. will come into your dealership, set up 
and handle the complete promotion at a small 
cost considering the volume of people and 
pewene of business that you will receive 
rom this contest. 

The first thing we do, upon signing the con- 
tract, is to mail out a card offering a chance 
at a free new car if the key that is attached to 
the card fits the padlock which has been 
locked to the steering wheel of the “give 
away” car. These cards are sent to a mailing 
list of the people who have the type cars you 
would like to trade. Common sense will tell 
you that anyone who has a key in his hand 
that might entitle him to a brand new car, 
will, through curiosity alone, come in and 
try it. 

A representative of our company comes into 
your dealership and handles the promotion of 
this contest; such as placing all visplay signs, 
and a basket which we furnish on your show- 
room floor containing 25,000 keys. To create 
even more interest, we obtain some local per- 


a certain number of keys are attached to the 
mailing pieces and mailed out. 

The purpose of this contest is to have only 
the number of people in your showroom daily 
that your salesmen can talk with intelligently 
and we control this by regulating the number 
of pieces mailed each day. There is no other 
way in the automotive industry that you can 
control the amount of people that you would 
like on your showroom daily. 

A receptionist will be placed on your show- 
room floor to see that all incoming contest- 
ants fill out a card which we call a salesman 
“follow up card.” This card will give your 
salesman all information pertaining to that 
contestant such as name, address, phone, year 
model and type of car driving, if interested in 
trading and when. After this has been filled 
out, the young lady hands this card to the 
salesman and he will then escort the potential 
customer to the car on the showroom floor 
that is to be given away in the Lucky Key 
Contest. We place a padlock on the steering 
wheel of the automobile in order that the 
person trying the key sent to them through 
the mail, will have to sit in the car to try to 
open the padlock. This enables the salesman 
to point out the selling features of your par- 
ticular line of cars. 

For your protection only one dealership is 
sold in a city. We now have representatives 
in your territory and if you would like one 
of them to call on you and explain this more 
fully, drop us a card. 


We Guarantee to Put the People on Your Showroom Floor! 


The Long Line Co. 


1307 Elm Street 


Phone ST-4365 


Dallas, Texas 














Studebaker Instrument Group 
Clean design, functional color, and sim- 
Those who advocate warning plified reading are attributes of this novel 


instrument group used in the ‘56 Stude- 
baker. The “safety-eye" speedometer dis- 


the rate of speed. 
Ea = - 
fulfill the complete gauge func- 
tion, it may. be said that the warn- 
ing is the essential thing—and 
the light signal at least is better 
than no information at all (which 
is what you get from an unob- 
served gauge). 

Another factor of undeniable im- 
portance is the additional freedom 
in opening up fresh avenues for the 
stylists to explore in creating new 
dashboard effects by the use of 
colored lights. Cost savings also are 
appreciable, amounting to approxi- 
mately % the cost of a standard 
gauge receiving unit. 

Instrument proponents, on the 
other hand, assert that telltale 
lights alone fail to provide ade- 
quate information—since they give 
no reading until “something is 


wrong.” The complete instrument | 
is stated to be superior in its ability | 
to encourage preventive mainte- | 
nance habits based on prompt in- | 


Reynolds Sees 


More Aluminum 


On Future Cars 


DETROIT. — Aluminum in all 
colors of the rainbow, will become 
commonplace on tomorrow’s auto- 
mobiles, according to David P. Rey- 
nolds, sales vice-president, Reynolds 
Metals Co. 

He cited as an example the 1956 
Cadillac, which is featuring a gold- 
anodized aluminum grille. 

“The trend to two and three- 
tone color schemes,” he said, “opens 
an opportunity for the use of the 
many attractive new finishes devel- 
oped in aluminum—natural alumi- 
num in many different textures, 
color anodized and ‘bright’ anodized 
aluminum. Stylists will find a new 
freedom in handling metallic color 
with the new transparent lacquers 
for aluminum.” 


Reynolds predicted a trend to 
aluminum car roofs, which he 
called “a neglected part of car styl- 
ing.” 

Reynolds said that since 1950, 
applications of aluminum in ‘auto- 
mobiles have grown from five to 35 
items, and that the amount of alu- 
minum used in these applications 
has been increased 4% times. 


Calling the automotive industry 
the aluminum industry’s biggest 


potential customer, Reynolds said: 
“The position of aluminum in the 
automotive industry is brighter now 
than any prediction of five years 
ago. We are confident that the fu- 
ture is brighter than anyone can 


blueprint it today.” 
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Buick ‘Flag-Type’ 


when pressure is too low. 








formation concerning any abnor- 


mal operating condition. 
* * + 


Telltales Termed 


Negative Approach 


FURTHER criticism is made 

of the “red-light” generator 
signal on the grounds that it merely 
tells whether or not the generator 
is operating. It does not indicate 
battery charge or discharge as 
such; and, under certain conditions, 
the light may remain off while the 
battery is discharging. 

Many people who object to the 
signal light, center their arguments 
around its limitations as essenti- 
ally a “negative” approach which 
conveys no information to _ the 
driver unless trouble has occurred 
. as contrasted to the “positive” 
instrument reading which tells the 
status of a particular function 
whether it is in the normal range, 
or tending toward abnormal read- 
ings which still may not have pro- 
gressed to a point where the “alarm” 
would be flashed by a light. 

Roy Thornburgh, Buick electrical 
staff engineer, was among those 
who emphasized the advantage of 
having a full in- 
strument indica- 
tion in a car after 
it has undergone 
several years of 
severe usage and 
piled up many 
thousands of 
miles. 

Then, when the 
generator or volt- 
age regulator 
may be giving 
trouble, or the oil 
pump may be failing or the cooling 
system not fénctioning properly, a 
full-reading set of instruments can 
aid in spotting difficulties before 
they reach serious proportions— 
rather than afterward as would be 
the case if a signal light had re- 
placed the dashboard instrument. 

These pro and con discussions on 
telltale lights and gauges are based 
on the assumption that the instru- 
ment panel will have one or the 
other device for each function. The 
firmness with which differing opin- 
ions are presented by a number of 
engineers grows out of their con- 
victions that a choice must be 
made. 





R. S. Thernburgh 


* * * 


OWEVER, in this controversy, 

it happens that there is a com- 
promise available that would satisfy 
everyone—except the cost account- 
ant. The ideal answer, of course, 
would be to combine the attention- 
arresting feature of lights with the 
full-scale reading asset of a gauge, 
by providing both devices in an in- 
tegrated cluster design. 

Such units are under develop- 
ment by the instrument makers, 
and the writer has seen a mockup 
of one such design. Following this 
concept, a light supplements the in- 
strument function, and calls the 
driver’s attention to any gauge 
which is about to record an indi- 
cation of “trouble.” 

Typical designs now being 
studied may call for a single light 
to monitor four gauges, or one 
light to “guard” a pair of gauges, 
or even separate lights for each 
gauge. On the Continental Mark 
Il, a gasoline gauge with a red 
light alerts the driver when the 
fuel tank is down to the last four 
gallons. 

Another interesting use of a sig- 
nal light to supplement an instru- 
ment function is an experimental 

(Continaed on pope a Col. 1) 


M2 
fe oF ey 
= ‘ 


Pressure Gauge— 

Complete assembly of this oil pressure gauge is shown at left above. A color indi- 
cation of oil pressure is given, in addition to standard pointer reading. Pointer falls 
in green (safe) area when pressure is satisfactory, and moves into red (unsafe) area 
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Telltale Lights Stir Design Debate .. . 


Dashboards Sport New Look 


(Continued from Page 28) 
speedometer accessory seen at AC 
Spark Plug. 

Although not yet used in original 
equipment production, these “speed- 


view to warn of overheating. Oil 

pressure warning and generator 

operation are signaled by lights. 
The Studebaker also makes use 


scale. The red area becomes par- 
tially visible through the aperture 
at about 7 psi and fills the “flag” 
opening with red color at four 
pounds per square inch, 








sarning” view may ‘be the fore ie aoe ae 
—_ oF Annas denen 6 See") Saakenaiean » Hudson | the “safety eye.” A magnified indi- | 
* * * 


|Also Depart from Norm cation is given of only one speed, 


ANOTHER flag-type gauge design | for quick-reading. In addition, this 
is used on the 1956 Studebaker | instrument features functional color 


(except Golden Hawk models), for| by showing green at speeds to 35 


Functional Color 


Gains Wider Usage 


S FOR increasing use of func- 


28, 1955 


Spark Plug and introduced two 
years ago by Buick. 

The 1956 Hudson has a speedom- 
eter that appears somewhat similar 
in principle—although the “speed- 
line” is white instead of red. Hud- 
son also makes use of an optical 
“blister” in the plastic face of the 
instrument to permit use of a 
small-diameter drum and narrow 
slot. This trick effectively magnifies 
the line width without introducing 
the confusing “slant” at the end of 
| the moving line. 
| * * * 


| FNDICATIONS are that several 





additional makers will adopt 
|some version of the “speed-line” 
indicator in 1957. King-Seeley is| 


tional color in instrumentation: 
Significant developments may be 
seen on a number of 1956 models— 
particularly in connection with the 
new flag-type gauges. The use of 
color-zone indication 
vices is based on the familiar prin- 


in these de-| 


water temperature and fuel quan-| mph, pale orange from 35 to 60 and | known to be working on a develop- 
tity. In the fuel gauge, a green flag | red above 60 mph. ment of its own to give an in-line 
comes up as the tank is being; As a matter of fact, speedome- | speed reading without the objec- 
filled, and then recedes to uncover! ters are undergoing intensive de- | tionable slanting termination which 
an ever-increasing red area as gas- | velopment all through the indus- | makes an exact speed reading dif- 
oline is burned. | try. A majority opinion (with | ficult to determine on some designs 
For water temperature, the gauge many notable dissenters) favors a | using a rotating cylinder. 


iple d s of “danger,” | Shows green for normal tempera-| growing preference for the “in- 
white yy aymbollens a gafe” | tures, and a red flag moves into' line” principle developed by AC 


| King-Seeley declined to reveal 





the principle of its design, declar-' 


29 


ing, however, that it gives a clean, 
vertical end on the line. Several of 
these experimental units are re- 
ported under test by the car manu- 
facturers. 

For those who want to obtain a 
moving-line speed indication by 
some means other than the rotating 
drum, it is apparent that—if design 
and manufacturing problems can 
be worked out—this goal theoreti- 
cally could be accomplished by a line 
displayed on a tape. 

Viewed through a conventional 
slotted aperture, this line would 
give the desired effect as the tape 
was wound on reels located at 
each end of the speedometer. In 
principle, this might be something 
like the standard arrangement 
for a typewriter ribbon. 

Tape-type speedometers are ru- 
mored to be under consideration 
for ’57 production, although none 
currently has attained production 
status. 

With such ingenious devices ap- 

(Continued on Page 30, Col. 1) 








condition. 

Thus, a fuel gauge may be en- 
tirely green when the tank is full, 
and reveal an increasingly larger 
area of red as gas is consumed. 
The oil pressure indicator is green 
for normal pressures, and begins 
to show red when pressufe falls 
toward a predetermined low point. 

Similarly for water tempera- 
ture measurement, the gauge may 
be green throughout the normal 
operating range, and change to 
red if the engine tends to over- 
heat. The same principle also may 
be used in place of the usual dial 
and pointer electrical charge in- 
dicator. Green would represent 
the normal charging condition, 
while increasing amounts of red 
warn that the battery is being 
discharged. 

Among the instrument makers 
which have flag-type devices either 
already in production or under de- 
velopment, Stewart-Warner and 
King-Seeley appear to be utilizing 
somewhat similar principles of 
“proportioning” color indication— 
while AC Spark Plug has a differ- 
ent method based on colored back- 
ground areas viewed through a 
small aperture in a moving disc 
segment. 

Electric Auto-Lite engineers 
speak optimistically of what can be 
done with new designs built around 
dials and pointers—and disclaim 
any active interest in the flag-type 
indicator. 





* * * 


te undoubtedly be hearing a 
lot about the so-called “propor- 
tioning” color idea for a variety of 
instrument functions during the 
next several years. This simple 
principle is based on moving a “red 
flag” in front of a green back- 
ground (and vice versa). 

The effect on a fuel gauge, for 
example, is that the reading may 
be had at a glance by instinctive 
“proportioning” of red and green 
areas on a colored rectangular bar. 
The gas tank is full when the gauge 
shows entirely green, half-full 
when the indicator area is one-half 
red and one-half green, etc. 

Despite the surge of activity 
which is bringing radical appear- 
ance alterations in gauge receiving 
and indicating devices, there has 
been relatively little design change 
on the other end. 

The operating principles of the 
mechanisms by which the instru- 
ments pick up and “send” their 
information consist largely of the 
long-familiar electrically operated 
balancing coil or the thermosta- 
tic type—with one manufacturer 
continuing to favor the non-elec- 
tric Bourdon-tube oil pressure 
unit. 

Current production examples of 
flag-type indicators are seen in the 
water temperature and oil pressure 
gauges on the 1956 Buick. Design 
of these units features a disc seg- 
_— (the “flag”) with an opening 
n it. 

As the flag swings through an 
arc around what formerly was the 
Pointer pivot point, the disc open- 
ing uncovers either the red or 
green-colored area on the back- 
ground dial. 

Buick’s water temperature gauge 
shows green when in the safe oper- 
ating range, and begins to display 
red at about 200 to 205 degrees. It 
will be entirely in the red area at 
temperatures of 210 to 220 degrees 
(with standard pressurized cooling 
system). 

The oil pressure gauge is in the 
ted range at the low end of the 


panion Glare-Control Mirror for inside the car. 





has rounded edges for extra safety. 


selling price is only $4.95. 


It is a full 10 inches in width—much wider than com- 
petitive mirrors—providing a full view of the road. 

All metal parts are die-cast and triple chrome-plated 
for long-lasting beauty and durability. And the mirror case 


It is packaged in two different cartons with attachments 
to fit different make and model cars. The suggested retail 
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A New Larger and Finer Inside Rear View Mirror 


vith Glpte-Chitiol 


The first manufacturer to offer an Outside Mirror with 
day and night positions—Nelmor now introduces a com- 





A FLIP OF THE FINGER GIVES YOU... 
Crystal-Clear Vision for Daytime Driving or 
Complete Glare-Control for Night Driving. 


Write Today to: NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
Also available in Canada through NELMOR CORPORATION, LTD., 70— 14th St., New Toronte, Ontario 
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ts vs. Gauges... 


New Dashboard Look 
Stirs Styling Debate 


(Continued from Page 29) 


pearing on the scene, another pos- 
sibility that should not be over- 
looked is the idea of using the 
“moving-line” idea vertically in- 
stead of horizontally as is now the 
practice. This might become sort 
of a “speed-thermometer” instru- 
ment by simulating the action of 
mercury rising in a conventional 
thermometer tube. 
* * oe 


Quadruple Gauge 
In Compact Unit 


ee significant develop- 
ment, which may have implica- 
tions as the forerunner in future 
styling for compact instrumenta- 
tion, is the “4 in 1” package intro- 
duced on the Continental Mark II. 


In this instrument, the gasoline 











quantity, water temperature, oil 
pressure and charge indicator are 
grouped in one cluster. This is the 
same outside diameter as the speed- 
ometer, tachometer and clock. 
The design objective in this clus- 
ter was principally a styling con- 
sideration to carry out the desired 
theme and obtain fine detailing in 
a rich-looking instrument giving 
the general impression resembling 
that of a “fine precision watch.” 
As explained by King-Seeley’s 


Design Show Slated 


PHILADELPHIA.—The first De- 
sign Engineering Show, devoted to 
the needs of engineers who design 
products for consumer and indus- 
trial use, will be held May 14-17 in 
Philadelphia’s Convention Hall. 


Bolster 


Carpets 


We believe that rayon products can be used even more extensively by the automotive industry. 
Our engineers are eager to work with suppliers and manufacturers. May we talk it over? 





Upholstery 





Glove Compartment 


Door Panels 


*Trademark of American Viscose Corporation 


chief engineer, Elmer Sivacek, this 
is a design innovation with broad 
implications, since 
the requirements 
of the Continental 
stylists could only 
be met by provid- 
ing a common 
housing for four 
otherwise sepa- 
rate instruments. 
Prior to this de- 
velopment, all in- 
strument mecha- 
nisms were indi- 
vidually housed in 
self-contained cases and then 
mounted in the cluster casting. 

But the styling concept for this 
new type of “4 in 1” gauge neces- 
sitated fresh thinking and a new 
design approach to achieve the 
desired compactness and appear- 
ance. 

Sivacek poined out that the pri- 
mary problems were the grouping 
of all four instruments inside the 
single bezel specified by Continental, 
and devising a pointer suspension 
design to give the desired “clock’ 
face” effect. Dial design was to be 
such that the “working parts” of 


E. A, Sivacek 








Must Reduce Waste 
Of Talent, Dean Says 


DETROIT. — The nation must 
reduce waste of intellectual tal- 
ent as it plans its future indus- 
trial expansion, the engineering 
dean of Massachusetts Institute 
of Technology told the General 
Motors Conference -of Engineer- 
ing Educators. 

Dr. C. Richard Soderberg said 
that, although some promising 
youths are denied a college edu- 
cation for lack of money, this is 
no longer a critical educational 
issue. 





the pointer pivot location as is the 
customary practice. 
* * * 


MANU FACTURING problems also 
caused some real headaches on 
this job, because the instruments 
had to be assembled in such a way 
that the pointer hub covers the 
hole for the supporting staff. 

In previous conventional designs, 
the operator had relatively free ac- 


cess to internal parts during as- | 


sembly. It was fairly easy to see 


the gauges could not be exposed at| “what you were doing”— since the 


Wiring Cover 









Lining 


AVISCO PRODUCTS take to the road! 


Lift the hood, open the door, or look into the glove compartment of a modern automobile, 

and you’re bound to come in contact with a product that American Viscose has helped pioneer. 
Tough, versatile rayon staple and tow are being used in the manufacture of many diverse 
automotive elements. And this is only the beginning. 





GROW WITH AVISCO 


Fan Belts 


Window Channels 
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dial face was attached after the in- 
strument had been assembled. 

In converting to the new type of 
instrument, it became impossible to 
attach the pointers before the dial 
had been set in place. 

Consequently, it was quite a trick 
to work out a practical procedure 
for assembly and calibration of the 
“4 in 1” gauge with a face design 
which exposed the full length of the 


pointers. 
* * * 


Design Changes Made 


In Gauge Mechanisms 


EANTIME, Auto-Lite states 
that the vapor-tension type 
thermometer has been superseded 
by the electric heat indicator. The 
former type was “difficult to install” 
and subject to failure due to losing 
its fluid through metal porosity, or 
from being overheated by the 
higher operating temperatures of 
modern high-compression engines. 

In fuel gauges, Auto-Lite engi- 
neers note that improvements have 
been made by replacing ordinary 
electrical iron with a high-nickel 
alloy for the magnetic circuit. This 
eliminates the hysteresis effect and 
improves gauge accuracy. 

Fuel gauges with longer pointer 
scales are said to be under develop- 
ment by Auto-Lite, and the new de- 
signs may appear on future cars in 
the high-price class. Several other 
sources also reported a tendency 
toward “expanded scales” which 
would permit the pointer to swing 
through an arc of 180 to possibly 
300 degrees, instead of the present 
conventional 60-degree travel. 

Greater accuracy, easier legi- 
bility and new styling effects are 

among the benefits to be obtained 
by “spreading the scale” for vari- 
ous instruments. 

Auto-Lite was one of the com- 
panies which, while noting the in- 
creasing acceptance being accorded 
the “linear indication” speedometer, 
offered an opinion that pointers 
and large round dials will continue 
to have their supporters, too. 

With the variety of individual 
preferences, and the industry’s ob- 
vious need for many forms of dis- 
tinctive interiors, it does seem un- 
likely that 100 percent dominance 
will be gained by any of the trends. 

* x * 


LL TOLD, the trend in designing 

instruments and gauges is to- 
ward greater simplicity—to reduce 
the effort required of the driver in 
perceiving and assimilating infor- 
mation. 

For speedometers, this may mean 
growing popularity for so-called 
“range” type indication. In “color- 
range” driving, the low, medium 
and high-speed zones are indicated 
by the use of appropriate lighting 
as car speed increases. Signal 
lights, buzzers or other means also 
may be employed as supplements to 
the normal speedometer indicia. 

It has been observed that many 
people become accustomed to driv- 
ing by speedometer pointer (or line) 
position, rather than by reading the 
actual speed figure each time they 
glance at the instrument. 

Thus, color-range driving tends 
to make the motorist more con- 
scious of speed —and supposedly 
encourages him to stay within 
safe and/or legal limits. This, at 
least, is the theory! 

Another definite trend, pointed 
out by Donald Beyreis, interior 
styling director for Studebaker- 
Packard, is the 
use of hooded 
clusters and indi- 
vidual instrument 
bezels for styling 
effects and to 
minimize reflec- 
tions on _ instru- 
ment faces and in 
the windshield at 





Edward Herr- 
mann, manager of : 
Studebaker inter- D. 8. Beyreis 
ior styling, emphasized the need for 
quick-reading instruments and 
pointed out the relationship between 
instrument panel design and pres- 
ent styling trends toward lower 
cars. 

Herrmann also mentioned the 
tendency to group the instruments 
in front of the driver rather than 
spreading them out across the 
dashboard. 





* * * 


Parallax Problem 
Getting Attention 


ting more attention these days. 
(Continued on Page 31, Col. 1) 


Den parallax problem also is get- 
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(Continued from Page 30) 

Sam Dillard, Packard-Clipper elec- 
trical engineer, and Stanley Thor- 
waldsen, Packard- 
Clipper interior 
styling manager, 
stated that con- 
siderable thought 
is given to instru- 
ment design and 
location so the 
driver will get the 
same reading de- 
spite variation in 
eye position as he 
moves his head or 
shifts seating po- 
sition. The design goal in this in- 
stance is to avoid the common 
parallax illusion or apparent dis- 
placement of an objective when 
viewed from two different points. 

A glimpse of what is being done 
experimentally in making more 
compact instrumentation was pro- 
vided by one engineer who said he 
has seen a grouping of back-up 
light indicator, oil level warning, 
gasoline gauge, turn indicator and 
transmission oil level gauge in a 





S. H. Dillard 


size normally used for a conven-| 


tional dial speedometer. 

Vacuum metallizing, plastic 
moldings, fluorescent pigments 
and many other techniques are 
being used to make low-cost re- 
productions or simulate expen- 
sive-looking finishes of fine clock 
faces. This is in keeping with the 
universal aim of designers to put 
“sparkle” and an expensive look 
in the instrument cluster—which 
many regard as the “jewel-box” 
of the car. 

A great variety of new instru- 
ments is in various stages ranging 
from merely “conversation” to ac- 
tual engineering development effort. 
These include: Transmission oil 
level, radiator and battery water 
level, crankcase oil level, miles per 
gallon indicator, compass, tire air 
pressure gauge, etc. 

For the far-distant future, de- 
signers are dreaming about the pos- 
sible use of moving light beams (or 
spots) in place of pointers and 
lines. 

As new principles come onto the 
scene, the heart of one type of in- 
strument could be the electron tube 
or transistor—if present design and 
cost problems can be surmounted. 
One instrument maker reportedly 
has a working mockup of such a 
device hidden away in its engineer- 
ing laboratories. 

* x x 

so wavEn, with the possible ex- 

ception of an “add-oil” warning 
and speed warning devices, there 
appears to be little likelihood that 
any of these advanced ideas or 
added instrument concepts will 
achieve original equipment produc- 
tion status in the near future. 

Aside from the tachometers used 
in the Continental and_ special 
sports-cars, the only additional in- 
strument to make an appearance 
in 1956 production is the engine 
vacuum gauge on the Studebaker 
Golden Hawk series. 

Audible signals, such as buz- 
zers, bells and horns, are being 
talked about. But there doesn’t 
seem to be much interest in audio 
warning devices (except for 
trucks and buses) for original 
equipment use. There is some 
chance, however, that highway 
developments permitting sustain- 
ed high-speed driving may bring 
about a real need for various 
audio “alarm” signals in passen- 
ger cars. 

The King-Seeley “add-oil” warn- 
ing light is available now in the 
after-market, and has attracted 
Some interest among car manufac- 
turers. This installation calls for 
replacement of the conventional 
dipstick with a unit that causes a 
dashboard bulb to light when oil 
level reaches a predetermined low 
Point. 

x x * 
How Dropping Oil 
Will Turn On Light 


(COMPONENTS of the system are 

the special rod “dipstick,” a 
firewall-mounted pressure-sensitive 
valve, a vacuum connection and the 
light itself. The operation, as de- 
Scribed by instrument engineer 
Ernest Klavitter, is such that the 
light remains off as long as there is 





' Telltale Lights Stir Design Debate . . . 


Dashboards Sport New Look 


sufficient oil in the crankcase to 
cover an opening located near the 
lower end of the hollow rod. 


When the oil level drops to a 
point where the hole is uncovered, 
one side of the valve diaphragm is 
vented to the atmosphere, causing 
electrical contacts to close and light 
the bulb. The device functions 
whenever the engine is running— 
whether the car is in motion, or 
stopped with engine idling. 

Automotive directional signals 

(turn indicators) also are coming 
in for their share of design at- 
tention. One major supplier in 
this field says it has “certain de- 
velopments under way which we 
believe will represent major con- 
tributions to the field of signalling 
devices ... should have a marked 
effect upon the future of such 
devices . . . promising greater 
highway safety.” 

At Signal-Stat, the most recent 
improvement to be placed in pro- 
duction is an adequate pilot light 





system to indicate whether or not 
the turn signal system is function- 
ing properly. 

Within the past year, Signal-Stat 
has introduced to the vehicle manu- 
facturers a new type of “flasher” 
which not only protects the direc- 
tional signal devices in the event of 
short circuits, but also gives the 
driver positive warning when his 
turn signal system fails to function. 


Allegheny Ludlum Adds 


Melting Facilities 


PHILADELPHIA. — Allegheny 
Ludlum Steel Corp. has announced 
the opening of a new melting de- 
partment for the production of high 
alloy steels. 


New consumable electrode vac- 
uum melting facilities were de- 
scribed to metalworking executives, 
metallurgists and engineers gath- 
ered here for the opening of the 
National Metal Exposition. 





Continental's Compact "4 in 1' Cluster— 


Four separate instrument mechanisms are fastened to a common housing in this 
compact unit built by King-Seeley for the Continental Mark Il. Manufacturing problems 
called for new assembly techniques, since the dial or instrument face must be set in 


place before the pointers are attached. 


Wallace Buys Albany 


Albany Motors (Chevrolet), Al- 
bany, Ga., has been sold to W. P. 
Wallace, Fitzgerald, Ga. The firm 





Only 15 months in business... 


already rolling along 


in top company! 


Here’s how SPORTS ILLUSTRATED ranks among all magazines 
in number of advertising pages in two important automotive 
classifications (P. 1. B., first 9 months, 1955, figures). 


7h in Passenger Cars 


and 


MAGAZINE 
Life 


Saturday Evening Post 


Time 
New Yorker 
Newsweek 


U.S. News & World Report 
SPORTS ILLUSTRATED 


Look 
Collier’s 
Holiday 


Better Homes & Gardens 


Sunset 
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Town & Country 
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5th in Tires and Tubes 


MAGAZINE 


Saturday Evening Post 
Life 

Time 

Newsweek 

SPORTS ILLUSTRATED 
Collier’s 

U.S. News & World Report 
Town Journal 

Business Week 
Reader’s Digest 

Look 

New Yorker 

Holiday 

Outdoor Life 


SI’s weekly audience is made up of more than 600,000 active, 
alert, young-in-spirit families ... pace-setters in their commu- 
nities. A recent survey of SI subscribing families in Grand 
Rapids revealed annual median income of $8,660, more than 
twice the city median... that 98% owned cars; 42% owned 2 
or more cars; 62% owned either a ’54 or 55 model; 41% 
owned either a hardtop, a station wagon or a convertible...a 
sports-minded market in a sports-minded age! 
in all classifications, SPORTS ILLUSTRATED published 744 
pages of advertising during its first year—ahead of any 
other magazine’s first-year record except Lite’s. SI received 
$2,294,172 in magazine revenue, too, during its first year— 
again ahead of any other first-year record except Life’s. 
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will be known as Wallace Chevro- 
let, Inc. Wallace operates a Chev- 
rolet dealership in Fitzgerald. 
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Technical PERSONNEL CHANGES 


The following promotions have 
been announced by Timken Roller 
Bearing Co.: 

Ralph W. Updegraff, to chief in- 
dustrial engineer; Ross Russell, to 
divisional industrial engineer for 
the steel and tube division. Charles 
L. Jolliff, to general foreman of the 
Canton and Bambrinus bearing fac- 
tory carpenters; Don O. Gamble, to 
general foreman of millwrights and 
painters in the Canton and Gam- 
brinus factories, and Clyde L. Van 
Horn, to chief cost accountant. 

* ce oh 


Roseberry and Shoupp 
Picked by Westinghouse 


Charles H. Weaver, vice-presi- 
dent in charge of atomic power for 
Westinghouse Electric Corp., has 
announced two new assignments in 
= company’s atomic power activi- 
ties. 

Carroll V. Roseberry, former 
manager of electric utility and 
transportation sales, has been ap- 





pointed manager and Dr. William 
E. Shoupp, previously atomic assist- 
ant manager, has been appointed 
technical director of the new com- 
mercial atomic power activities. 

ok * ca 


Kollberg Joins Henry 


Henry Valve Co., Melrose Park, 
Ill., has announced appointment of 
Paul G. Kollberg as field engineer. 
Kollberg recently was associated 
with the engine division of National 
Supply Co. as Chicago branch man- 
ager. 

* * * 


American Standards Assn. 


Elects Cranwell President 


J. L. Cranwell, vice-president of 
Pennsylvania Railroad Co., New 
York, has been elected president of 
the American Standards Assn. 
Cranwell succeeds the late Edward 
T. Gushee, vice-president of Detroit 
Edison Co. 








ber of the association, representing 
the Assn. of American Railroads, in 
1953. He was elected vice-president 
of the association in January of 
this year. i 


* 
Ford Appoints Ketchman 


J. V. Ketchman has been named 
production programing and control 
department manager for Ford Mo- 
tor Co.’s new stamping plant under 
construction in Chicago. 

* oe ” 


Plymouth Appoints Allen 


Staff Plant Engineer 


W. H. Allen, who directed plant 
engineering of Plymouth’s new V-8 
engine plant, has been promoted to 
staff plant engi- 
neer for Plym- 
outh. 

Allen in his 
new position is 
responsible for 
plant engineering 
at all Plymouth 
plants. He joined 
Plymouth in 1935 
as a maintenance 
electrician. Two 
years later he 
transferred to the 





W. H. Allen 


Cranwell became a board mem-| plant engineering department where 





he served as shop engineer and 
later as foreman of plant layout. 
In 1947, he was made assistant 
plant engineer, and plant engineer 
in 1949. 

* * + 


Acheson Names Campbell 


Erwin J. Campbell has been ap- 
pointed supervisor of process re- 
search in the research and develop- 
ment department of Acheson Col- 
loids Co., Port Huron, Mich. Camp- 


| bell has been with Acheson since 


1945, as product development chem- 
ist in the same department. 
* * * 


Fuller Appoints Firlik 

Fuller Mfg. Co.’s_ transmission 
division, Kalamazoo, Mich., has an- 
nounced appointment of Robert W. 
Firlik, Kalamazoo, as sales research 
analyst. Firlik will analyze new 
market possibilities, evaluate gen- 
eral business forecasts, and perform 
special research projects for Fuller. 

* od * 


Macdonald Appointed 
Appointment of Alexander R. 
Macdonald as assistant manager 
has been announced by National 
Plastic Products Co., Odenton, Md. 
Formerly manager of the New York 
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The bald facts about life in Philadelphia 
show that the space buyer’s lot can indeed 
be a happy one. Just let the DAILY NEWS 
help carry your load. 


The new DAILY NEws blankets a market 
of its own. A “tight little island” of some 
180,000 prosperous families, many with 2 
or 3 weekly paychecks. They buy our paper 
because they want our paper. 


Furthermore, our devoted readers see your 
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office, Macdonald’s duties will be in 
plant production, sales and person- 
nel relations. 

* * * 


Fram Promotes Kamrath 


As James Retires 

Fram Corp. has announced that 
H. G. Kamrath, previously chief 
liquid filter engineer, has been pro- 
moted to chief 
engineerin 
charge of all en- 
gineering and re- 
search at East 
Providence, R. I., 
and Detroit. 

The firm also 
announced the re- 
tirement from ac- 
tive operation of 
Dr. W. S. James, 
research and en- 
gineering vice- 
president, effective Jan. 1, 1956. It 
was said Dr. James would start a 
consulting engineering business in 
Detroit and will continue to serve 
Fram in a consulting capacity. 

a * * 


Ball Appoints Gaiser 


Appointment of R. Arthur Gaiser, 
formerly of Libbey - Owens - Ford 
Glass Co., Toledo, to the position 
of director of research and product 
development for Ball Brothers Co., 
has been announced. 

* * * 





H. G. Kamrath 


Cadillac Names Rasmussen 


Assistant Chief Engineer 
Appointment of Carl A. Rasmus- 

sen as assistant chief engineer has 

Arnold, 


been announced by C. F. 
chief engineer of 
Cadillac. Since 
1952, he has been 
special assistant 
to Arnold. 

In 1940, Ras- 
mussen joined 
Cadillac as a lab- 
oratory techni- 
cian. Three years 
later he became 
general super- 
visor of the de- es 
partment. Ras- C- A. Rasmussen 
mussen was promoted to assistant 
staff engineer in 1949 and in 1950, 
was named staff engineer at Cadil- 
lac’s Cleveland tank plant. 

oe x * 


Vickers’ Directors Pick 
New Company Officers 


Vickers, Inc., directors have 
elected Harry F. Vickers vice- 
chairman of the board, according 
to E. A. Pierce, board chairman. 





K. R. Herman 


N. E, Edlefsen 


Other officers are Kenneth R. Her- 
man, president, and Dr. N. E. Ed- 
lefsen, engineering vice-president. 

Vickers is the founder of the 
firm and is also president of 
Sperry - Rand 
Corp. of which 
Vickers is a sub- 
sidiary. 

Herman joined 
Vickers in 1931 
after an engineer- 
ing career with 
various firms in 
the automotive 
industry. He was 
general manager 
before his elec- 
tion as president. 

Dr. Edlefsen was formerly con- 
nected with North America Avia- 
tion, Inc., where his last job was in 
the missile and control department. 

* cs cd 





H, F. Vickers 


Alcoa Promotes Two 


Appointment of Robert L. Will- 
iamson as manager of pig and in- 
got sales, and John S. Hamilton as 
manager of foil product sales has 
been announced by Aluminum Co. 
of America. 

oe ” cd 


Warner Promotes Edgar 


R. F. Edgar has been appointed 
industrial sales manager of Warner 
Electric Brake & Clutch Co, 
Beloit, Wis. He formerly was 
midwest regional manager. 








a ee Econ on’ & ann atx ak Goh eee’ Ok 6 


ee ee a ee a a ae a a 


_— mi. @ 4. of Km 


memo Me Me 


ores ArH aoa a 


~~ 


Noe ow 


= FtaAno sh 


ww On 





“ ' 


> 886 Cuyewerr : = Se =v 


| 


-~ @@me 


mas hl 












By Martin J. Whitmyer 
Staff Writer 
William Randolph Hearst jr., 
president of Hearst Publications, 
has been named recipient of the 
Detroit Adcraft Club’s second an- 
nual Big Wheel Award. Hearst, 
due to a previously scheduled board 
meeting in San Simeon, Calif., will 
receive the award in absentia at the 
Golden Anniversary dinner of the 
club Friday night, Dec. 2, in the 
Statler Hotel, Detroit. 

The award is being presented 
to Hearst for his contribution in 
the nation’s Good Roads move- 
ment. Winner of the first award 
was Robert Ruark, columnist. 

Principal speaker at the dinner 
will be Robert R. Gros, vice-presi- 
dent of the Pacific Gas & Electric 
Co., who will discuss a recent trip 
through Russia and communist- 


controlled countries. 
* * * 


The Value of Advertising 

“Advertising Brings You Better 
Living,” a booklet on what adver- 
tising means to the average citi- 
zen, has. been published by the 
Women’s Ad Club of Detroit in 
honor of the Detroit Adcraft 
Club’s 50th anniversary. 

*~ + * 


Chevrolet Courts Ladies 


Chevrolet gave a special ladies- 
of-the-press luncheon at the Am- 
bassador Hotel in Los Angeles, to 
announce its ’56 line. John Cutter, 
public relations director, was in 
charge of the preview program. 

William G. Power, advertising 
manager for Chevrolet, was chief 
speaker. He was assisted by auto- 
motive engineer Walter R. Mac- 
Kenzie, who pointed out some of 
the many improvements for which 
the wishes of women are responsi- 
ble. 


* * * 


Magazine for Management 

The first issue of Supervisory 
Management, a new monthly maga- 
zine for foremen and supervisors in 
business and industry, will be pub- 
lished Dec. 1 by the American 
Management Assn., national man- 
agement educational organization. 

Each issue will contain articles 
designed to improve supervisory 
efficiency. In addition to contribu- 
tions from AMA staff members and 
outside specialists, the magazine 
will publish material drawn from 
the association’s meetings. The first 
issue will take up such subjects as 
work sampling, grievance handling, 
production control, motivation of 
employes, the supervisor’s role in 
community relations and arbitra- 
tion. 

Individual and company bulk 
subscriptions are available both to 
members and nonmembers of AMA. 
Additional information may be ob- 
tained by writing C. W. McDowell, 
director of supervisory development 
services, American Management 
Assn., 1515 Broadway, Times 
Square, New York 36. 

* * of 


Brownell-Carll Deal 


A reciprocal operating arrange- 
ment between Frederick G. Brow- 
nell, Detroit public relations c6n- 
sultant, and Carll Associates, San 
Diego public relations firm, has 
been announced. 

Brownell said clients of his firm 
with western interests will be rep- 
resented by Carll Associates, headed 
by Charles E. Carll, former public 
relations director of Ford Motor 
Co. Carll Associates’ clients will 
have midwestern representation 


through the Brownell office. 
* * * 


Buffalo Promotion 


The Buffalo Evening News spon- 
sored a special contest saluting the 
1956 Auto-Rama, which opened Nov. 
26 in the Masten Armory, the an- 
nual Buffalo Automobile Show. 

The News offered $25 savings 
bonds for the best letters on the 
Subject, “The Car In My Life.” 


Winning letters will be published in | 


the newspaper. 
x * - 


Postal-Ad Reorganizes 
Claude Moss, general sales man- 
ager of Postal-Ad System Co., 


Cleveland, and recently elected 
President and general manager of 


Affecting Factories and Dealers .. . 


Auto Advertising 


| service 


AUTOMOTIVE NEWS, NOVEMBER 28, 1955 





the company’s sales and creative 
divisions, has announced the com- 
pletion of the firm’s two-year re- 
organization program. 

For many years, the facilities 
of Postal-Ad System Co. have 
been utilized in the creation, pro- 
duction and distribution of na- 
tional direct mail programs for 
automobile manufacturers, as well 
as serving car dealers directly 
with promotional requirements. 

As the result of the broadening of 
facilities and services, it is now 
possible for a wider variety of cus- 
tomers to procure services, in whole 
or in part, from Postal-Ad’s crea- 
tive, printing and binding, and ad- 
dressing and mailing divisions, 
Moss said. 

Moss explained that the expanded 
will bring about some 
changes in the company’s sales and 
service organization, but in a very 














It pays to keep up with the times . . . to have 
an automobile showroom that’s smart, mod- 
ern, inviting. That’s why so many forward- 


looking automobile dealers have decided to 


modernize. . 


Front Products. When you put a new Pitts- 
burgh Open-Vision Front on your show- 


room you are making an investment that will 


pay off for years to come. 


Take this showroom of the Flinn Motor 
Corp., of Larchmont, N. Y. Before moderni- 


zation it was just another place of business 
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. and to use Pittsburgh Store 


rendered through their present ac- 
count executives, Thomas W. Moss 
and Associates, of Detroit, to their 
clients. 


* * * 


Chrysler Names Savage 


Appointment of Robert H. Savage 
to the newly created position of 
manager of shareholders relations 
in the public relations department 
of Chrysler Corp. has been an- 
nounced by James Cope, vice-presi- 
dent. 

Before joining Chrysler Savage 
was a senior security analyst with 
Wood, Struthers & Co., an invest- 
ment banking firm. Previously, he 
held a similar position with the 
brokerage firm of Merrill Lynch, 
Pierce, Fenner and Beane. 

* * * 


ANA Booklet Available 


How business can aid education 
through the production of films that 
meet curriculum needs of the na- 
tion’s schools is the subject of a 16- 
page booklet, “Criteria for Business- 
Sponsored Educational Films,” is- 
sued by the Assn. of National Ad- 
vertisers. 


The criteria, intended primarily 


slow manner, so the transition will | for use by business firms in pre- 
not disrupt services now being | 


production planning of films and 


What makes 
the difference”? 


Front, it 


New York. 





For more information on Pittsburgh 
Store Fronts, just send in the convenient 


coupon. We'll be happy to send you a free 


other materials which educators 
are using in ever-increasing quanti- 
ties, are outlined in 22 basic points. 
Four main categories, curriculum 
approaches, educational subject 
matter, production requirements, 
and distribution policies, are con- 
sidered in the effort to summarize 
the needs of the teacher in using all 
types of audio-visual material. 

Copies of “Criteria for Business- 
Sponsored Educational Films” may 
be ordered from the ANA, 285 
Madison Ave., New York, at $2 per 
copy. 

* * + 

Film for Sinclair 

Sinclair Refining Co. has com- 
pleted a 22-minute color sound film, 
“No Stone Unturned,” based on the 
findings of a recently completed 
survey of more than 1,500 Sinclair 
dealers throughout the country. 

Produced by Atlas Film Corp., 
the film in a series of scenes de- 
picts the findings of the survey 
including dealers’ attitudes to- 
wards training programs, station 
hours and station operations, 
credit policies, TBA activities, 
dealers’ attitudes towards Sinclair 
and its products, dealers use of 








BEFORE 


face-lifting with a Pittsburgh Open-Vision 
now has distinction—is an eye- 
stopper and attention-getter. A number of 
Pittsburgh Products were used on this job— 
Pittsburgh Polished Plate Glass, Pittco® 
Store Front Metal, Herculite® Plate Glass 
Doors and Pittsburgh Door Frames. Archi- 
tects were McCoy & Blair of Larchmont, 


—-----------------5 


Pittsburgh Plate Glass Company 
Room 5405, 632 Fort Duquesne Blvd. 
Pittsburgh 22, Pa. 


Without obligation on my part, please send 
me a FREE copy of your modernization book- 
let, “How To Give Your Store The Look That 
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direct mail and company and sta- 
tion advertising programs. 

General purpose of the survey 
was to determine the policies and 
day-to-day practices of service sta- 
tion operators with respect to their 
customers, and the relationship be- 
tween Sinclair and its employes. 

a ae * 


GM Appoints Abbott 


Appointment of Thomas C. Ab- 
bott as regional representative in 
the Chicago public relations office 
of General Motors has been an- 
nounced by Paul Garrett, public re- 
lations vice-president. 

Abbott succeeds James F.. Hughes, 
who has been named director of 
public relations for the Rochester 
Products division of GM in Roches- 
ter, N. Y. 

Abbott has been associated with 
GM since July when he began work 
on public relations activities for the 
company’s Powerama exhibit on 
Chicago’s lakefront. Prior to July 
he was a member of the financial 


news staff of the Chicago Tribune. 
* * * 





Names 

Ray Moore, former space sales- 
man for Where magazine, has been 
named to the Chicago sales staff of 
Farm & Ranch magazine. 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 
declined $3 last week, according to Automotive News’ index. 

Three models escaped the downward slide: The price of ’54s went 
up $2 and '49s gained $1, while ’50s remained unchanged. 

Price setbacks wete as follows: ’51s, down $1; ’52s, down $3; ’53s, 
down $5; ’56s, down $10, and ’55s, down $12. 

Record lows were established by the new prices of ’55s, ’53s, ’52s and 
"51s. 

At a group of representative auctions last week, the average con- 
signment totaled 162 units, compared with 160 in the previous week 
and 167 a month earlier. Demand was down slightly. An average 73.6 
percent of the offerings last week were sold, compared with 74.3 in the 
previous week. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


CHRYSLER — 


DODGE — '55 Royal Lancer, 


FORD — ’56 Fairlane 


Air 2-dr., $755*, $730; One-fifty 2-dr., 
$490. '52 SL Deluxe 2-dr., $450. 

’53 Windsor 4-dr., $785*, 
$775*. '50 NY 4-dr., $340; Windsor 4-dr., 
$290, $285. '49 NY 4-dr., $200, $160; 
club coupe, $165. 


DeSOTO—’ 54 Powermaster 4-dr., $950. '52 


Fire Dome (8) 4-dr., $575; Custom (6) 


4-dr., $455. 
$1,765". '53 


Coronet 4-dr., $750*, $630; conv., $375; 
Meadowbrook 4-dr., $640*, °51 Coronet 


4-dr., $105. 

(8) 2-dr., $2,160*; 
Custom (8) 4-dr., $1,900*, $1,860. '55 
Fairlane (8) Crown Victoria, $1,965*; 
2-dr., $1,565*; Custom (8) 4-dr., $1,590. 


’54 Crest (8) Victoria, $1,195*; Custom 
(8) 2-dr., $1,140*, $1,120*, $1,110. '53 
Custom (8) 4-dr., $775*, $685; Custom 
(6) 2-dr., $810*, $695*. °51 Custom (8) 
2-dr., $275*. '50 Custom (8) 4-dr., $275, 
$200. 

HUDSON—’54 Wasp 4-dr., $755. '52 4-dr., 
$245*. 

KAISER—’51 Special 4-dr., $170, $160*. 

LINCOLN—’53 Capri 4-dr., $1,085*; Cos- 


mopolitan 4-dr., $885* (ps). 


MERCURY—’56 Montclair coupe $2,525*. 


54 coupe, $1,500*; conv., $1,270*. °53 
2-dr., $765, $740*. '51 2-dr., $395*, $250. 
’50 4-dr., $235, $165, $125, $100. °49 
4-dr., $165*, $125. 


NASH—’55 Ambassador 4-dr., $1,760*. °53 

YER IND | CADILLAC—'55 (62) coupe de Ville, $3,- Statesman Country club, $825*; 2-dr., 
D 9 ’ 940* (ps); coupe, $3,560* (ps); 4-dr., $765*, $670*. ’°'52 Ambassador 4-dr., 
$3,480* (ps). '54 (60) Special 4-dr., $3,- $655*. °51 Statesman 2-dr., $325*. ’50 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 11.) 
(Sold 207 cars out of 305 offerings.) 
BUICK—’55 Super Riviera, $2,435* (ps); 
Century 4-dr., $2,065. 54 Super Riviera, 
$1,780* (ps); Special Riviera, $1,665*; 
Century Riviera, $1,490*. ‘53 RM 4-dr., 
$1,030* (ps); Special Riviera, $995*, ’52 
Super Riviera, $765*. ‘51 Super 4-dr., 
$430°. 


000* (ps). '53 (60) Special 4-dr., $1,515* 
(ps). °52 (62) 4-dr., $1,605*. 
CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,180; Bel Air (6) 4-dr., $2,050; Two- 
ten (8) 2-dr., $1,865, 2 at $1,850. '55 
Two-ten (8) 4-dr., $1,450, $1,420; Bel Air 
(6) 2-dr., $1,365. '54 Bel Air Sport coupe, 
$1,105*; Two-ten 2-dr., $1,000, $900. '53 
Two-ten 4-dr., $770; conv., $680*; Bel 





OLDSMOBILE—'56 


Statesman 4-dr., $115*. 

(88) Holiday, $2,765* 
(ps). '55 (98) 4-dr., $2,475* (ps), $2,- 
455* (ps); (88) Holiday, $2,450*, $2,380* 
(ps); Super Holiday, $2,405* (ps); 4-dr., 
$2,030*. °54 (88) Super 4-dr., $1,705* 
(ps). '53 (88) 4-dr., $950*. 
dr., $600*, $175*. 


PLYMOUTH—’55 Savoy (6) 4-dr., $1,430*; 


’51 (98) 4-| 





AUTOMOTIVE NEWS, NOVEMBER 28, 1955 


Average Used-Car Prices 


(Compiled by Automotive News) 


Nov., 1955 
To Date 


Oct., Sept., 
1955 1955 


* * 


$2,024 $2,027 

1,267 1,281 

899 

634 

432 

316 

216 

171 

Average... $ 949 


$ 725 $ 747 


* Prices of 1956 models added to tabulation; prices of '48s dropped. 


(The above figures are averages of used-car auction prices, all makes 
and models, carried in Automotive News.) 


Plaza (6) 4-dr., $1,135. ’54 Savoy 4-dr., 
$890, $875, $865. ’°53 Cranbrook Belve- 
dere, $845; club coupe, $595, $475; Cam- 
bridge club coupe, $485. '52 Cranbrook 
4-dr., $325; Concord 2-dr., $250. 


PONTIAC—’56 Chieftain (8) Catalina, $2,- 


365*. '54 Star Chief (8) Catalina, $1,- 
605*; 4-dr., $1,230*; Chieftain (8) 4-dr., 
$800*. '53 Chieftain (8) 4-dr., $950*. ’52 


Chieftain (8) 4-dr., $645*, $550*. ’51 

Silver Streak (8) Catalina, $400*. 
STUDEBAKER — '54 Commander coupe, 

$880*. °53 Commander 4-dr., $665*. ’51 


NEW FROM ARMSTRONG! 
STRAIGHT-RIB TRUCK TIRE 


with Performance Extras Never Before Available 


EASY STEERING AND 





EXTRA SIDE TRACTION assured by 
Armstrong’s exclusive ““Match-the-road” 
Contour. 


MANEUVERABILITY 
delivered by flatter, broader tread. 


ROLL-FREE MILEAGE 
due to 15% deeper tread. 





% 


STONE-CUTTING PROTECTION 


provided by Armstrong’s Patented 
“Stone Ejector Grooves”. 





STABILITY 


“a on the road. 


pte 





lr 


JUST THE TIRE FOR EVERY DEALER 


WHO WANTS EXTRA PROFIT OPPORTUNITIES 


ARMSTRONG 





a because Armstrong puts more rubber 


se go pt 


Lxt77 LOW COST PER MILE 


due to lower original investment and 


lower day-to-day maintenance costs. 


This sensational 
new tire available 
at Armstrong 
Dealers now 





Straight 
Rib 









TRUCK TIRES 


MAKERS OF ARMSTRONG PURE FOAM FOR FURNITURE AND BEDDING, HOME OFFICE WEST HAVEN, CONNECTICUT 


Monday. Prices are for sale of Nov. 


BUICK—’55 Super conv., 


CADILLAC—'51 
CHEVROLET — 


CHRYSLER—’'53 Windsor 4-dr., 
DeSOTO—’53 Custom coupe, $870*. 
DODGE—’53 Meadowbrook 2-dr., S680. °52 





PACKARD—'52 Clipper 4-dr., 
PLYMOUTH — '54 Plaza 4-dr., 


PONTIAC—'55 Star Chief (8) 


STUDEBAKER — 
MISCELLANEOUS—’52 GMC 


BUICK—’56 Super Riviera, 


CADILLAC—’56 


CHRYSLER—’53 NY 4-dr., 


FORD—’56 Parklane station wagon, 





Champion 4-dr., $115. ’50 Champion 2- 


di., $100. 
WILLYS—’50 (4) station wagon, $200. 
(Tim Anspach Auto Auction. Sale every 


14.) 

(Today’s market showed plenty of ac- 
tivity on all kinds except bruised and 
road-worn automobiles. Percentage of 
sales showed as follows: Of 120 used- 
cars offered, 104 were sold. Of 22 new- 
cars offered, 12 sold, indicating that new 
cars are bad business to monkey with at 
wholesale. We sold a total of 116 cars 
out of 150 offerings for a percentage of 
77.3.) 


$2,350*. ’53 Su- 
per 4-dr., $930*. '51 Super 4-dr., $480*; 
Special 4-dr., $450*. '50 Super Riviera, 
$450*; 4-dr., $275*. 

(62) 4-dr., $1,220*. 50 
(61) 4-dr., $1,100*, ’48 (75) 4-dr., $135*. 
‘56 Two-ten (8) station 
$2,270*; Two-ten (6) station 
wagon, $2,135*; 4-dr., $1,840; Bel Air 
(6) 2-dr., $1,885; One-fifty (6) 4-dr., 
$1,750. '55 Two-ten (8) 4-dr., $1,490*. 
’54 Bel Air 4-dr., $1,100; Two-ten 2-dr., 
$890, $885, 3 at $850; 4-dr., $875, $850; 


wagon, 


One-fifty 4-dr., $790. '53 Bel Air 4-dr., 
$890; 2-dr., $780*, $650*. ’52 SL Deluxe 
Bel Air, $630, $575*; station wagon, $630; 
4-dr., $570*; 2-dr., $500. °51 SL Deluxe 
4-dr., $440*, $430*; 2-dr., $425. '50 SL 
Deluxe Carryall, $315; 4-dr., $270*. ‘49 
SL Deluxe 2-dr., $210; conv., $160; FL 


Deluxe 2-dr., $210. 
$900*. 


Coronet Diplomat, $340*. 50 %-ton pick- 
up, $250. 

FORD — '56 Custom (8) 4-dr., $2,050*; 
Main (8) Ranch Wagon, $2,040; Custom 


(6) 4-dr., $1,900*. '55 Fairlane (8) 4-dr., 
$1,700*; Custom (8) 4-dr., $1,485*; Cus- 
tom (6) 4-dr., $1,340; Main (6) 2-dr., 
$1,160. '53 Custom (8) 2-dr., $820*; Cus- 
tom (6) 2-dr., 3650. °52 Crest (8) Vic- 
toria, $720*. '51 Custom (8) Victoria, 
$510*, $470; 4-dr., 2 at S380*; 2-dr., 
$360*; Custom (6) 2-dr., $425; Deluxe 
(8) 2-dr., $280. '50 Custom (8) 4-dr., 
$350; 2-dr., $320, $245; Deluxe (6) 2-dr., 
$160. °49 Custom (6) 4-dr., $100. ‘47 
Deluxe (8) station wagon, $200. 


HUDSON—'54 Super Wasp coupe, $1,100*. 
KAISER—’53 Deluxe 4-dr., 
LINCOLN—’53 Capri Sport coupe, $1,210* 


$330. 


(ps). '50 Cosmopolitan 4-dr., $280*. 


MERCURY—’56 Monterey coupe, $2,550*. 
’53 Monterey Sport coupe, $1,100*. ‘51 
4-dr., $400*, $300*; 2-dr., $400*. ’50 2- 
dr., $260*, $230. 

NASH—'50 (600) 4-dr., $110*. 

OLDSMOBILE—’56 (88) Holiday, $2,850* 
(ps), $2,635, $2,620*. °55 (98) Holiday, 


$2,300* (ps). ’51 (88) 4-dr., $470*; 2-dr., 
$450*; (98) Holiday, $350*. 

$235*. °50 
4-dr., $160*. 

$440. °53 
$965; Cran- 
‘51 Cambridge 


Cambridge station wagon, 
brook club coupe, $635. 
station wagon, $450. 
Catalina, 
$2,120* (ps); Chieftain (8) Catalina, $1,- 
735. °54 Star Chief (8) 4-dr., $1,160* 
(ps). °52 Chieftain (8) 4-dr., $700*, 
$650*; conv., $500*. ’51 Silver Streak (8) 
4-dr., $480; 2-dr., $385, $340*. '50 Silver 
Streak (8) 2-dr., $280*. 

’52 Commander 4-dr., 
$335*; Champion 4-dr., $300. 

%-ton pick- 
up, $260. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 


day. Prices are for sale of Nov. 14.) 


(Sold 235 cars out of 300 offerings.) 
$3,230* (ps). 
’55 Special 4-dr., $2,350*; Century 4-dr., 
$2,325* (ps); Super Riviera, $2,300* (ps). 
"54 Special 4-dr., $1,360*, ’53 Special 2- 
dr., $945*. '52 Super Riviera, $600*. °51 
Special 4-dr., $445*. '50 RM 4-dr., $355*. 
(62) club coupe, $4,755* 
coupe de Ville, $4,475* 
(ps), $4,200* (ps); 4-dr., $4,025* (ps); 
club coupe, $3,950* (ps); 2 at $3,900* 
(ps), $3,795* (ps), $3,725* (ps). ’54 (62) 
coupe de Ville, $3,375* (ps); club coupe, 
2 at $3,125* (ps). 


(ps). '55 (62) 


CHEVROLET—’56 Bel Air (8) Sport coupe, 


$2,550* (ps), 2 at $2,455* (ps), $2,420*, 
$2,150* (ps); 4-dr., $2,480* (ps), $2,325*; 


Two-ten (8) Handyman, 2 at §$2,350*, 
$2,310; One-fifty (6) 2-dr., $1,840. '55 
Bel Air (8) Sport coupe, $2,140* (ps), 


$2,100* (ps), 2 at $2,020*, 2 at $1,930*; 
Bel Air (6) 4-dr., $1,960*, $1,750*; Two- 
ten (8) 4-dr., $1,700*, 2 at $1,650*, 3 at 
$1,565*; One-fifty (6) club coupe, $1,195. 
’54 Bel Air 4-dr., $965; Two-ten 2-dr., 
$970, $910, $895. '53 Bel Air 4-dr., $925. 
$1,000* (ps). 
*51 NY 4-dr., $470* (ps), $460; Windsor 
club coupe, $350*; 4-dr., $250*. 


DeSOTO—’56 Fire Dome (8) station wagon, 


$3,380* (ps). ’55 Fire Dome (8) 4-dr., 
$2,100* (ps). '53 station wagon, $1,400. 
"50 Custom 4-dr., $310". 


DODGE—’56 Coronet (8) 4-dr., $2,105. '55 


Coronet (8) Hardtop, $1,935*; Royal 4- 
dr., $1,880; Hardtop, $1,875. °54 Royal 
4-dr., $1,200". °53 Meadowbrook 4-dr., 
$620*. 

$2,- 


(Continued on Page 37, Col. 1) 
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y, 
i Hi If you don’t want a woman to say “‘time’s up’”’, talk 
: to her in her own language. Don’t forget, your 


advertising asks her to give you some of her precious 
time. She’s more apt to do it if she sees that you 
understand her. 


@ =A woman spends lots of time with her favorite magazine, 


" Ladies’ Home Journal.* She knows that every idea there : 
has been selected just for her. So she puts herself 
n- more easily into the situations she finds there . . . 
; including advertising situations. f 
2 ‘In the Journal, ideas for women sprout like parking ; 
= meters on Woodward Avenue. If you have an idea for , 
-? her—such as a new car—she feels like trying it. Hy 
) And buying it. G 
: *Among all women’s magazines, Ladies’ Home Journal is: i 
No. 1 in circulation ; H 
Ds No. 1 in newsstand sales t 
at No. 1 in advertising revenue 
5. 
5 
* | Never underestimate the power of the No. 1 magazine for women... : 
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ADAPTER — The Offenhauser 2 by 4 
Adapater is said to permit the mounting 
of two 3-bolt carburetors in place of a 
single quad carburetor. This is said to be 
particularly useful in competition where it 
is desirable to mount four duplex carbure- 
tors on a dual-quad manifold for use with 
blended fuels. Made of aluminum alloy, 
the item comes complete with studs and 
Allen screws. Offenhauser Equipment 


Corp., 5156 Alhambra Ave., Los Angeles 
32, Calif. 






TORCH HOLDER — The All-Angle-Torch- 
older is designed for propane torches and 
can be adjusted by moving up or down. 
Adjustment can be changed without loosen- 
ing wing nut, it is claimed. Torch may 
also be rotated in holder. A 4 by 6-inch 
soldering table comes with the unit. Adams 


Products Co., 
Conn. 


119 Ann St., Hartford 3, 


* * * 


Choldun Announces 
Leather Cleaner 


The chemical division of Choldun 
Mfg. Corp. has announced addition 
of Leather Magic to its line of 
automotive chemicals, available in 
16-ounce bottles and one-gallon 
cans. 

It cleans, softens and protects 
leather, the firm said. For catalog 
write Choldun Mfg. Corp., Chemical 
Division, 331 East St., New Haven, 
Conn. 





BELT SANDER—A heavy-duty belt sander 
and brake shoe burnisher with a built-in 
dust collector is now available. Power is 
supplied with Y h.p., 3,750 r.p.m. motor 
to operate the sander, and a second %4 
h.p., 3,750 motor with rotary fan to oper- 


ate the dust collecting unit. Standard 
makes of belts 3 inches wide and 48 
inches long will fit. Sander to accommo- 
date different size belts quoted on request. 
Floor space needed is 22 by 24 inches. 
Star Machine & Tool Co., 201 S. E. Sixth 
St., Minneapolis, Minn. 
a 


Auto Display Turntable 


Requires no Installation 
An automobile display turntable 


said to require no installation or 
mounting has been marketed by 


Turntable Specialties Co. 


The unit is 13 feet long, 8% 


inches high, weighs 870 pounds and 
has a turning rate of 1% r.p.m. By 
removing two bolts from the center 
portion of the drive-on angles, the 
turntable will separate into three 





moved about by two men, it is 
claimed. Turntable Specialties Co., 
4826 Fairlawn Dr., La Canada, 
Calif. 





TIRE INFLATOR—Made of high-pressure, 
flexible tubing with rust-proof brass fit- 
tings, the Spare-Air is designed to trans- 
fer air from the spare tire to a flat tire 
through natural equalization of pressure, 


it is claimed. It is said to provide tem- | 


porary inflation to permit movement of 
vehicle out of traffic to a safe place for 
repairs. It can be used on both conven- 
tional and tubeless tires. Trucktor Corp., 
Mountainside, N. J. 


- HEATER—Secondary insulation has been 
added to this all-metal far-infrared electric 
radiant heater to permit its use in series 
on circuit voltages up to 600 volts, it is 
claimed. The heating element is said to 
be fully enclosed for protection from mois- 
ture, is shockproof and resists breakage 
and vibration. Heat is emitted in a wave 
length that heats all colors, fluids and most 
transparent materials with practically the 
same speed and ease, it is claimed. 
Marketed under the trade name Chroma- 
lox Metaray Lamp Replacement Element, 
the heaters are available in ratings from 
375 to 1,200 watts for 120 to 600-volt in- 
stallations. Edwin lL. Wiegand Co., 7500 
Thomas Bivd., Pittsburgh 8, Pa. 

oe 


Bowser Adds Incinerators 


The incinerator division, Bowser, 
Ine., has announced addition of 
three commercial units suitable for 
use by factories, restaurants, 
schools, hospitals, etc. According to 
Bowser, they meet air-pollution and 
smoke-abatement regulations. More 
information may be obtained from 
Bowser, Inc., Incinerator Division, 
1335 W. Randolph St., Chicago, IIl. 





GROOVE GUARD RING — A chrome 
plated groove guard ring, which is said 
to provide a superior repair of worn piston 
top grooves, and also acts as an auxiliary 
compression ring, has been added to the 
Ramco line. The ring is not just a spacer, 
but improves performance of the ring 


assembly by adding two extra contacts to 
the cylinder wall, it is claimed. Ramsey 
Corp., 3693 Forest Park Bivd., St. Louis 8, 


llunderside of the adapter permits | 
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WHEEL COVER—The Spokesman Cover- | 


All is a wheel cover designed to cover 
rims, balance weights and valve stems. 
Made of special aluminum alloy said to 
have three times the salt-spray resistance 
of any chrome plated product now in use, 
the unit is available in either silver or | 
gold finish. Throw-proof and rattle-proof, 
the cover is mounted on the wheel with a 
special, patented spring clip arrangement. 
Gar Wood Industries, Inc., 800 Lowell St., 
Ypsilanti, Mich. 
* * * 


Stainless Steel Adapters 


Marketed for Dual Exhausts 


Richards & Stephens Co., Chi-| 
cago, has announced that it is mar- | 
keting stainless steel units to adapt | 


| and interchangeable self-centering chucks 
| to accommodate 


| Model 1000A, it cross cuts to any depth 
| up to 5/16 of an inch on both in and out 





shop exhaust collectors to dual ex-| 
hausts built into bumpers. | 


The firm said an opening in the} 


exhaust testing while the unit is 
attached. Additional information 
may be obtained from Richards &| 
Stephens Co., 1565 Hollywood Ave., | 
Chicago 26, Ill. 
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SOLDER GUN—Hexacon has marketed a 
solder gun with Yg of an inch Lifetime tip 
made of special alloy that cannot: wear, 


| corrode or bend, it is claimed. The gun is 


said to be soldering-hot in a few seconds, 
without the use of heavy transformer or 
fragile thermostat. Weighing 8 ounces, it 


|is rated at 150 watts and available for 


120 volts; operates identically on D. C. as 
well as A. C., any cycle. Hexacon Electric 


Co., 517 W. Clay Ave., Roselle Park, N. J. 


* * * 





FUEL PRESSURE REGULATOR—The Econ- 
O-Miser is said to save one gallon of gas 
in every 10. The ‘‘secret’’ is described as 
a built-in precision diaphragm that auto- 
matically regulates fuel-air mixture and 
gas flow for every driving and weather 
condition. By eliminating excessive pres- 
sure on the carburetor, the unit prevents 
flooding, carburetor loading, vapor lock 
and fuel pump pulsations or “surge,” itis 
claimed. Carparts Corp. 12381 Wilshire 
Bivd., Los Angeles 25, Calif. 

¢ @ 


Storm-Vulcan Markets 


>| Dynomaster Test Stand 


Storm-Vulcan is now offering the 
model D-1 Dynomaster engine 
run-in and test stand for all auto- 
motive and truck gasoline engines. 

The Dynomsater is recommended 
for testing of the mechanical excel- 
lence and satisfactory performance 
of rebuilt engines. Some of the 
features and advantages of this 
machine are: Completely flushes 





| ton on the front of the compass. Batteries 





without oil pan; tests entire lubri- 
cation system and provides means 
for adjusting oil relief valves, and 
tests valves, tapets, and push rods, 
it is claimed. Storm-Vulcan, Inc., 
2225 Burbank St., Dallas, Tex. 








PARTS CLEANER—Parko Solvent Cleaner 
is formulated with two main ingredients: 
Volatile solvents which lift foreign matter 
from the metal without dissolving it, and 
a chromic sealer which floats on top and 
prevents evaparation of the solvents, it is 
claimed. Said to be extremely fast acting, 
non-corrosive and long lived even in open 
containers, the cleaner is supplied in gal- 
lon cans and in three and five-gallon 
drums with self-contained dipping baskets. 





TIRE DE-SKIDDER—The John Bean De- 
Skidder employes a hydraulically operated 
boom for quick and easy tire mounting, 


tires with or without 
wheels or rims, it is claimed. Known as 


strokes, slitting from a minimum of one z ods 
cut per 1% en te @ Gtalbun ot ii Park Chemical Co., 8074 Military Ave., 
cuts per inch. The minimum time required Detroit 4, Mich. 
to treat a tire with 8,000 cuts is 3% eee 
minutes, it is claimed. John Bean division, 
Lansing, Mich. 

* 


Minit Develops Chemical 
For Degreasing Engines 


A chemical spray for degreasing 
engines and machinery has been 
developed by Minit Spray Corp. 

Sprayed on a warm engine, the 
chemical, called Spraint DeGreaser, 
is washed off with a water hose 
after being allowed to stand for 15 
to 20 minutes. One 12-ounce can is 
said to be enough for a car or truck 
engine. Minit Spray Corp., 945 
George St., Chicago 14, Ill. 





LUGGAGE RACK—A chrome-plated lug- 
gage rack, said to add more than 150 
pounds of baggage space to the Ford 
Thunderbird, has been put on the market 
by Arnolt Corp., Warsaw, Ind. Mounted 
on the trunk lid, the rack attaches easily 
to all models, it is claimed. It is made of 
chrome-plated steel tubing with aluminum 
rear support brackets. 


* * * 


* * * 


Note Pad Clips to Phone 


The Phone-Handy-Jotter, a reel- 
type note pad which clips to the 
base of desk phones, has been 
marketed by Accessory-Makers, 
Inc., 15829 James Couzens High- 
way, Detroit 38, Michigan. 


* * * 


HOSE CLAMP—ldeal Corp. has changed 
the design of its Snaplock swivel-action 
hose clamp. The principal change is said 
to be in the housing, which is now lower, 
streamlined and of seamless construction, 
completely eliminating the use of rivets. | 
Elimination of the rivets, it is said, results 
in smoother operation of the swivel screw, 
permitting faster installation and removal 
than previously. Ideal Corp., 415 Liberty 
Ave., Brooklyn 17, N. Y. 

=. & 








WHEEL ALIGNER KiT—Visualiner Change- 
over kits, said to bring old-style mechani- 
cal wheel aligners up to date, have been 
marketed. Designed for all standard rack- 
type mechanical aligners, the kits contain 
John Bean Visualiner heads, stands and 
background units for easy conversion to 


the faster, more accurate Beam-of-Light 
Visualiner aligning system, it is claimed. 
The kits include the John Bean remote 
control unit. John Bean division, Food 
Machinery and Chemical Corp., Lansing, 
Mich. 

a oe 


Grey-Rock Division Issues 


Brake Service Manual 


The 11th edition of the Grey-Rock 
Brake Service Manual has been 
published by the Grey-Rock division 
of Raybestos-Manhattan, Inc., Man- 
heim, Pa. 

The 60-page book contains adjust- 
ment procedure on all brakes for 
all makes and models of automo- 
biles, some as far back as 1934, as 
well as complete data on brakes, 
brake systems and brake system 
components for trucks, buses and 
are sufficient for approximately 6,000) trailers. Copies are available from 





AUTO COMPASS — The Airway self- 
illuminating compass features a vacuum 
cup mounting, reinforced with a special 
plastic cone to assure rigid installation on 
any smooth surface, it is claimed. The 
compass card is lighted by pressing a but- 


| 
i 
| 
| 


inner engine with oil under rs 


parts allowing it to be readily| Mo. sure; engines are tested with or| readings. Sherill Products Co., Mexico, Ind.| Grey-Rock distributors. 


eer Rp ter 












i 


eT Sa = 


sv = & 


tier ww eet 


rere a 








525*; Fairlane (8) Victoria, $2,420* (ps), 
$2,335*; Custom (8) 2-dr., $2,085, $1,965. 
55 Fairlane (8) 4-dr., $1,850* (ps), 
$1,665; Custom (8) 2-dr., $1,590*%, 2 at 
$1,575, $1,405; Main (6) 4-dr., $1,305. 
54 Main (8) Ranch Wagon, $1,455*, 
$1,350*, $1,225; Crest (6) 4-dr., 2 at 
$1,045. °53 Crest (8) Victoria, $955. °52 
Crest (8) Victoria, $735; Custom (6) 
2-dr., $560. 
HUDSON—’51 Hornet coupe, $320°*. 


KAISER—’51 4-dr., $155. 

MERCURY—’56 Montclair Sport coupe, $2,- 
735*, $2,650*. '55 Montclair 2-dr., $2,- 
285* (ps). '54 Custom Sport coupe, $1,- 
300. °'53 Monterey Hardtop, $1,275*; 
Custom 2-dr., $955. '52 Monterey 4-dr., 
$735*. ’51 4-dr., $400. 

NASH—’52 Rambler Hardtop, $735. 

OLDSMOBILE—’'56 (98) Holiday, $3,380* 
(ps); (88) Super Holiday, $3,050* (ps); 
Deluxe Holiday, $2,850*, $2,790*, $2,- 
750°; 2-dr., 2 at $2,325. '55 (98) 4-dr., 
2 at $2,850* (ps); (88) Super 4-dr., $2,- 
325*, 2 at $2,210* (ps); Deluxe 2-dr., 
$2,055* (ps), $1,760". 

PACKARD—’51 (200) 4-dr., $235*. 

PLYMOUTH—’54 Belvedere conv., $1,120*; 
Savoy 4-dr., $900; Plaza 2-dr., $740. '53 
Cranbrook Belvedere, $615; Cambridge 
2-dr., $460. °'52 Cranbrook club coupe, 
$425; 4-dr., $365. '50 Deluxe 4-dr., $275. 

PONTIAC—’'56 Star Chief (8) 4-dr., $2,- 
905* (ps); coupe, $2,885* (ps). '55 Star 
Chief (8) conv., $2,070* (ps); 4-dr., $1,- 
905* (ps). °54 Chieftain (8) 4-dr., $960*. 
’53 Chieftain (8) 4-dr., $925*, $900*, 
$890. 

STUDEBAKER — '53 Commander 4-dr., 
$575. 

WILLYS — '56 %-ton pickup, $1,875. ‘52 
1-ton pickup, $500; Aero sedan, $465. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 16.) 
(Entries were very clean and prices 
were slightly higher on clean ’53 and ’54 
models, Sold 46 cars out of 51 offerings.) 
BUICK—’55 Century Riviera, $2,270*. '53 
RM 2-dr., $1,050* (ps); Special 2-dr., 
$885. '52 Super Riviera, $600. ‘51 Super 
Riviera, $570. °50 Special 2-dr., $145. 
’49 RM conv., $125. | 
CHEVROLET—’54 Bel Air 4-dr., $1,005*; | 
2-dr., $1,000*; Two-ten 2-dr., $865; 4- 
dr., $835. °53 Two-ten station wagon, | 
$900*; club coupe, $785* (ps); 4-dr., 
$685, $650; 2-dr., $695; Bel Air 2-dr., 
$865*; 4-dr., $735. °52 SL Deluxe 4-dr., | 
$485. '50 SL Deluxe Bel Air, $160. 
DODGE—’'52 Coronet 4-dr., $365*. 
FORD—’56 Country sedan, $2,425*; Cus- 
tom (8) 4-dr., $1,965*. '55 Custom (8) 
4-dr., $1,425. ’54 Crest (8) 4-dr., $850. 
’53 Custom (8) 2-dr., $750, $735; 4-dr., 
$625*. ’52 Custom (8) 4-dr., $600. '51 
Custom (8) 4-dr., $290; Custom (6) 2- 
dr., $165. 
MERCURY—’51 Custom 4-dr., $425, $325. 
NASH—’55 Rambler station wagon, $1,510. 
PACKARD—’51 2-dr., $325. 
PLYMOUTH—'53 Cambridge 4-dr., $450. 
PONTIAC—’54 Chieftain (8) club coupe, 
$1,300*. '53 Chieftain (8) 4-dr., $385*. 
’51 Catalina, $309. '50 Silver Streak (8) 
2-dr., $175. 
STUDEBAKER—’54 Champion club coupe, 
$880°*. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every | 
Tuesday. Prices are for sale of Nov. 15.) 

('53s and ’54s picking up a little. ’49s 
through ‘51s still good. A blizzard here 
teday cut down consignments. Sold 67 
cars out of 119 offerings.) 

BUICK—’55 Super Riviera, $2,270* (ps). 
’54 Super 4-dr., $1,640*. °53 Super 4-dr., 
$1,145*. '52 Super 4-dr., $810*. '51 Super 
2-dr., $520*. '50 RM 4-dr., $280*. °49/ 
Super 4-dr., $130*. | 

CADILLAC—’56 (62) coupe de Ville, $5,- 
510* (ps). ’55 (62) coupe de Ville, $4,-| 
040* (ps). °54 (62) 4-dr., $2,805* (ps). | 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
645*; Two-ten (8) Delray, $1,475*; 4-dr., 
$1,420, $1,410. '54 Two-ten 4-dr., $920. 
"53 Two-ten 4-dr., $740, $725*. °52 SL) 
Deluxe 4-dr., 2 at $510. '51 SL Deluxe 
2-dr., $430*. ’°50 SL Deluxe 4-dr., $300. | 
49 SL Deluxe 2-dr., $200, $150. | 

CHRYSLER — ‘53 NY 4-dr., $610*. °49) 
Windsor 4-dr., $210*. | 

DeSOTO—’'53 Fire Dome (8) 4-dr., $740*. 
"52 Custom 4-dr., $445*. ‘49 Custom 
4-dr., $205*. | 

DODGE—’52 Coronet 4-dr., $500*. 50 De- | 
luxe 2-dr., $160*. 

FORD—’'56 Custom (8) 4-dr., 2 at $1,845*. 
'55 Fairlane (8) 4-dr., $1,610*, $1,580*; 
Custom (8) 4-dr., $1,550", $1,500. °54| 
Custom (8) 4-dr., $1,090*, $1,020, $990; 
Main (8) 4-dr., $895*. ’53 Custom (8) 
4-dr., $690*. '52 Custom (8) 4-dr., $500*. 
*51 Custom (8) conv., $360*; 2-dr., $350*. 

HUDSON—’53 Hornet 2-dr., $600*. 

KAISER—'51 Deluxe 2-dr., $175*. 

MERCURY—’54 Monterey 4-dr., $1,460*. 
‘53 Custom 4-dr., $1,045*. 

NASH—’51 Custom 4-dr., $260. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
110*; Deluxe 2-dr., $1,970%. °'54 (88) 
2-dr., $1,590*. ‘51 (88) Super 4-dr., 
$510°*. 

PACKARD—’51 4-dr., $200. 

PLYMOUTH—’'55 Savoy (8) 4-dr., $1,580*. 
"54 Plaza 4-dr., $810. '53 Cambridge 4- 
dr., $500. ’51 Cranbrook 2-dr., $260. '50 
Deluxe 2-dr., $175. 


Used-Car Auction Prices 


(Continued from Page 34) NASH—’53 Rambler 2-dr., $525. 





PONTIAC—’'53 Chieftain (8) 4-dr., $890*, 
$850*. '52 Chieftain (8) 4-dr., $600*. '51 
Silver Streak (8) 4-dr., $440*. ’49 Silver 
Streak (8) 4-dr., $140*, $100°*. 

STUDEBAKER—’'50 Champion 2-dr., $150*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Nov. 15.) 

(Prices and demand good; supply low. 
Sold 61 cars out of 74 offerings.) 

BUICK—’55 Special 2-dr., $2,405*, $2,260; 
Super 2-dr., $2,210* (ps). °’54 Special 
4-dr., $1,615* (ps), $1,345*; Century 4- 
dr., $1,400*. '51 Super 4-dr., $475, $430, 
$425, $400. °50 Super 4-dr., $250. °49 
Super 4-dr., $220. 

CHEVROLET—’'54 Bel Air 2-dr., $885. '53 
Bel Air 2-dr., $900*; One-fifty 4-dr., $725, 
$675; Two-ten 2-dr., $705. '52 SL Deluxe 
2-dr., $500. "51 SL Deluxe 4-dr., $325. 
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HUDSON—’52 Wasp 4-dr., $360; Hornet 
2-dr., $290. '51 Wasp 4-dr., $135. 


KAISER—’52 Manattan 2-dr., $330. 

MERCURY — ’56 Monterey 2-dr., $2,720* 
(ps). °55 Monterey 2-dr., $2,290* (ps). 
’54 Custom 2-dr., $1,195*. °51 Custom 
2-dr., $435*, $390*, $380°. °50 Custom 
2-dr., $180. 





OLDSMOBILE—’55 (88) Holiday, $2,500* 

DeSOTO—’51 Deluxe 4-dr., $370, $290. '50 (ps). *52 (88) Holiday, $925*, $830*, 

Deluxe 2-dr., $305. $685*. °50 (88) Holiday, $275*. '49 (88) 
DODGE—'55 Meadowbrook 2-dr., $1,450. PAORAND 60 Cilener sony $1,620° 

‘53 Meadowbrook 2-dr., $510; Coronet PLYMOUTH — ’54 Savoy 2-dr., $845. °53 

4-dr., $495. Cambridge 2-dr., $475. °51 Cranbrook 
FORD—’56 station wagon, $2,130. '55 Cus- 4-dr., $300, $290. °49 Cranbrook 4-dr., 

tom (8) 4-dr., $1,990*; Custom (6) 4-dr., $180. 

$1,465. °54 Crest (8) Victoria, $1,200*. | PONTIAC—’'55 Chieftain (8) 4-dr., $1,985°. 

’53 Main (8) station wagon, $850. ’52 ’53 Chieftain (8) 4-dr., $910*. ’51 Silver 

Main (6) 2-dr., $450. ’50 Custom (8) Streak (8) 2-dr., $475*, $315. 

2-dr., $295; Custom (6) 2-dr., $130. '49 | STUDEBAKER—’54 Champion 2-dr., $880, 

Deluxe (6) 4-dr., $140. '46 2-dr., $130. $795. ’51 Champion 2-dr., $240. ’50 Com- 








mander 2-dr., $115. 690*, $1,685; Sport coupe, $1,675, $1,645, 
MISCELLANEOUS— 48 Austin 2-dr., $135. $1,615; Bel Air (6) 4-dr., $1,575*%. °54 
Bel Air Sport coupe, $1,440* (ps); 4-dr., 

CHICAGO $1,095*; Two-ten 4-dr., $1,060*, $1,020° 

(ps), $1,020*, 2 at $1,015, $1,010*, $1,- 

(Arena Auto Auction, Sale every Tues- 005*; Sport coupe, $900, 2 at $895; One- 


day. Prices are for sale of Nov. 15.) fifty Handyman, $925. ’53 Bel Air Sport 
(Sold 301 cars out of 427 offerings.) coupe, $995*; 4-dr., $770* (ps); conv., 
BUICK — '55 RM Riviera, $2,525* (ps); $770* (ps); Two-ten 2-dr., $785, 


Super Riviera, $2,250* (ps); Special Rivi- | CHRYSLER—’53 NY station wagon, $1,- 
era, $2,215*; Century Riviera, $2,200*. 045*; Newport, $1,005*; Windsor New- 
’54 RM Riviera, $1,715* (ps); Super] port, $950*; 4-dr., $930* (ps), 2 at $705"; 
Riviera, $1,670* (ps); Special Riviera, conv., §700*. ‘'51 Windsor Newport, 
$1,575*; 2-dr., $1,350* (ps). ‘53 Super $435*; NY 4-dr., $325*. 


Riviera 2-dr., $1,000* (ps). DeSOTO—’54 Fire Dome (8) 4-dr., $1,040*. 

CADILLAC—’55 Eldorado conv., $4,550* ‘53 Fire Dome (8) 4-dr., $805*, $800*. 
(ps); (62) coupe de Ville, $4,050* (ps), ’52 Custom 4-dr., $395*. °51 Custom 4- 
$4,015* (ps), $3,915* (ps), $3,885* (ps); dr., $315*, $305*. '50 Custom club coupe, 
coupe, $3,690* (ps), $3,610* (ps), $3,- $265*. 


550* (ps). °54 (62) coupe, $3,100* (ps); | DODGE—’54 Royal (8) 4-dr., $975*. ’53 

(60) Special 4-dr., $3,050* (ps). ’53 (62) Coronet 2-dr., $695*; 4-dr., $690*, $665*. 

4-dr., $1,810* (ps). ’52 Coronet 4-dr., $395*, $375*; Mead- 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- (Continued on Page 38, Col. 1) 
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Dallas’ STATE FAIR OF TEXAS: 


WORLD'S LARGEST 
STATE FAIR! 


TEXAS CAME TO DALLAS at Fair-time! 
Highways jammed .. . bus lines, railroads, air- 
lines operated at capacity and beyond . . . hotels 
overflowed! The fairgrounds became a giant, 187- 
acre anthill of people bent on seeing everything: 
The Pajama Game, Ice Capades, agricultural and 
industrial exhibits, the Foods Show, football 
games, the Automobile Show, the museums. 
Nobody missed the Million-dollar Midway — the 
biggest, brightest fun zone in America! For sixteen 
mid-October days the Texas State Fair and Dallas 
packed ’em in! 


COMING TO DALLAS for entertainment 
is an old North Texas custom, for North Texans 





Over 2,500,000 people 
visited this year’s State Fair. Biggest 
day — 323,224 attendance — set a 
new world’s record for 
annual expositions! 
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depend on Dallas for all their big, metropolitan 
city needs. Dallas business owes its extra bigness 
to their spending, which, according to Consumer 
Markets, accounts for 38.1% of Dallas’ retail sales 
volume! 


TO MAKE DALLAS BUSINESS BIGGER 
than Dallas, advertise in the Newspaper North 
Texans read to keep up with their Dallas in- 
terests— The Dallas Morning News —the only 
newspaper with the circulation and reach to 
deliver both Dallas and the larger, richer 72- 
county Dallas Market! 


IF YOU'D LIKE TO KNOW MORE about making 
your Dallas business bigger, ask your nearest News 
representative — or query our fact-ferreting research 
staff direct, addressing the Advertising Director. 





ONLY THE DALLAS NEWS COVERS 
THE BIGGER DALLAS MARKET 


Ghe Dallas Morning News 


DALLAS’ LARGEST NEWSPAPER: More people BUY 


The News ... more people READ The News... more 


people are INFLUENCED by The News than any other North Texas Newspaper. 





CRESMER & WOODWARD, INC., National Representative *« New York « Chicago + Detroit +» Atlanta +» Los Angeles « San Francisco 
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Used-Car Auction Prices 





(Continued from Page 37) 


owbrook 4-dr., $325*. 

FORD—’'56 Fairlane (8) Victoria, $2,370* 
(ps). '55 Thunderbird, $2,465*; Fairlane 
(8) Crown Victoria, $1,865*; Victoria, 
$1,650*; Country sedan, $1,625; Custom 
(8) 4-dr., $1,485; Main (6) Ranch Wag- 
on, $1,475. '54 Country sedan, $1,445*; 
Custom (8) 2-dr., $1,065*, $995; 4-dr., 
$1,040, $1,030. 

HUDSON—’55 Rambler 4-dr., $1,370*; 2- 
dr., $1,020. '54 Hornet- Hollywood, $945*; 
4-dr., $860*. 

LINCOLN—'54 Capri coupe, $1,925* (ps). 
53 Cosmopolitan 4-dr., $1,300*; coupe, 
$1,075*. '52 Capri 4-dr., $850*, $775*. 

MERCURY—’56 Montclair coupe, $2,795* 
(ps). '55 Montclair coupe, $2,390* (ps); 
conv., $2,105* (ps); 4-dr., $1,895*; 2-dr., 
$1,595. '54 Custom station wagon, $1,- 
665*; Monterey coupe, $1,545*, $1,495*, 
$1,480*, $1,435°*. 

OLDSMOBILE—’56 (88) Holiday, $2,760* 
(ps). '55 (98) 4-dr., $2,305* (ps); (88) 
4-dr., $2,165* (ps). '54 (98) 4-dr., $1,- 
980* (ps); (88) 4-dr., $1,755* (ps); Holi- 
day, $1,710*; 2-dr., $1,545*. °53 (88) 
4-dr., $1,225*, $1,120*. °52 (98) conv., 
$620*. '51 (98) 4-dr., $500*. 

PACKARD—’53 Clipper 4-dr., $930*, $725*. 
"52 4-dr., $500*, $370°*. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,430, 
$1,310. '54 Belvedere station wagon, $1,- 
275* (ps); Sport coupe, $820*; Savoy 
4-dr., $975, 2 at $815; Plaza 4-dr., $720, 
$710, $685, $270. '53 Cranbrook 4-dr., 





$640, $540; Cambridge 4-dr., $550. ’52 
Cranbrook conv., $340. 
PONTIAC — ’'55 Star Chief (8) Catalina, 


$2,100*; Chieftain (8) 2-dr., $1,550°. °54 


Star Chief (8) Catalina, $1,625* (ps); 
conv., $1,425*; 4-dr., $1,415*, $1,360°*; 
Chieftain (8) 4-dr., $1,135*, $975; 2-dr., 
$945°. 

STUDEBAKER — ’51 Commander club 
coupe, $225*. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every Tues- 

day. Prices are for sale of Nov. 15.) 
(Sale a little off this week as we have 

been having 60 percent sales due to rain. 

Sold 47 cars out of 101 offerings.) 

BUICK—’50 Special 2-dr., $115. 

CADILLAC—’50 (61) 4-dr., $950*. 
dr., $225. 

CHEVROLET—’54 Two-ten 2-dr., $980. '53 
Two-ten 2-dr., $785, $655, $515. ’°52 SL 
Deluxe Bel Air, $735. ’51 SL Deluxe Bel 
Air, $565; 4-dr., $360; 2-dr., $355; conv., 
$270; %-ton pickup, $360. 50 SL Deluxe 
4-dr,, $300; %-ton pickup, $290. '49 SL 
Deluxe 4-dr., $170; 2-dr., $160. ’48 
2-dr., $225, $200. ’47 2-dr., $175. 

DeSOTO—’46 station wagon, $250. 

DODGE—’53 Coronet 4-dr., $600. 

FORD—’53 Crest (8) Victoria, $990; 2-dr., 
$815. '52 Custom (8) 2-dr., $480. ’51 Cus- 
tom (8) 4-dr., $600; 2-dr., $300; station 
wagon, $280. '50 Custom (8) 2-dr., $460, 


"47 4- 


$425; Custom (6) 2-dr., $185; 4-dr., $290. 
"49 44-dr., $145. °46 2-dr., $107. ‘30 
Model A sedan, $210. 


MERCURY—’51 2-dr., $440. '47 4-dr., $210. 


OLDSMOBILE — ’'50 (88) 4-dr., $575*; 
Hardtop, $335*. 
PLYMOUTH — '53 Cranbrook 2-dr., $485. 


"50 Cambridge Business coupe, $250. '49 


4-dr., $105. 
PONTIAC—’'53 Chieftain (8) 2-dr., $660. 
STUDEBAKER — °'52 Commander club 
coupe, $240. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Nov. 18.) 
BUICK—’53 Super Riviera, $1,250; 4-dr., 

$810*. 51 RM sedan, $340*. '50 Special 

sedan, $365*, $285. ‘49 RM conv., $115. 
CADILLAC—’53 (60) Special sedan, $2,- 

200* (ps). '51 (62) sedan, $1,200*, $1,- 

050°. '47 (75) sedan, $500°. 
CHEVROLET—’56 Two-ten (6) 2-dr., $1,- 

680. '54 Two-ten 2-dr., $895; Bel Air 

Hardtop, $1,225*; One-fifty sedan, $740. 

53 Two-ten 2-dr., $720, $560; station 

wagon, $1,000%. '52 SL Deluxe 2-dr., 

$600, $460; club coupe, $475. '51 SL De- 
luxe station wagon, $600; 2-dr., $425°*, 
$390, $355, $340, $255. '49 SL Special 
2-dr., $100; SL Deluxe 2-dr., $200. 
CHRYSLER — ’51 Windsor sedan, $525*; 

NY sedan, $410*. 50 NY sedan, $270*. 

DeSOTO — '53 Powermaster sedan, $735*, 


$710. '51 Custom sedan, $335. °50 Cus- 
tom sedan, $285. 
DODGE—’51 Meadowbrook sedan, $300*. 


’50 Coronet sedan, $225°*. 

FORD — ’54 Crest (8) Victoria, $1,300*; 
Country sedan, $1,295; Custom (8) se- 
dan, $800. ’'53 Custom (6) sedan, $640*. 
’52 Custom (8) sedan, $605; Custom (6) 
sedan, $450. '51 Custom (8) station wag- 
on, $450; Deluxe (8) sedan, $285; Custom 





(6) sedan, $245. °50 Custom (6) sedan, 
$185, $120; Deluxe (8) sedan, $180. '49 
Custom (8) conv., $240*; Custom (6) 
sedan, $130. 

HUDSON—’52 (6) sedan, $290. ‘49 (6) 
sedan, $185. 


KAISER—’51 traveler, $120. 

MERCURY—’56 Monterey Hardtop, §2,- 
550*. '55 Custom Sport coupe, $1,825*. 
54 Monterey Hardtop, $1,300. '53 sedan, 
$830*. ’50 club coupe, $240. ‘49 sedan, 
$170*; conv., $105*. 


NASH—’53 Ambassador sedan, $675*. °52 


Statesman sedan, $450*,. °51 Statesman 
sedan, $215, $175. 
OLDSMOBILE — '55 (88) Super Holiday, 


$2,145*. '53 (88) sedan, $1,090*. ’52 (98) 
sedan, $800*. '49 (88) conv., $100*. 

PACKARD—’53 sedan, $625*. °'51 sedan, 
$425°*. 

PLYMOUTH—’55 Savoy (8) sedan, $1,- 
325; Belvedere (8) sedan, $1,470. ’53 
Cambridge sedan, $450. ‘52 Cambridge 
sedan, $335. '51 Cambridge sedan, $320; 
Cranbrook sedan, $300; Hardtop, $280. 
’50 Deluxe sedan, $235. '49 Deluxe sedan, 
$125. 

PONTIAC—’'53 Chieftain (8) Catalina, $1,- 
015*. °50 Silver Streak (8) sedan, $210. 
49 Silver Streak (8) sedan, $225*; Sil- 
ver Streak (6) club coupe, $150. 

STUDEBAKER—’54 Commander Hardtop, 


$990*. '50 Champion sedan, $110*; Com- 
mander coupe, $160. 
MISCELLANEOUS — '52 Henry J sedan, 
$165. 
OMAHA 


(Richard Abel Auto Auction. Sale every 


| Thursday. Prices are for sale of Nov. 17.) 


(Market up; good buying power. Sold 
78 percent of offerings.) 
BUICK—’55 Century Riviera, $2,305*, $2,- 
205; 4-dr., $2,210* (ps); Special Riviera, 








WyMAN-GoORDON furnished the first heat 


treated crankshaft, forged the first six-throw 


crankshaft, forged the first eight-throw crank- 
shaft, forged the first crankshaft with integral 
counterweights, and today forges a larger 


quantity and a greater variety of crank- 


shafts than any other company in the world. 


In a crankshaft there is no substi- 


tute for a forging, and in a forging 


there is no substitute for Wyman- 


Gordon quality and experience. 


Crankshaft forgings illustrated, 






left to right, for V-8 


passenger car, diesel truck and heavy tractor engines 
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WORCESTER 1, MASSACHUSETTS 


HARVEY, ILL. sd 





DETROIT, MICH. 


CADILLAC—'55 (62) 








$2,260*. '54 RM Riviera, $1,925* (ps); 
Century 4-dr., $1,615*; Special 4-dr., $1,- 
355*, $1,252* (ps); 2-dr., $1,260*. °53 
Super Riviera, $960*. °52 Special 4-dr., 
$660*. ‘51 Super 4-dr., $455°*. 

coupe, $3,720* (ps). 
’54 (62) 4-dr., $2,885* (ps), $2,870* (ps). 
’53 (62) 4-dr., $1,870* (ps), $1,805* (ps). 


CHEVROLET—’55 Bel Air (8) Sport coupe, 


$1,875*, $1,845*, $1,830*, $1,810*, $1,- 
665*; 4-dr., $1,855* (ps), $1,500*; 2-dr., 
$1,480; Bel Air (6) 2-dr., $1,415; Two- 


ten (6) 2-dr., $1,400; One-fifty (6) 2-dr., 
$1,345, $1,310. '54 Bel Air (6) 4-dr., 
$1,160; Two-ten 2-dr., $850. '53 Bel Air 
4-dr., $885*, $845*; Two-ten 4-dr., $700*, 
$685; One-fifty 2-dr., $700. '51 SL Deluxe 
coupe, $455. ‘50 SL Deluxe 2-dr., $155. 
’49 SL Deluxe station wagon, $345; 4-dr., 
$135; %-ton pickup, $300. 


DeSOTO—'52 Powermaster 4-dr., $395. '50 


conv., $200*, 


DODGE—’'51 4-dr., $250. 


FORD—’56 Fairlane (8) Crown Victoria, 
$2,475* (ps); Victoria, $2,250°. '55 Fair- 
lane (8) Victoria, $1,925*, $1,870*; Cus- 


tom (6) 2-dr., $1,540*; 4-dr., $1,465. ’54 
Crest (8) Country Squire, $1,495; Main 
(8) Ranch Wagon, $1,135; Custom (8) 
2-dr., $945*, $890; 4-dr., $940; Main (6) 
2-dr., 2 at $860. °53 Main (8) Ranch 
Wagon, $1,070*; Crest (8) Victoria, $1,- 
050*, $950; Country Squire, $1,025; Cus- 
tom (8) 2-dr., $710*; %-ton panel, $500. 
’52 Crest (8) Victoria, $850*, $810°; 
Custom (8) 4-dr., $580*. '51 Custom (8) 
4-dr., $430*, $270*. 


HUDSON—’52 (6) 2-dr., $200. 
LINCOLN—’49 club coupe, $150*. 
| MERCURY—’55 Monterey Hardtop, $2,300* 


(ps). °54 Monterey Hardtop, $1,570*; 4- 


dr., $1,390*. '53 Custom coupe, $1,095*. 
"51 coupe, $880*, $425*. '50 4-dr., $315*. 
OLDSMOBILE — '55 (98) 4-dr., $2,550* 
(ps), $2,450* (ps); (88) 4-dr., $2,205*. 
’52 (88) Super 2-dr., $705*. ‘51 (98) 
4-dr., $535*; (88) 4-dr., $525*. '50 (88) 


club coupe, $400*; (98) 4-dr., $370*. ’49 
(76) 4-dr., $195*; (76) club coupe, $120*. 

PACKARD—’51 4-dr., $575°*. 

PLYMOUTH—’55 Savoy (8) Suburban, $1,- 
590. °53 Cranbrook club coupe, $550. ’52 
Cranbrook 4-dr., $445*; Cambridge club 
coupe, $375; 4-dr., $350. ‘51 Concord 
sedan, $495. '50 Deluxe club coupe, $340; 
4-dr., $330. 

PONTIAC—'55 Chieftain (8) station wag- 
on, $2,165*. ’54 Chieftain (8) station 
wagon, $1,300*; 4-dr., $1,065*. °52 Chief- 
tain (8) 4-dr., $680*, $625*. ‘51 Silver 
Streak (8) 4-dr., 2 at $400; Silver Streak 
(6) 2-dr., $305. 

STUDEBAKER "53 Commander 4-dr., 
$625*. ’52 Champion coupe, $330*. 

WILLYS—’52 %-ton panel, $265. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Nov. 18.) 

(Demand good. We had the largest sale 
in four months with 197 cars sold out of 


265 offered.) 

BUICK — ’'56 Super 2-dr., $3,150* (ps); 
Special Riviera, $2,825* (ps), $2,785* 
(ps). °55 RM sedan, $2,435* (ps); Cen- 
tury coupe, $2,300* (ps), $2,225* (ps); 


Special 4-dr., $2,100*. '54 Super Riviera, 
$1,700*. '53 RM Riviera, $1,200*; Special 
Riviera, $950*. 

CADILLAC—’55 (62) 4-dr., $3,825* (ps), 
$3,500* (ps). '54 (60) 4-dr., $3,200* (ps). 

CHEVROLET—’56 Bel Air (8) conv., $2,- 
250*; Two-ten (8) station wagon, $2,150. 
55 Bel Air Hardtop, $1,730*; 2-dr., $1,- 
610*, 2 at $1,500*, $1,400; 4-dr., $1,600*; 


Two-ten (8) Handyman, $1,640; 2-dr., 
$1,550*, $1,400*, $1,300, $1,230; 4-dr., 
2 at $1,350; Two-ten (6) 2-dr., $895, 
$830. °54 Bel Air 2-dr., $950*%; Two-ten 


2-dr., $895, $830. ‘53 Two-ten 4-dr., $850, 
$700; 2-dr., $750, $710*; One-fifty 4-dr., 


$525. °52 SL Deluxe Bel Air, $675*; FL 
Deluxe 2-dr., $580*. '51 SL Deluxe Bel 
Air, $385*; conv., $300. 50 SL Deluxe 
Bel Air, $354*; FL Deluxe 4-dr., $215. 
49 SL Deluxe 4-dr., $310, $275; 2-dr., 
$225. °48 FM 4-dr., $230. ’'47 FL 2-dr., 
$125. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
450°. 

DODGE—’53 Coronet sedan, $600. ’51 %- 
ton pickup, $200. 

FORD—’56 Country sedan, $2,400*, §$2,- 
310; Fairlane (8) Victoria, $2,375*; 


Town sedan, $2,170*, $2,065*; 2-dr., $2,- 
125*; club sedan, $2,100*, $2,000; Custom 
(6) 2-dr., $1,810. ’55 Fairlane (8) conv., 
$1,710*; Victoria, $1,705*; 4-dr., $1,670*, 


$1,650*, $1,620, $1,590, $1,195*. °54 
Main (8) Ranch Wagon, $1,250, $1,080; 
Custom (8) 2-dr., $1,075, $910. ’°53 


Main (8) Ranch Wagon, $1,100. '52 Cus- 
tom (8) 2-dr., $700*, $560*. '51 Custom 


(8) 2-dr., $520, $380; 4-dr., $525. °40 
Deluxe 4-dr., $135. 
LINCOLN—’53 4-dr., $1,160*. ‘51 4-dr., 


$325*. °50 4-dr., $250*. 

MERCURY—’55 Monterey station wagon, 
$2,075; Sport coupe, $2,060; Custom 4- 
dr., $1,760*; 2-dr., $1,685, $1,500. ‘54 
Monterey Hardtop, $1,600; 4-dr., $1,320*; 


Custom 2-dr., $1,180. '53 Custom 4-dr., 
$870. °'51 4-dr., $350, $200. °49 4-dr., 
$135. 


NASH—’55 Rambler sedan, $1,350. '53 sta- 


tion wagon, $725. ‘52 station wagon, 
$100. ’51 Rambler conv., $175. 

OLDSMOBILE—’56 (98) Holiday, $3,175* 
(ps); (88) 4-dr., $2,705* (ps). ’55 (98) 
Holiday, $2,500*; (88) Holiday, $2,250*, 
$2,100*; 4-dr., $2,200*; 2-dr., $1,812*. 
"54 (98) 4-dr., $1,730*; (88) Holiday, 
$1,450*. 

PLYMOUTH—’56 Belvedere (8) 4-dr., $2,- 
200°, $2,144. 


PONTIAC—’55 Chieftain (8) Catalina, $2,- 
100*; 4-dr., $1,955; Star Chief (8) 4-dr., 
$1,900*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 18.) 
(Prices and demand very strong on 
clean and sharp offerings. Consignments 
off, due partially to lower new-car mar- 
ket. Sold 63 cars out of 78 offerings.) 
BUICK—’'53 Special Riviera, $1,130*. ’52 
Special 2-dr., $525*. °51 Super Riviera, 
$525", $515*. °50 Super Riviera, $380; 
4-dr., $220*; RM 4-dr., $275*. 
CHEVROLET—’'56 Two-ten (8) 2-dr., $1,- 
760, °54 Bel Air 2-dr., $1,025*. '52 SL 
Deluxe 4-dr., $480; SL Special club coupe, 


$595. '51 FL Deluxe 4-dr., $200; 2-dr., 
$485; SL Deluxe Bel Air, $430; 4-dr., 
$395, $260; 2-dr., $360. °50 SL Deluxe 
2-dr., $260*; FL Deluxe 2-dr., $210. '49 
SL Deluxe 2-dr., $250. 

CHRYSLER — ‘53 NY 4-dr., $820*. °51 
Windsor 4-dr., $430, $320*; NY club 


coupe, $425. '50 Windsor club coupe, $350. 
FORD—'56 Fairlane (8) 2-dr., $1,880. '54 
%-ton pickup, $765. '53 Custom (8) 2- 


(Continued on Page 39, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 38) 


dr., $810*; Custom (6) 4-dr., $740; Main 
(8) 4-dr., $710. '52 Main (8) 4-dr., $360. 
’51 Main (6) 2-dr., $370; Deluxe (8) 2- 
dr., $360; %-ton pickup, $425. '50 Deluxe 
(8) 2-dr., $310. °49 Custom (8) 2-dr., 
$325. 

HUDSON—’52 Wasp 4-dr., $355. '51 Com- 
modore conv., $250*. 


MERCURY—’54 Monterey 4-dr., $1,155*; 
Custom 4-dr., $1,080. '51 4-dr., $450°*; 
2-dr., $365. 50 4-dr., $330. °49 2-dr., 
$170. 


NASH—’52 Rambler Country club, $455°. 
50 Rambler conv., $170*. 

OLDSMOBILE—’56 (88) Holiday, $2,680*. 
’51 (98) 4-dr., $420*. '47 (78) 4-dr., 
$100*. 

PACKARD—’51 4-dr., $125. 

PLYMOUTH — '51 Cranbrook Belvedere, 
$440. ‘50 Deluxe 2-dr., $180. '49 Special 
Deluxe 2-dr., $200; 4-dr., $180. 

PONTIAC—’52 Chieftain (6) 4-dr., $545. 
‘50 Silver Streak (8) station wagon, 
$420; 2-dr., $240*; Silver Streak (6) 4- 
dr., $330. °49 Silver Streak (8) club 
coupe, $165*. 

STUDEBAKER—’50 Champion, 2-dr., $155. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 16.) 
(First snowstorm of the year and be- 
low zero temperature kept consignments 
down.) 
BUICK—’55 Special Hardtop, $2,015*. ‘54 
Super Riviera, $1,715* (ps). ‘53 Super 


vedere, $590; 2-dr., $440. °'50 Special 
Deluxe 4-dr., $255, $130; Deluxe 4-dr., 


$110. '47 Special Deluxe 2-dr., $105. 


PONTIAC—’53 Chieftain (8) conv., $835°*. 
"51 4-dr., $430°. '47 2-dr., $205. 


STUDEBAKER—’52 Champion 4-dr., $370. 
’50 Champion coupe, $230*. 

MISCELLANEOUS — '51 Henry J 2-dr., 
$165. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Nov. 15.) 

(Market firm on clean, late model cars. 

Rough autos going home with their same 
owners. Prices off on cheap stuff. Sold 
87 cars out of 121 offerings.) 

BUICK—’51 RM 4-dr., $490*; conv., $255°. 
’49 RM 4-dr., $105*. 

CADILLAC—’55 (62) (ps). 
*49 (75) 4-dr., $480°*. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,765*; Two-ten (8) 4-dr., 2 at $1,500*, 
$1,490*. °54 Bel Air conv., $975*; 4-dr., 
$925, $905, $900, $860; 2-dr., $915, $910, 
$895, $875; One-fifty 2-dr., $800, $790, 
$750, $740, $735; 4-dr., $705. ’'53 Bel Air 
conv., $800; Two-ten 4-dr., 2 at $755°*, 
$745*, $735*; 2-dr., $750*. '52 SL Deluxe 


4-dr., $4,050° 


Bel Air, $605*. ’51 SL Deluxe 2-dr., 
$385*, $340. °49 SL Deluxe 4-dr., $230; 
conv., $215. 


CHRYSLER—’51 Windsor 4-dr., 
Windsor Newport, $310*. 
DeSOTO—’51 Custom conv., $315*. 


$315. '50 


DODGE — ’'52 Meadowbrook 4-dr., $365, 
$305°* 


FORD—’55 Fairlane (8) 4-dr., $1,565". '53 
Custom (8) 2-dr., $725; 4-dr., $700; Main 
(8) 2-dr., $690*; Main (6) Ranch Wagon, 
$645. '52 Main (8) Ranch Wagon, $650*. 
*51 Custom (8) conv., $350*°, $245; 4-dr., 
$275*. '50 Deluxe (6) 2-dr., $220, $180. 

KAISER—’53 traveler, $275*. 

MERCURY—’53 Monterey conv., $925*. '51 
4-dr., $235. °49 4-dr., $190; 2-dr., $125. 

OLDSMOBILE ‘55 (88) 2-dr., $1,785 
(flood). °53 (88) Super 4-dr., $1,015. '51 
(88) 4-dr., $600*. 50 (88) station wagon, 
$435*. °49 (76) 2-dr., $115*. °48 (98) 
(conv., $250*. 

PACKARD—’'55 Panama Hardtop, $1,405* 

$825. ‘53 


(ps). 

PLYMOUTH—’54 Savoy 2-dr., 
Cranbrook 4-dr., $690, $535; Cambridge 

‘50 Special Deluxe 4-dr., 


$1,- 


(8) 4-dr., 
700* (ps). °54 Chieftain (8) conv., $1,- 
290° (ps); station wagon, $1,175. '53 
Chieftain (8) Catalina, $1,075*. °51 Sil- 
ver Streak (8) 4-dr., $520. °50 Silver 
Streak (6) 4-dr., $240. '49 Silver Streak 
(8) 4-dr., $205. 

STUDEBAKER —’51 Champion 2-dr., $130. 

* * * 


— Auctions in Brief — 
ACTON, MASS. 


Concord Auto Auction, Sale every Mon- 
day and Friday (Nov. 11-14). Sold 423 
units out of 536 offerings. 

* * * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (Nov. 16). The automobile business 
swings back and forth like a pendulum. 
Dealers’ stocks of used-cars dwindled dur- 
ing the change-over period from ‘55s to 


’56s. Now that ’56s are beginning to move, 
more used-cars are being consigned. The 


sale of Nov. 16 had more cars than pre- 
vious week though some of the quality 
wasn’t all it could be, Clean '48s through 
‘52s moved best. Demand for '53s, ‘54s 
and '55s was light. 

* * o 


DENVER 
Denver Auto Auction, Sale every Friday 


(Nov. 18). Market good. Sold 160 cars 
out of 359. 

* * +. 

DETROIT 
Wes Coon Auto Auction. Sale every 


Thursday (Nov. 17). Weather cold but bid- 
ding good. Sold 64 cars out of 92 offerings. 
* * * 


CHICAGO 
Greater Chicago Auto Auction, Inc. Sale 
every Thursday (Nov. 17). Sold 125 cars 
out of 206. 
* * * 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction, Inc, Sale every 
Wednesday (Nov. 16). ‘Market appears to 
be gaining strength with more activity and 
prices firming up. Sold 71 cars out of 111 
offerings. 
* * * 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Nov. 17). This week we registered 
over 200 cars with practically all makes 
and models represented, and over 83 per- 
cent of them sold. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Nov. 11). Prices were far stronger 
than in previous weeks with a lot of nice, 
clean, select autos available. Many new 
buyers were here today for the first time. 
We sold better than 80 percent of the 254 
cars listed. 





Michigan Passes 
Safety Program in 
Special Session 


LANSING.—A seven-point safety 
program has been passed by the 
Legislature including the granting 
of power to the state police com- 
missioner to set specifications and 
standards for auto safety belts. 


However, this power was subject 
to review by the Legislature. Other 
points were a speed limit, 65 by 
day and 55 by night; approval of 
22 additional state policemen; $177,- 
500 for a traffic safety center at 
Michigan State University; more 
money and workers to administer 
the driving license program; $50,- 
000 for National Guard patrols on 
holidays, and a subsidy for driver 
training courses in the schools. 


Gov. G. Mennen Williams had 
stated that he wanted compulsory 
auto inspections but this met con- 
siderable opposition. The Senate 
created a study committee to de- 
termine the possibility of establish- 
ing a new bureau of motor vehicles 
to include police, research and 
other agencies dealing with high- 
way safety. 


sedan, $1,005*. °49 Super conv., $230*. 

CADILLAC—’53 (62) 4-dr., $1,890*° (ps), 
$1,865* (ps), $1,800* (ps). '52 (62) 4-dr., 
$1,565* (ps). 

CHEVROLET—’56 Bel Air (8) 4-dr., §2,- 
300°. °55 Bel Air (8) Hardtop, $1,745. 
’54 Two-ten 4-dr., $985, $795; 3-ton 
truck, $740. '53 Bel Air 4-dr., $915*, . 
$900*, S800*; Two-ten 4-dr., $610*. ’51 
SL Deluxe 2-dr., $405. 

FORD—’56 Main (8) Ranch Wagon, §$2,- 
195*; Custom (8) 4-dr., $2,065*. 

KAISER—’51 4-dr., $150. 

MERCURY—’' 54 Custom 2-dr., $1,285*. ’53 
Monterey station wagon, $1,175. 


ann tyes eas 





NASH—’51 Rambler station wagon, $325. 

OLDSMOBILE — ’53 (98) 4-dr., $1,290° 
(ps), $1,270* (ps). ’51 (88) Super 2-dr., : 
$695*. F 

PLYMOUTH—’55 Belvedere (8) Hardtop, i 
$1,645*. '54 Belvedere 4-dr., $1,005. °53 f 
Cranbrook 4-dr., $715, $695. °52 Cran- t 
brook 2-dr., $490. 

PONTIAC—'53 Chieftain (8) 4-dr., $890*. 


STU DEBAKER—’ 52 Champion 4-dr., $375°*. 
’50 Champion 2-dr., $140*. 

MISCELLANEOUS — '55 International %- 
ton pickup, $915. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 


goers apes 


nee oa 





nesday. Prices are for sale of Nov. 16.) 
(Best sale in many months, Sold 97 
cars out of 131 offerings.) 

BUICK—’52 Special 4-dr., $715. °51 Super 
Riviera, $260. ‘50 Special 4-dr., $530, 
$335. 

CHEVROLET—’54 Bel Air 2-dr., $1,065. 


’53 Bel Air 2-dr., $765; One-fifty 4-dr., 
$680; Two-ten 4-dr., $615; %-ton pickup, 
$415. '51 SL Deluxe 2-dr., $450; Bel Air, 
$405; FL Deluxe 2-dr., $430, $420. '50 
SL Deluxe 2-dr., $330, $295, $275; SL 
Special 4-dr., $380; 2-dr., $355; FL De- 
luxe 2-dr., $340, $330. '49 SL Special 
2-dr., $240, $230. '48 FL 2-dr., $180, 
$170, '47 SM 2-dr., $205, $115. 
CHRYSLER — '’52 Saratoga 4-dr., $610*, 
$605*. '50 Windsor 4-dr., $340. 
DODGE—’ 54 Coronet 4-dr., $1,005. ’50 Cor- 
onet 4-dr., $230; club coupe, $225. 
FORD—’'55 Custom (8) 4-dr., $1,705*. ’54 
Main (8) 2-dr., $940, $785. ’°53 Custom 
(8) station wagon, $1,055; %-ton pickup. 
$405. °52 Custom (8) 4-dr., $685*, $580*. 
"51 Custom (8) 2-dr., $505, $490, $430, 
$420, $415; 4-dr., $350*, $340, $335; De- 
luxe (8) 2-dr., $395, $375. ’50 Custom 
(8) 2-dr., $355, $345; Main (8) 2-dr., 
$305, $295. °49 Custom (8) 2-dr., $235*, 
$165*; club coupe, $150, $140. ’48 Deluxe 
(8) 2-dr., $140, $125. 
HUDSON—’51 Pacemaker 4-dr., $190, $175. 
MERCURY—’54 Monterey 4-dr., $1,300*. 
| ’52 Custom 2-dr., $705*. ’51 Custom club 
coupe, $505*. 50 Custom 2-dr., $510. ’49 
Custom club coupe, $160. 
OLDSMOBILE — ‘52 (98) 4-dr., $855*, 
$690*. °51 (98) 4-dr., $510*. '50 (88) 
4-dr., $430*, $400, $230*; Holiday, $350; 
2-dr., $340*, $320. 
1 PACKARD—’52 Clipper 4-dr., $500. ’51 4- 
dr., $430. ’50 2-dr., $200*, $140. 
PLYMOUTH—’'54 Plaza 4-dr., $505. '53 
Cranbrook 4-dr., $600. ’52 Cranbrook Bel- 


} L. A. Group Claims 
| New Muffler Cuts 


| Exhaust Carbons ee ‘ 
. LOS ANGELES.—The Air Pollu- No single daily aownpey= reaches 


tion Control District claims that a hal i = 
i locally developed exhaust-burning — f 7 Chicago weal vad 4 
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. exhausts. 
The muffler, produced by Clayton 


+ 


Mfg. Co., is called the Clayton 
Afterburner. 
2 First of the new units to be 


CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


" placed on the market will be for 
; gasoline-driven, heavy-duty truck 
7 and bus engines and development 

work is under way in hopes of 
2 applying the device to diesel and 
passenger units. 

Less than 200 vehicles to which 
the device is precisely applicable 
are now in use in Los Angeles, the 
control group said, but it added 
that with modifications the muffler 
can be applied to more than 2,000 
large over-the-highway vehicles. 
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Mercury Awards | 
23 Certificates | 
To Dealer Aides _ 


DETROIT. Mercury has) 
awarded certificates to 23 dealer | 
representatives who have attended | 
the two-week 18th session of the| 
dealership management conference} 
here. | 

Receiving certificates from the) 
east were: Edward F. Devine, De-| 
vine Motor Sales, Foxboro, Mass.; | 
George Geotis, Dudley Garage, Inc., 
Webster, Mass.; Morton Friendly, | 
West Side L-M Sales, Inc., Phila- 
delphia, and Harrison A. Woolford, 
Bert Spriggs Motor Sales, Inc., 
Annapolis, Md. 

South: Walter Bostic, Young Mo- 
tor Sales, Shelby, N. C.; V. J.! 
Hermansen, V. J. Hermansen Mo- 
tors, Yoakum, Tex., and Joe Heath,| 
Paulk Motor Co., Winter Haven, 
Fla. 

Central: Nicholas G. Barota, 
South Park L-M Sales, Buffalo; 
Robert P. Morrison, Brower & Mor- 
rison, Inc., Richmond, Ind.; Robert 
J. Rebic, Bernard Gay, Inc., 
Wooster, O.; C. R. Payne, Payne) 
Lincoln-Mercury, Elyria, O.; James 
Bill, Dan Holahan Motors, Inc., 
Fenton, Mich.; Tony M. Calderone, 
Calderone Bros., Vandergrift, Pa.; 
M. Guy Stewart, 
Ine., Clearfield, Pa.; Kenneth S. 
Mori and Thomas J. Woolslayer, 
Mori Sales & Service, Monessen, 
Pa., and Gerald Spiegel, Forbes- 
Murray Motors, Pittsburgh. 

Midwest: James B. Dvorak, Neil- 
sen Lincoln-Meteury, Blue Island, 
Til.; Monte Gaul, Gaul Motor Co., 
Tipton, Ia.; Daryl F. Schoonover, 
Schoonover Motors, Inc., Topeka, 
Kans.; Ed Wright, City Motors, Inc., 
Kansas City, Kans.; L. H. Jaefer, 
Ward Johnson, Inc., Dickinson, 
N. D., and Gunder Odberg, Odberg 
Motors, Inc., Superior, Wis. 


St. Paul Dealers 
See Good °56 


ST. PAUL.—Almost three-fourths 
of 971 new-car and truck dealers 
reached in a retail survey con- 
ducted by The Farmer, an Upper 
Midwest publication, believe that 
ro will be as good or better than 

Truck dealers edged the auto re- 
tailers in their optimism, 73.7 to 








73.6 percent, while 29.3 percent of $1, 


the truck dealers thought 1956 | 
would be a better year, as opposed | 
to 27.1 percent of the autqmnebibe| 
dealers. However, 26.3 percent of 
the truck dealers and 26.4 percent 
of the auto dealers look for 1956 
to be a leaner year than ’55. 
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The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 

BUICK—Special—4-dr. sed., $2,372; 2- 
dr. sed., $2,313; 4-dr. hardtop, "$2, 454; 2-dr. 
hardtop, $2, 413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century-—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,395; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 

CADILLAC—Serles 62—4-dr. sed., §$4,- 
241; cl. cpe., $4,146; 4-dr.-hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 
Series 60 Special—4-dr. sed., $4,992. Series 
75—8-pass. sed., $6,558; 
(Hydra-Matic and power steering stand- 
ard.) ‘ 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—One-Fifty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
epe., $1,700; 2-dr. stat. wag., $2,137. Two- 
Ten—4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,481; 4-dr. 2-seat stat. wag., $2,229; 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New- 
port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. 
sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. 
Newport hardtop, $3,899.50; 2-dr. St. Regis 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. 
stat. wag., $4,471.50. (PowerFlite stand- 
ard on New Yorker.) 


CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 


hardtop, $3,164. 

CONTINENTAL MARK II — 2-dr. sed., 
$9,507. (Turbo-Drive and power steering 
standard.) 

DeSOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. -dr. 
sed., $3,073.50; 2-dr. hardtop, $3,300.50; 
4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite. ) 

DODG 6—4-dr. sed., $2,- 
228.50; 2-dr. sed., $2,155.40. Coronet V-8 
—4-dr. sed., $2,336.25; 2-dr. sed., §$2,- 
263; 4-dr. hardtop, $2,512.50; 2-dr. hard- 
top, $2,398.50; conv., $2638.50. Royal— 
4-dr. sed., $2,473.75; 4-dr. hardtop, §$2,- 
657.75; 2-dr. hardtop, $2,543.75. Custem 
Royal—4-dr. sed., $2,583.75; 4-dr. hard- 
top, $2,767.75; 2-dr. hardtop, $2,653.50; 
conv., $2,873. Station Wagon—2-dr. 2-seat 
six, $2,452.25; 2-dr. 2-seat V-8, $2,560; 2- 
dr. 3-seat V-8, $2,689; 4-dr. 2-seat six, 
$2,677.25; 4-dr. 2-seat V-8, $2,829; 4-dr. 
3-seat six, $2,782.75; 4-dr. 3-seat YV-8, 
$2,934.50. 

FORD —(Prices are for 6-cyl. models; for 
~ add $99.98)—Mainline—4-dr. sed., 
858.29; 2-dr. sed., $1,813.11; bus. cpe., 
$1,711.03. Customline—4 
2-dr. sed., on Fairlane—4-dr 
$2,043.54; 2-dr. » $1,998.36; 4-dr. hard- 
top, $2,215.95; yw hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 

Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr. 2-seat)—Country Sedan—$2, 246.77: 


limousine, $6,773. | 


wag., | 


-dr. sed., | 
sed., 


Current Prices on New Cars 


(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., §$2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. 

IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 

LINCOLN — Capri — 4-dr. 
2-dr. hardtop, $4,064.50. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard.) 

MERCURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; 2-dr. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., §$2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 


$4,157; 
-dr. 


sed., 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 





; top, $2,590; 8-pass. 
| Montclair—4-dr. spt. 
hardtop, $2,724.50; conv., 
METROPOLITAN 
conv., 
of entry). 

NASH—Statesman Super 6—4-dr. 
$2,345. Ambassador Super 6—4-dr. 


stat. wag., 

sed., $2,746; 
$2,859.50. 

‘Hardtop, $1,445; 


sed., 


$2,956. 
sed., $3,195; 2-dr. hardtop, $3,338. 

OLDSMOBILE — Series 88 — 4-dr. 
$2,443; 2-dr. sed., $2,378; 4-dr. 
$2,627; 2-dr. hardtop, $2,555. Super 
4-dr. sed., $2,595; 2-dr. 
hardtop, "$2, 836; 2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed. $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, $3,- 
435; conv., $3,695. 
power steering standard on Series 98.) 


| PACKARD—Patrician — 4-dr. sed., 


sed., 


—-2-dr. hardtop, $5,495; 
(Ultramatic standard.) 
PLYMOUTH — 
models; for V-8s, 
4-dr. sed., _ $1, 892. 50; 2- dr. sed., #1, 849. 50; 


conv., 








$2,937. 
2-dr. 


$1,469 (both prices at coastal ports) 


sed., | 
$2,644. Ambassador Super V-8—4-dr. sed., 
Ambassador Custom V-8 — 4-dr. 


hardtop, 


| 
| 
| 


sed., $2,529; ‘ar. 





(Hydra-Matic and 


$4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 
$5,995. 


(Prices are for 6-cyl. 
add $103. 25)—Plaza— | 


bus. cpe., $1,750.50. Savoy —4-dr. sed., 
$1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
top, $2, 095.75. Belvedere — 4-dr. sed., $2,- 
075.50; 2-dr. sed., $2,032.50; 4-dr. hardtop, 
$2,247.50; 2-dr. hardtop, $2,179.75; conv., 
(V-8 only), $2,443.50. Suburban — Deluxe 
2-dr., $2,162.50; Custom 2-dr., $2,232.50; 


Custom 4-dr., $2,279.75; Sport 4-dr., $2,- 
449.75. 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
| $2,404; 2-dr. hardtop, $2,331; 2-dr. stat. 
| wag., $2,529; 4-dr. stat. wag., $2,612. 
Chieftain 870—4-dr. sed., $2,374; 4-dr. 


| hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 


$2,709. Star Chief—4-dr. sed., 
$2,696; 2-dr. hard- 
2-dr. Safari 


stat. wag., 
$2,488; 4-dr. hardtop, 
top, $2626; conv., $2,818; 
stat. wag., $3,089. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
|} sedan, $1,943. Commander V-8 — 4-dr. 
| sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—4-dr. sedan, $2,485. Station Wagons 
—Pelham 6-cyl. 2-dr., $2,229; Parkview 
V-8 2-dr., $2,350; Pinehurst V-8 2-dr., 
$2,525. 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
| 997.32, 


New Commercial Car Registrations, 


29 States for October, 1955-1954 



















































































13 States Previous! "55 | | 5696 77| +893) +3702) =—«:11473| 1391 219 49 18! 246 612 81| 14620 
Reported for October 54 | 2} 3968 30 3556 959| 1509 100) 26 8! 196| 440 40; 11771 
Arizona "55| | 315 1 46 171 60 39 5 7| I 6 30 13 704 
54] 208 | 60 209} 54 31 2 1] 3| 2| 28| 7 606 

Colorado "55 | 363 8 68 275 15 106 9 3 16 9; «104 11} 1087 
"54 417 2 65 29 101 118 4 7| i 17 113 28| (+1179 

Connecticut 55) 3 294 16 59 246 102 156} 31 10} 8 34| 37 13| 1009 
54} 4 220 4 66 180 52 107 14 6 1 28| 23 16 731 

Georgia "55| 881 1 102 552 209 132 23 5) 25 33| 1 2| 1976 
54) wat oe 123 180) 6 | = 3} 1556 

Kansas "55| | 647 7 53} 477| +148 131 4 3 16 a 3) 1526 
"54| 493 3 88} 469 114 172 | i 9) 36 3} 1399 

Michigan "55| | 1245 Wl 263; 1167; 334) ~S«a213 34) 33 20 31; (105 30| 3486 
"54| 826 9 205 850 183 221 1! 6 10 18 58 30| 2417 

Nevada "55 | 57 1 25 37 20 WW 4 5 1 34 195 
'54 42 1 21 33 32 9 23 | 162 

New Jersey 55) 7 638 7 140; 506 221 185 73 5 13 64 43 35| (1946 
54) 17 535 9 157 577|__—‘145|_—«175 37 2 14 39 35) 28} 1770 

North Dakota "55| 140 | i 7 43| 78 I 4! 2 24 3] 465 
*54| 131 I 34 142 18} 92 ! 2 7 428 

Oklahoma "55| | cal 4] 85 599 158 177 3 3 12 10 14 1| 1865 
54] 610 72 523 122| 157 13| 4 10 . 14| 7; 1541 

Rhode Island "55| | 69 3 15} 66 25 29 16 3 2] 8 4] ‘) 243 
54) | 88 . 20} 89 15 49 2 2 2| 15 3} 1 291 

Tennessee "55 | 740} 4 % 530 195! 196 34 7 3 24 4) 1924 
'54 | 502} 2 88 415 121 172 I 2 5 24 8 1} 1351 

Utah "55 | 188 2) 25) 7% 58! 42 3 3 2 3| . 446 
‘54 124 114 32] 105 2 53 8 49\ 

Vermont "55| 1 | 78 | 21 57 33 38 7 1 | 40 273 
54] | 52 2 13 ms 19 18 23) ! 171 

Washington "55| | 435 3] ‘al 146 a ——;—s 68 94 z 1454 
"54| 223 za 121 190 ul 10 75 34| 1048 

Wisconsin "55| | a 7 139 190 ‘ 2 16 27) 12| 1335 
54| | nt st 78 170 3 101 16 31| 13| 1147 

29 States Reported "55| | i300 157 — s 3479| —-3273 47 133 344 633} 1278] 247) 34554 
To Date for October 54] 24| 9413 74| 2050 2289| 3475 205 71 195 4il 981| __221| 28059 
Year "55| 796) 246300 a 52461| 232106| 62088) 81265) 8232; 2361| 8894) 11076) 20379]  6225| 735020 
To Date '54| 993] 233112 46981| 215553, 53582) 64898| 4776; 1805; 8055| 8924/ 12290|  3864/ 656918 





“*The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 27 States for October, 1955-1954 


Car registrations by states 


are released here weekly, as 


compiled by R. L. Polk rep- 
resentatives in state capitals. 




























AM. MOTORS 
TOTAL 












CHRYSLER 
TOTAL 
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I! States Previously "55 | 1695| 1503] 949) 3491) 5939] 11882] 18220] 467] 4310] 23007 8713] 855] 21156] 7251] 5752| 43727 4 34 38; 608; 1048) 1656]  447| 92442 
aceiportes for October 54] Sal on 1479; 914 704 1401} 2356] 5372] 15585] 426| + 2517| | «18528} +5904) + 1217] + «13108 iz 2509} 27866 us| 179 28 I er 1701 335 55006 
rizone 5 19 6 80 él 39; 013) +223) +~«<436)~=C«S 73 19) 134) 626) +324 56} 767) +160). +170) ~«1477 2 2 18 55 73 19] 2913 
‘- ‘S41 10 a 45| 18 12 a 153} 560 17 82} 659} 241 43 = 132 70 800 13 14 30| a Ht Ht 1811 
lorado 55 151) 109 312) 743) ~«+1032 291| 1358) 467 437|__377| +2954 1 i 114) ‘172 16) 5395 
54 2 ia 166} 103 5 ist 215| 526) 149% 53} 285} 1834, 531 oa] iSe0 663} -261| ~—-2955 1 25| 2 3% 80} 116 35| 5659 
Connecticut 55 91| 235) 326| ~-309 524) 056) 1854) 183! 4) 439) +2319) ~—=«849 9| 1970) 785) 656] 4356 151 153) 304) +213) 9372 
= ‘54 74) 404| 278| 177 138 302} 379, + += 9% Pao 303 a 746| 156} 1170] ~~ 647] «= 375} 3094! 7/ i3| 97} 118] 215 = 6828 
1gia 55, «3 59 137] 383) 505) +1105 “| 480 953) 77| 2827). +777) +~+~«793i)~~«5427j 59 99; +158 28] 10051 
i : 54) 13 65 78 45| 59} ~=—s«159| 201] aa| 2 a0 22| 308 2600 300 605|  76| +1658; «419 ~—=«334)—«3092{ Hl 14| 3 128} 154 rT = 
ansas ‘55, 59) «37 ~—=«96| =| 381; 536) 1129) 1894 36| 504) 2434) 628) (102) 2343). +568) 647) 4488 1 3 4 74; 130) 204 10 
‘54 | e| 140 al | ts| 186} 201] 510) 1936 35 a 2281| 651 % = Sil] 327, «2992 20| | 45 25} 128] «153 s| Ste 183 
Michigan 7) 344 570' 465) 1607] 2198) 4840) 10569 12797| 4331) 269 2540| 2234) (17713 7 7| 233). 277| +510) +156] 36458 
ss 54] 150/353 03! 3; 240] 25 410; 736} 1637 +7880 elt | 1" 9187| 2530 3s Sen 4534| 2283} 1249} 10982 371 48 | 115} 235 30| 37| 22781 
New Hampshire s 7 7 si 25 | 7| a be Ei 30 ro 7m 470 103 1 ! us HI 109) 760) | i | | 8 % 44; 30) ~—«21645 
I 45| 524] 4| 12 16 16 35 51 12; 119 
New Jersey 55 80} 223). +3031. +510) ~-~«426 1686 4929 1472| 6560) 2415| 197) 4447| 1743) 1167) 9969 i é 7) 22; +218|~«439 21 
3 ‘54, 19 | = 334 el of 9] 6h = 4042} 115} 1009] 5166] +1754] ~=—-374] ««3160] ~=—«1585| «106s 7889 37 6s| tor 214] 232} «= 446] 106 18? 
lew Mexico 55 23 51 109] 527 12) 175| 714) ~~+-232 51; 758) 234) +190) ~=«465 2 2) 24,34 58 | 2633 
54 1a| 16 a: . "7 39) "3 183 501 14| ~ 105{ 620] 211 36} 440/ 1591 ~—«107|—S «983 | | 3| 7 i 1 4] 1813 
North Dakota 55 15 20) ae - 29| 030) 023) 306) 510 7 616| ‘tet 7| 478) 141; ~«2104)~=SC*« 25 30 55 1914 
ae 54 8 21) > 33 58} 78; +~—«198| ~=—458 H| eo 124 24 300! 140 43 me 4| 3| 7| al 24 aa 3| 1636 
ghoma "55 18 7 8 7 66) +213) ~«<452|~=«803) ~—~«854 44 ar 7349| 804 98| 2507) +686) +644 5 5 40; 106) +146 9 3% 
‘54 24 59 83 37| 62 is 172| 406] 1779 4 = 2106| 63! 97| 1601 551 Soe, 3188 3188 4 Hl 13 15 48 63 $862 
Rhode Island = i 269|—462| 450) 2) or FT 0464 
659) 206) +137) ~«<AN2N2 fol 32). +42 35| 2464 
‘5A 30 23 231; 520! 126 511 190 101] ~—-1094 o| 3| 121 12} 48) sal 19| 2173 
= oo see 2 Se Se ee ee tal fel fe) ella) 
Utah ‘5 20 26] a2 4) 115 353). «337 10 477|__—-230 3 248) 137) «21145 12 a CS 42 
‘ E d 22| _ 42 32 32 53} 159} 347 91 454| 212 | 34 157 rH nal nf al 17| 13 30| a ie 
lermont : 3 12 4%5| 87| +167) ~—~«253 307 0 53 68) 528 5 2% 31 17 
. y ib . x 3 22! ;| 34)" 48} tt — i] 234 63 201 i3a| 26 £0| 355 | 3| 3| | 19 28 al! 3 
irginia , i 203} 168). +114) +472)~«CO Ie ais) 1570 3297; 1109) +109) 2536| «936 5481 2 7 78; 133). ~=«O2N Ta 
~ ay" Shaler Regaiied z a un a 123 HO| 221] 802] 2 Prt re 2842 an 142} 1491 67! 422| 3506 18 ! 46 a 139 199 57 oH 
States Repo : 1 3915| 2769! 9510) 31448) 51806 2138) 54837) 17801) 14761| 112337 8 82 2608} 4271) 1448| 218416 
To Date for October ‘54| _ 1251] _ 2537] | 2261} 1959} 3946) 6143] 14309] 43888 oT Ene 15989| 2917| 33664| 13863]  7508| Fai 28st aso yaa) | asl 2223| 3369 és2| 149120 
“ Adjustment a onal al rel —216| —110| —6 —453| _—73 aan aaa —119|_—5i2|__—4)_ —I12| an —27| ane om —1|__—!|_ —8|  —15| —23| —2| —Is2e 
ear , 127012| 94792| 227319| 530702 1538904) 607938) 110705| 1274819 422691 5665 79278 56860 
To Date '54| 28196| 67317| 95513] 77680] 59103] 116498] 306670 Sopest liovers| 29079 29679 Bd 1331021| 409835| 85869] 1067489 207 267957 ae38? 740] 14789 mi S267 | m0) 105807 3072 |9208092 


“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


Polk & Co. 


received and tabulated at the time the ee * is published. R. L. Polk & Co. cannot assume any Habitity 
by reason of inaccuracies or omissions.’’—R. L. 
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WITH NATIONAL’S BONDED WARRANTY PLAN... 


You'll sell more new cars - 
and more used cars - faster, 


more profitably than ever before! 


‘Bhew’s “dollar magic” in a NATIONAL BonpeEp Cars, INc. 
dealer franchise — magic that creates added new car sales with 
extra profits on every deal. Magic, too, that turns price- 
conscious used car shoppers into enthusiastic, profitable 


customers when they see the NATIONAL Warranty Seal dis- 


played on the car of their choice. 


Now you, too, can attract more new car cus- 
tomers — and more used car customers — by 
offering the unique protection of a NATIONAL 
Bonded Warranty with your new and used cars! 


Here’s How You Benefit With 
a NATIONAL Franchise 


With NATIONAL’s unprecedented Bonded War- 
ranty Plan, you can guarantee your new and 
used cars against mechanical failure for one 
full year without risk — without regard to mile- 
age or maintenance ...and at no cost to you! 
If failure occurs at any time within the warranty 
period, NATIONAL pays in advance for all parts 
and labor anywhere in the United States. 


NATIONAL absolves you of all moral and 
financial responsibility! Policy adjustments are 
eliminated! 


Customers buy with confidence because they 
know a NATIONAL warranted car is a safe in- 
vestment in certified performance. 


Your Used Cars Command 
Premium Prices 


Your cars bring higher prices when they carry 
the NATIONAL warranty seal. Customers know 
they’re not “buying trouble” since NATIONAL 
warranted cars are certified free from mechan- 
ical defects by an independent NATIONAL in- 
spector. And, NATIONAL’s performance is 


guaranteed by a $110-million nationally-known 
liability assurance. corporation! 

Buyers willingly pay more for this positive 
protection! 


Now, with a NATIONAL franchise, you can 
meet — and beat — cut-throat used car dealer 
competition because NATIONAL is a new car 
dealer exclusive! 


More To Tell, More To Sell 
For Your Salesmen 


Financing is easier, repossessions are reduced 
when your cars are “warranted by NATIONAL.” 
The most hesitant prospects become enthusi- 
astic customers when your salesmen explain 


7, 6 


NATIONAL’s “peace-of-mind” assurance. 


In your advertising, and on your sales floor, 
NATIONAL gives you entirely new and exclusive 
talking points to overcome sales resistance . . . 
and an effective “closer” to complete sales 
which might otherwise be lost! 


@ Exclusive NATIONAL Dealer Franchises are available to qualified 
new car dealers in most areas. Plan now to increase your sales, 
boost your profits, and multiply your new and used car turnover 
with the NATIONAL BONDED WARRANTY PLAN! 


Since 1953, proved and approved by hundreds of dealers from Maine 
to Florida — and now expanding nationally. 


Investigate this unique opportunity TODAY! 


Mechanical Condition 


Warranted by 


NATIONAL 


Warranty insured throughout 
United States for one year 
from date of purchase 









NATIONAL 
BONDED 
CARS, INC. 
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Write, wire or phone for complete information. 


NATIONAL BONDED CARS, INC. 
Home Office — 1965 Morris Ave. 


Union, New Jersey 


Phone: MUrdock 6-1144 
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AUTOMOTIVE 
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SERVICE TOOLS 








make hard jobs easier 







save labor on every job 









835-WG KRW geared head 
portable engine overhaul stand 
speeds up engine overhaul with 
extra safety. Adaptable to all 
passenger and light truck en- 
gines. Rotates 360° in either 
direction with a minimum of 
effort —locks in any position. 
Designed also to hold transmis- 
sions, axles, differentials and 
other heavy assemblies. 

















Write for bulletin No. 28B and catalog of service tools 
and garage equipment. 








Automotive Products Division 


K-R-WILSON- Inc. 


ARCADE, NEW YORK 













AbL Brake Shoes 





grind 


AUTOMOTIVE NEWS, NOVEMBER 28, 1955 
wer Raised to 120 


Bodies New, Horse 















Redesigned Rambler Bows Dec. 15 


What's New: 

More compact, yet roomier, 
body shells . . . 120 horsepower 
. . . coil-spring suspension on all 
four wheels . . . optional power 
steering . .. four-door hardtop 
+ +» »« upcoming hardtop station 
wagon ... power brakes stand- 
ard on Custom models. 


* * * 


ae MOTORS’ quest for 
150,000-plus Rambler sales in 
1956 will be kicked off Dec. 15 
when the new Rambler line goes 
on display at Hudson and Nash 
dealerships. 

The ’56s feature completely new 
body shells and other sweeping 
changes. George Romney, AMC 
president, describes the restyled 
Rambler line as a $21 million 
investment. 

Rambler prices, slated to be lower 
than comparably-equipped compet- 
ing models, will be announced next 
week. 

Though lower and narrower, the 
new Rambler offers a roomier in- 
terior. The single-unit body - and - 
frame design permits greater visi- 
bility and makes structural provi- 
sion for air conditioning. 

* * * 
ae power has been stepped 
up 33 percent to 120 horsepower. 
Coil-spring suspension on all four 
wheels, wider tread and sharply 
increased braking area are other 
innovations. 
Seven four-door models are 


including the new fixed anchor brakes 






prevents flying dust 


than 4 minutes 


*% FAST — 8 shoes in less 


*% ELIMINATE comebacks 
and free re-adjustments 


only $218.50 


NO. 4140 FIXED ANCHOR SHOE CLAMP 
Grinds ALL shoes for fixed anchor brakes (10”-11”-12”)— 
EFFICIENTLY and ECONOMICALLY. Cures diving, spongy 
pedal, and pulling problems caused by incorrect lining to 


drum contact. Can be used on any Ammco Safe-Arc 
Grinder Serial No. 2560 and later. 


only $69.50 complete 


See Your Ammeo Jobber — Ask For Free 
Demonstration In Your Own Shop 


MODEL 2000 SAFE-ARC BRAKE SHOE GRINDER 
*% CLEAN — vacuum system 


*% EASY TO USE—only 2 
adjustments—can’t make 
mistake 

%& RANGE-—shoes for drums 
8-17" diameter 

*% COMPLETE — including 
1/3h.p. motor — 


slated for production, including a 
hardtop sedan and a hardtop sta- 
tion wagon. The latter will be in- 
troduced in January. 


Romney said that the 1956 Ram- | 
bler “is the 1957 model completed | 


a year ahead of time.” 
“The automobile market is under- 
going a fundamental change,” he 
said. “The future market will see a 
diminishing demand for big, heavy, 
bulky cars while the demand for 
trim, compact, economical cars will 

| continue to increase.” 

+ * * 


OR 1956, the Rambler retains a 

108-inch wheelbase but has been 
redesigned for maximum utilization 
of “useful space.” 


Refined body lines and a new 
styling approach are intended to 
give an impression of increased 
exterior size. Actually, the car has 
been lowered 1% inches and exte- 
rior width reduced two inches. 

Overall length is two inches less 
on several models but has been in- 
creased on others for purposes of 
styling and added trunk space. The 
Rambler, says American Motors, 
still is more than a foot and a half 


shorter than the average U. S.- 
| made car. 
Safety features are heavily em- 
| phasized. 
| * * * 
| ie THE RAMBLER'S single-unit 
body construction, the “three- 
dimensional” frame surrounds the 
passenger compartment. This, the 
maker says, affords more effective 
protection under impact from all 
directions, as opposed to conven- 
tional types of construction in which 
the frame is used primarily as a 
platform to which the body is 
bolted. 

AMC says the impact-absorbing 
Rambler construction serves to 
localize the force of a collision, 
reducing body distortion and the 
tendency of the doors to fly open 
under impact. 

Other items include recessed-hub 
steering wheels as standard equip- 
ment, optional seat belts and op- 
tional “Child-Guard” rear door-lock 
plungers which can be operated 
only by key. 

* * + 
— Rambler’s roof panel is shal- 
low and flat, permitting the 
glass area to extend upward for an 
(Continued on Page 43, Col. 3) 











Rambler Offerings for ‘56 





Roominess eventos Station Wegea— 


Cargo capacity of 80 cubic feet and increased passenger space are offered in the 
1956 version of the Rambler Cross Country station wagon. The rear window rolls 
down into the single tailgate by means of a combination crank and lock. An innova- 
tion in the station-wagon field—a hardtop model without center posts—-will be added 
to the line in January. 


















One of Seven New Ramblers— 


Big-car appearance and greater interior room in an even more compact package 
was the goal set by designers of the American Motors Rambler for 1956. There will 
be seven four-door models in all, including this Super sedan. Among new features 
is the suspension system, which utilizes coil springs on all four wheels. The engine 
develops 120 horsepower. 













Dash Redesigned for Functional Beauty— 


Heater and air-conditioning controls are on the left side of the Rambler's new 
instrument panel. The glove box, centrally located, is hinged at the rear to swing 
downward. A safety item is the recessed hub of the steering wheel. 
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NEW BUMPA-TEL SIGN 
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“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 
®@ Mounted er Dismounted in Seconds* 


®@ Polished Aluminum Frames . Sheet Steel Face 
© Sign Legs Telescope into Nen-Visible Brackets Mounted 
Behind Bumper Guards 





® Does Not Interfere with Operation of Trunk Lid 
* After original Installation. State Make and Model When Ordering. 


Now Offered in Four (4) Options, Uniettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 


F.0.B., “MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundie via Parcel Pest. Postage to Be Added. 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone 461 





The Automotive 


) the 

rolls 
1Ova- 
dded 


Industry 
A Forward Look 


An analysis of the Automotive Industry and a 
projection of its future is presented in a Booklet 
we have published. 


This Booklet has received most favorable com- 
ments from companies engaged in the industry, 
suggesting that a wider distribution should be 
offered to automotive dealers and those engaged 
in allied activities. 


The price of this Booklet is $2.50. A copy may be 
obtained by address to the undersigned. 


GEORGE S. ARMSTRONG & CO., INC. 


Industrial Engineers and Management Consultants 


551 Fifth Avenue, New York 17, New York 
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Restyled Rambler 


Bows Dee. 15 


Horsepower Boosted 
To 120; Bodies New 


(Continued from Page 42) 


overall increase of more than 30 
percent. Windshield area is_ in- 
creased more than 52 percent. The 


Improved passenger comfort is 
claimed, with an increase of more 
than five inches in shoulder room 
and of 2% inches in rear-seat leg- 
room. Luggage capacity is up 25 
percent. 

* * * 

a has been revamped 

with the use of coil springs on 
all four wheels and the addition of 
a front- suspension cross - member 
mounted in rubber to the body sills. 
Lower control arms are mounted to 
the cross-member. 


The new suspension system 
permits widening of the front 
tread by more than three inches. 
The rear tread is five inches 
wider. A torque-type drive, used 
in American Motors’ other cars, 
is incorporated in the ’56 Ram- 
bler. 


Despite the jump in horsepower, 


|the six-cylinder Rambler engine is 


said to maintain maximum fuel 
economy through a combination of 
overhead-valve system, downdraft 
carburetion, iso- thermal six - port 
manifold and wedge-shaped com- 
bustion chambers. 
*~ * * 

Spey engine has a displacement 

of 195.6 cubic inches and a com- 
pression ratio of 7.47 to 1. 

The car has a 12-volt electrical 
system. 

Effective braking area has been 
increased 50 percent, AMC says, 
and brake and clutch pedals are 
of the suspended type. Power 
brakes are standard equipment 
on Custom models and optional 
on all others. Power steering is 
optional for the first time on 
Ramblers. , 

Hydra-Matic and overdrive re- 
main optional Rambler features. 

Cooling capacity of the optional 
“All-Season” air-conditioning sys- 
tem has been stepped up. The rede- 
signed unit incorporates the heater 
and marks the first time an air- 
conditioning system has been fully 
integrated in the basic design of a 
car. All major components are lo- 
cated forward of the instrument 
panel. 

” * * 
OTs station wagons offer a 
unique feature in the full-width 
rear window which rolls down into 
the single tailgate by means of a 
combination crank and lock located 
on the outside rear panel. 

When lowered, the single gate 
completely opens the cargo sec- 
tion, which may also be used by 
simply rolling down the glass 
without the necessity of opening 
the tailgate. This design elimi- 
nates the inconvenience of open- 
ing two gates. 

The station wagons provide 80 
cubic feet of cargo space, one-third 
greater than previous models. 
Width of the cargo door has been 
increased more than 12 inches. 

Reclining seats, which convert 
into twin travel beds, are available 
as an option on all Rambler models. 

New body colors include 14 solid 
colors, 15 two-tone combinations 
and six three-tone combinations. In 
addition, station wagon models are 
offered with Di Noc wood graining 
in combination with single and 
double paint colors, resulting in a 
total of 56 color choices for this 


model. 
* 7 * 


Rambler to be Displayed 


At L. A. Show, Dec. 1 


LOS ANGELES.—The first public 
showing on the West Coast of the 
1956 Rambler will be at the Los 
Angeles Auto Show, Dec. 1-11 at the 
Pan-Pacific Auditorium. 

The Nash display will feature a 
Christmas theme, with poinsettas 
and white Christmas trees. Also on 
display will be the 1956 Nash Am- 
bassador and Statesman. 
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FOR CHILDREN 200 feet of private beach 
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f Battery Additive Ford to Build Columbus Plant 


BY 9 2 > DEARBORN. — Ford Motor Co.|1946 in the company’s $3% billion 
iN ett ID) LAIWHD OK d in Ruling has announced plans to construct a| postwar expansion program. It will 


i . 1,200,000-square-foot steering gear|be operated by the Dearborn Gen- 
M By FTC Examiner and cold heading plant in Colum-| eral Manufacturing division. 
i WASHINGTON.—William L. Pack, | "¥S 0 fi Were, San ee 
tH a Federal Trade Commission ex- The plant is the 36th to be an-|manager, said the plant would be 
ii M A b é ’ aminer, iast week recommended nounced or completed by Ford since| completed by mid-1957. 
Jo dismissal of a false advertising case | = = ==> = —= = = 

@ee ake Toug S$ asy. against the manufacturer of the 

battery additive AD-X2 for lack of} 


evidence. ’ i 
Pack said the commission’s at- | Aiingeler 


torney failed. to show there was 
anything misleading in the manu- = TAILPIPE 


faturer’s claim that the additive 
ADAPTERS 


would give batteries longer life. 





























It is produced by Pioneers, Inc., | i = 
Oakland, Calif. Jeff M. Ritchie, For All Cars 
president, and the company were | a ’ & Trucks 


named in the complaint, dated | 
March 11, 1954. Subsequently hear- 
ings have been held in Wichita, | 
Oakland and San Francisco. 

The controversy first flared in 
1953 and led to the ouster of Dr.| 
Allen Astin as head of the National 
Bureau of Standards. He later was 
reinstated after protests from 
scientists. The bureau had ruled 
the additive was powerless to do| 


the things claimed for it. | “UC” UNIVERSAL 
attic CONNECTORS 


Washington 


(Continued from Page 20) 


trust laws. He said that two small 
businessmen whe agreed on the 
price of a product sold in competi- 
tion violated the Sherman Act but No-crush Neoprene Hose (illustrated) will not crack, 
that a huge, integrated corpora- rust, break, stiffen or kink like ordinary hose. 
tion, acting “ & single legal person, Overhead and Underfloor Exhaust Systems, Power 
could set DEces affecting thousands Roof Exhausters are other AirXpeler products. 
of persons without running any 
risk at all. 


a er 


Designed for quick change of adapters 
—fit various makes of conventional and 
special car and truck exhaust systems. 








Sold Through Automotive Jobbers 


* * « Cc. L. AMMERMAN CO. 





i O CORRECT this “unbalance,” Manvfecturers 

Cassedy made four recommen- 106 North 2nd Street Minneapolis 1, Minn. 
uf dations: Write for Bulletin 106 
i : : Patent 1. Strengthen the antitrust laws 


et If you’ve got a product involving: metal fabricating, 





to allow freedom of choice in deci- = 


















H fastening or assembling, chances are you can use Mid- sion and action and to secure equal- 
land Welding Nuts to big advantage. ity of opportunity for all persons 

f i ‘ . . to compete in business. ] 

f They come in all sizes for every-sized job. Welded 2. Prohibit intimidation and ex- ] 

4 to the part or parts concerned, they don’t have to be clusive dealing in any line of com- q 

it held while bolts are turned into them. Thus one man merce ae both civil and 

it ca f r f : criminal statutes. 

n often do the work of two 3. Require automotive parts q 

And they’re indispensable when it comes to those manufacturers to brand all parts 1 

tucked away, hard-to-get-at places. Welded in advance pmcdrwig canny sags ehh tl é 

eae ee oe . : tinguish them from similar parts 1 

to those inside spots where 1t 1S difficult—or impossible— “sold as replacement parts at 1 

for hands or tools to reach, Midland Welding Nuts hold higher prices,” and require that I 






records of parts sales for each 


fast while bolts are turned into them. 
purpose be kept for six years. 










If you’re a designer, you’ll want to know about these 4. Rewrite that part of the Clay- - 
time and labor-savers, too. Midland Welding Nuts will ton Act relating to the legality of GG AG ER 
solve and simplify many of your problems, too pape pare ge «carl abieer-anmmegs LU - 
pity y y Pp . . to protect the independence of GAGE Tee 
Write or phone for complete information! small businessmen. Pamela lela. A 





The MIDLAND STEEL PRODUCTS COMPANY | Lincoin to Break Ground 


6660 Mt. Elliott Avenue ° © Detroit 11, Michigan DEARBORN.— Ground will be 


Export Department: 38 Pearl St., N _Y. broken next Friday (Dec. 2) for the 
_ eimateaens es Pe eT new Lincoln division national head- 


Manufacturers of quarters near Novi, Mich. Ben D. 

Automobile and Truck Frames * Air and Vacuum Power Brakes | Mills, general manager of the divi- 

Air and Electro-Pneumatic Door Controls sion, said the new facility will have . 

an annual capacity of 90,000 cars Sold only thru New Car Dealers coast-to-coast . . . write 
and will be completed by mid-1957. for details on our entire line. 


Coachenaft Sales Corp. 
Modern TRANSPARENT VINYL Calendar | 9015 Santa Monica Bivd. * Hollywood 46, California 


General 
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Seat Covers Mean Extra Profits Jan, 15-17—Second Annual Auto Trim Show, c 
S 7 iwi HBO atk NEWARK AUTO TOP'S modern vinyl seat covers | | Hotel Statler, New York, N.Y. 
an 1— Grand Rapids uto ow, 
= phe weer end selling, yet eflow thobeae- Civic Auditorium, Grand Rapids, Mich. 
modern car interiors and upholstery to be seen Jan. 20-2I—Sports Car Club of America 
wom and admired. Made of all heavy, 20 gauge crystal Business Meeting, Sheraton-Cadillac 
lear ul | @ lear vinyl, these seat covers fit and ride comfortably Hotel, Detroit, Mich. : 
s, adliiies, Jan. 23-25 — ‘5th Annual Meeting, Truck- 
c A R OW N i. R S 5 6 without Trailer Manufacturers Assn., Edgewater 
Custom made for every make and style car. This Gulf Hotel, Edgewater Park, Miss. 
is a NATURAL to go with every new car $ 50 i = ~~ Cals Agoemerios gis 
acturers o merica Exposition, Navy 
sale for plus business. Dealer net 17 Pier, Chicago, Il. 
Center Arms $2.00 additional Feb. 21-22— MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Order by year, make, model Calif. 
. and number of doors. March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
- Meeting, Hotel Statler, Detroit, TOW CHAINS... 
March 19-21—Society of Automotive Engi- pe Son eee me o- f 
neers, Production Meeting and Forum, eny cor of light truck onaity. n 
Hotel Statler, Cleveland, O. Price each . _ $5.25 
April 16-20 — ‘New York's annual Safety WINTERIZED SELLING STICKER BATTERY BOOSTER CABLES g 
: Convention and Exposition, Hotel Stat- Sells the customer and records protection , li 
eS hs Mfgs. of Seat Covers— ler, New York, N. Y. of the vehicle while in stock. Back side enable you to jump oe tone from 
he Convertible Tops —Carpets Aprii 21 - May 2—38th International Motor printed with headings of Type Anti- ony ane th Rewery: oF Warned wanes. v 
i eee Show, Turin, Italy. Freeze, Temper- Prices 200 @ $1.95 vice road calls. Will take 6 or 12 volt 
eS April 28-May_ 6—International Automobile ature Rating, Date 500 @ 4.45 system. Nine feet cable. 11.45 
et Show, Ra eee Hall, Coliseum, New Installed. 1000 @ 8.25 Price, per pair ........ $11. a 
a) York Y. ENCLOSE CHECK WITH ORDER. SHIPMENTS PREPAID. 
mS June i speiete of futoeneiive Snot . 
et neers Summer Meeting, Chalfonte-Ha t 
as don Hall, Atlantic City, N. J. ka] AUTOMOTIVE COMPANY M 
June 11-'—National Plastics Exposition, STATION ‘‘A’’ BOK 1037, CLEVELAND 2, OHIO 
New Coliseum, New York, N. Y. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENG 


ER CARS 


(U. S. PRODUCTION ONLY) 




















Cars and Trucks, 
U. S. and Canada....178,639 


Week Week Jan, 1 dan. 1 
Ended Same Ended November, Te To 
Nov. 26, Week, Nov. 19, 1955, Nov. 27, Nov. 26, 
1955 1954* 1955* To Date 1954* 1955 
AMERICAN MOTORS 2,045 1,313 2,596 9,811 88,610 144,813 
BN © cprnissceseststessdsisas 905 259 1,137 3,191 28,026 46,779 
Wasps, Hornet ...... 740 175 932 2,316 27,331 23,929 
TOAMENOE oc esenscscsesseses 165 84 205 875 695 22,850 
Ps itespeccctdninivtextiesivers 1,140 1,054 1,459 6,620 60,584 98,034 
Amb., Statesman .. 800 429 990 5,163 30,302 46,353 
oe 340 625 469 1,457 30,282 51,681 
CHRYSLER CORP. .... 27,485 21,944 31,379 115,866 576,746 1,223,555 
Chrysler 2,890 4,011 14,165 82,654 158,832 
DeSoto ........... 2,258 2,981 10,958 56,664 116,989 
Dodge ............. 6,079 6,999 24,860 115,625° 282,073 
Plymouth 10,717 17,388 65,883 321,803 665,661 
FORD MOTOR. ............ 39,605 31,055 50,422 192,577 1,498,119 2,024,346 
Continental _................ __ eee 52 a 821 
PN. Se victuescisvepnctrmcthavmine 32,500 27,275 38,794 142,682 1,234,948 1,590,653 
PON hi gcassassnvosvecncnstens 765 286 1,121 3,668 33,234 34,912 
BE stesiccsiehvicc. cine 6,300 3,494 10,455 46,036 229,937 397,960 
GENERAL MOTORS .. 76,754 55,372 91,150 325,208 2,529,390 3,600,545 
BE. dnisesssictatsresssstsseonie 13,550 10,909 15,625 52,546 471,557 701,176 
IE civ snceinccsceccosessesees 3,000 2,545 3,273 12,364 107,864 136,064 
Chevrolet. ..................05 35,500 27,127 43,500 157,782 1,244,144 1,648,457 
Oldsmobile _................... 12,504 8,023 15,212 53,068 387,445 580,770 
BONG ss elicsccsicctictiisss coves 12,200 6,768 13,540 49,448 318,380 534,078 
KAISER MOTORS ......_ .......... = aeiiages:, —sadnceneed 15,726 5,799 
See Ses. a feciscicy | « MAAa, PEE) canis tie 5,803 4,778 
RFR eee 7, scam Shamita 9,923 1,021 
PE IES > sis csesciccaveciecavec 3,746 2,073 3,691 12,306 104,976 160,567 
IIE: es cosisetecpiscdecsescae 1,300 82 1,471 5,114 25,392 63,084 
Studebaker .................. 2,446 1,991 2,220 7,192 79,584 97,483 
- Total Cars, U. S. ...... 149,635 111,916 179,238 655,768 4,813,567 7,159,625 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended November, To To 
Nov. 26, Week, Nov. 19, 1955, Nov. 27, Nov. 26, 
1955 1954* 1955* To Date 1954* 1955 
CHEVROLET ................. 6,800 4,296 8,863 31,995 296,955 364,151 
DIAMOND T .................. 90 67 94 349 3,127 4,818 
IN i secson co esis es sess 80 48 97 224 2,668 3,369 
UNIS onischctssdstinsecaiscodnte 1,280 1,633 1,468 5,530 84,753 89,520 
I leva sckeasclanvartnistecss nase 6,875 6,989 8,826 31,165 266,648 337,266 
EE Aas Nps exacts veciveassntes xs 1,725 1,626 2,166 8,053 69,382 92,776 
INTERNATIONAL ....... 2,483 1,285 3,270 =-11,498 85,046 114,209 
SE clr cn ssesartss nasisceces 305 147 382 1,211 6,315 13,539 
65 718 100 327 6,805 4,876 
496 444 511 1,657 14,307 16,336 
300 175 376 1,354 9,698 13,561 
1,325 1,523 1,802 6,150 67,428 70,441 
- MISCELLANEOUS 80 718 100 357 5,352 4,540 
Total Trucks, U. S... 21,904 18,389 28,055 99,870 918,484 1,129,402 
Total Cars, Trucks, 
MCE losencs as ce Finvedsccashnes 171,539 130,305 207,293 755,638 5,732,051 8,289,027 
Total Cars, Trucks, 
ING i655 cs cpcanan cosbons 7,100 4,459 6,927 25,731 322,425 419,030 
Grand Total, ; 


134,764 214,220 781,369 6,054,476 8,708,057 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Human Relations Meaiieil 
In Selling—Mansfield 


DETROIT. — Whether a sale is| use them, too. But just once I’d 


made across the counter or in a) 


like. to see one of us prepare a 


dealer's showroom, human relations| graph showing the importance of 


is the most im- 
portant part of 
the sales ap-| 
proach, John P. 
Mansfield, Plym-}| 
outh president, 
told the Adcraft 
Club of Detroit. | 

“Human rela-| 
tions is ‘heart,’”| 
Mansfield said. “It 
is the one quality | 
necessary to all 
forms of success- 





J. P. Mansfield 


human relations in selling. 

“['m not talking about public 
relations, industrial relations, la- 
bor relations, community relations 
or even client relations,” he said, 
“although if these activities are 
done skillfully, they are based on 
human relations.” 

Citing the relationship between 
human relations and goodwill, 
Mansfield recalled that the U. S. 
Supreme Sourt, in a decision some 





full merchandising, but it is the 
most overlooked. For it is the for- 
gotten art of understanding and 
liking the people you do business 
with.” 

Pointing to the charts, graphs 
and buying curves that have be- 
come a part of the equipment of 
the master sales organization, 
Mansfield said: “We at Plymouth 





years ago, defined goodwill as “the 
disposition of the pleased customer 
to return to the place where he has 
been well treated.” 

Mansfield noted that an encyclo- 
Pedia definition of a salesman men- 
tions that he must be able to talk 
with men in all walks of life and 
must have a thorough understand- 
ing of his customers’ needs. 












745,000 Estimated for November .. . 


750,000 Cars to Go for & Million 


(Continued from Page 1) 


produced 32,500 cars last week. The 
previous week saw the division roll 
38,794 cars off the line. 

Continental produced 40 cars 
last week, after building 52 the 
previous week. 

General Motors’ five divisions 
turned out 76,754 cars last week, an 
18.8 percent drop from the previous 
week’s 91,150 cars. 

* ® + 

HEVROLET and Oldsmobile 

highlighted activities at GM the 
previous week as each established 
a new production mark. Chevrolet 
built 43,500 cars during the week 
ended Nov. 19 to erase its former 
high of 43,444 cars during the week 
ended Nov. 5, while Oldsmobile 
built 15,212 cars during the week 
ended Nov. 19, compared with its 
former high of 15,211 cars during 
the week ended June 16. 

Chevrolet built its two millionth 
vehicle of ’55 on Friday. The only 
other time that figure was reached 
was on Dec. 29, 1950. 

A breakdown of GM operations 
last week showed Chevrolet lead- 
ing with a production of 35,500 
ears, followed by Buick with 13,- 
550; Oldsmobile with 12,504; Pon- 
tiac with 12,200 and Cadillac with 
3,000. The previous week saw 
Buick turn out 15,625 cars; Pon- 
tiac, 13,540, and Cadillac, 3,273. 
Chrysler Corp., working its 
Plymouth plants on Saturday, 
dropped 14.2 percent behind its nor- 
mal pace with a production of 27,- 
485 cars last week. The previous 
week saw it assemble 31,379 cars. 

a * * 

LYMOUTH made 15,921 cars last 

week, as compared with 17,388 
during the week ended Nov. 19, 


‘Auto Magnates’ 
Cry into Their 


German Beer 


NEW YORK. — “Financial Fol- 
lies,’ annual musical show pre- 
sented by the New York Financial 
Writers Assn., lampooned big names 
in finance, industry and govern- 
ment—and the targets seemed to 
enjoy it. 

One popular skit showed auto 
leaders Harlow H. Curtice, L. L. 
Colbert and Henry Ford II bemoan- 
ing competition of Germany’s 
Volkswagen. Workers in Tyrolean 
costumes worked on a hand-oper- 
ated mass-production line while 
chanting this version of the familiar 
“Schnitzelbank” ditty: 

“Ist das nicht ein 
wheel? 

“Ja, das ist ein steering wheel. 

“Ist das nicht die brakes that 


steering 


squeal? 

“Ja, das ist die brakes that 
squeal. 

“Steering wheel, brakes that 
squeal, 

“Ach, du schoene, du schoene 
Volkswagen.” 

Terrified, the three American 


auto men look to Washington for 
help. They sing: 

“Ho! Ho! Ha! Ha! to Washing- 
ton we'll go. 

“We're in a fix but we've got 
tricks to solve our woe— 

“On British bikes, you know, 
and watches from the Swiss 

“We raised the tariff half again 
—why not on Fritz? 

“High-cost parts would check 
this schnitzel stuff 

“And make the sales of Herr 
Volkswagen mighty tough.” 


DeMott to Drop 
SKF Presidency 


PHILADELPHIA. — Richard H. 
DeMott, board chairman and presi- 
dent, SKF Industries, Inc., will re- 
linquish the presidency Jan. 1, com- 
pany directors have announced. He 
will continue as board chairman. 

Edwin R. Broden will succeed 
DeMott as president. He now is 
executive vice-president. 

DeMott has been with SKF since 


while Dodge, Chrysler and DeSoto 
divisions produced 5,300, 3,800 and 
2,464 respectively last week. The 
previous week Dodge made 6,999 
cars; DeSoto, 2,981, and Chrysler, 
4,011. 

American Motors fell 26.9 per- 
cent with the production of 2,045 
cars last week, while Studebaker- 
Packard Corp., also working only 
a four-day week, upped output to 
3,746 units last week, a 1.5 percent 
jump over the previous week. 

Hudson built 740 Wasps and Hor- 
nets and 165 Ramblers and Nash 


produced 800 Ambassadors and | 


Statesman models and 340 Ram- 


blers for Nash. S-P’s breakdown 
gave Packard 1,300 units and Stude- 
baker, 2,446, the latter a 226-unit 
increase over the previous week. 


Truck production last week 
totaled 21,904 units, or approxi- 
mately 7,000 fewer units than it 
made the previous week. Truck 
output through the first 22 work 
days of November totaled 99,829 
units, and assured the truck man- 
ufacturers of at least 110,000 as- 
semblies for the month. 
Canadian car-truck assemblies 
|totaled 7,100 units last week, a 
slight jump over the 6,927 cars and 





trucks produced the previous week. 





GM Jibe Peeves Dealers 


New Yorkers Point to Cold Market for ’56s 
As Answer to ‘Ham-Under-Arm Poverty’ 


By Ed Brown 
Staff Correspondent 


NEW YORK. — There are two 
matters of immediate concern to 
dealers here. First, all 1956 new- 
car announcements to date have 
“fallen flat on their faces.” Sec- 
ondly, the attitude being expressed 
by General Motors executives, to- 
ward dealers in general, at the 
Senate Antitrust subcommittee’s 
“study” of GM. 


Without exception, the ’56 new- 
car announcements have stimu- 
lated no buyer interest. Sales are 
being made, but volume has fallen 
off at an alarming rate. It is evi- 
dent that the situation has sev- 
eral factories concerned as well, 
because there is a great deal of 
discussion relative to methods to 
be employed to make factory ad- 
vertising more effective, and 
means are being studied to stimu- 
late more advertising, perhaps by 
groups. 

It is evident that price advertis- 
ing will be brought into the picture 
at a faster rate this year than in 
1955. During 1955 introductions 
price advertising did not appear for 
several months. However, this year 
it is beginning to appear now. One 
dealer predicted that “within 60 
days you will see some of the wild- 
est, craziest advertising that has 
ever taken place, and most of it 
will be factory-sponsored or stimu- 
lated.” 


Although most people disavow 
any knowledge of why this letdown 
in sales has set in so rapidly, one 
theory advanced states that: “Deal- 
ers are trying to hold onto a large 
gross with their 1956 models right 
now, and the public is_ balking. 
Everyone got used to heavy dis- 
counting and extremely long trades 
and refuse to buy when the dealer 
holds back on them. 


“The way you traded your last 
1955 model is the way you will 
have to begin trading your first 
1956 model. A few exceptions will 
fall to every dealer.” 


Only one dealer has reported that 
business has been terrific since the 
1956 introduction. He could offer 
no reason why. 


He said that many factors may 
have contributed. First, he compli- 
mented the factory for giving him 
a 1956 which was extremely salable. 


Secondly, his salesmen are happy, 
making a substantial living and 
keeping busy with all types of pro- 
motion. The 15 salesmen in this 
dealership, including managers and 
used-car men, all make over $8,000 
a@ year. 

Four newspaper ads a week are 
inserted and demonstrators roam 
the streets of the city with signs 
attached, inviting passersby to a 
test drive. 

Exactly which of the factors is 
contributing to his healthy 
grosses, he is unable to say, but 
“I'm afraid to stop any one of 
them,” he admits. 

The attitudes expressed in Wash- 
ington by top GM spokesmen have 
drawn some very adverse criticism 
here. The allusion to crying “pov- 
erty with a ham under their arm,” 
drew several acid comments here. 

One dealer, who refused to be 


1915, starting as a sales apprentice. | identified, asked if GM wasn’t tak- 
Broden, who joined the firm last/ ing an extremely biased view of the 


spring, formerly was executive vice- | 


president of Carborundum Co. 


situation. 
“A corporation that is realizing 


a 75 percent return on its invest- 
ment, such as reported of GM in 
the New York Times recently, is 
hardly in any position to start call- 
ing names, or casting aspersions. 
It is a well known fact that every 
car GM sells to the dealer returns 
the corporation its full gross. Yet 
today, every car we sell for the 
corporation, returns us only a small 
percentage of our historic gross... 

“T think it is safe to assume that 
with a $1 billion profit being re- 
turned to the corporation on some 
$10 billion in volume this year, the 
corporation, if it were so inclined 
could give extra impetus to the en- 
tire economy of the nation by shav- 
ing away ever so slightly at its own 
grosses, giving dealers some slight 
relief, and in turn reducing prices, 
which appear, from the corpora- 
tion’s point of view at least, to be 
on a never-ending upward spiral.” 


High Nov. Sales 
Claimed by GM 


New-car sales held high during 
November, according to reports 
from manufacturers, despite late 
introduction of some models. Those 
reporting were: 


General Motors 


Retail sales of General Motors 
cars during the first 10 days of 
November set an alltime record for 
that period, Harlow H. Curtice, 
| president, announced last week. 

New-car sales for the Nov. 1-10 
period totaled 83,314, or 125.4 per- 
cent of the same period of 1954. 
Used-car sales by GM dealers dur- 
ing the same ‘period totaled 109,660, 
or 115 percent of the same period 
last year. 


Pontiac 

Pontiac dealers delivered 14,274 
new cars during the first 10 days 
of November, R. M. Critchfield, 
general manager, announced. ~ 

It brings Pontiac year-to-date 
sales to 480,510 new units, 57 per- 
cent above Pontiac year-to-date 
sales at this time last year, Critch- 
field said. 

Used-car sales by Pontiac dealers 
totaled 20,280 units during the first 
10 days of November, Critchfield 
reported. 


ADVERTISEMENT 


Chrome Die Cast 
Name Plates 


No die 
Free sample 
and sketches. Send us your rough 
sketch or your plate for low prices. 
Automotive Specialties Co. 
3726 Lancaster Ave., Philadelphia 4, Pa. 





Quality plates at best prices. 
cost and early delivery. 





HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public 

program may secure 

ior your wee area, For deteile 

without obligation mail your letterhead to 
MERITSEAL, INC. 

2 Depot Plaza White Plains, N. Y. 
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To Meet Resistance . . 


AUTOMOTIVE NEWS, NOVEMBER 28, 1955 


Ads Offering "56s 
At Prices of °55s 


(Continued from Page 2) 


Studebakers. “We'll make the kind 
of a deal you’re looking for—bring 
your title,” the ad advised. 
* + * 

Do breathtaking bargains — 

daring, dramatic deals,” wrote 
the alliterative ad man at East Side 
Chevrolet, New York. Other offers 
were up to three years to pay and 
no money down. 

In the latter case, an asterisk 
led to a line of agate type which 
explained that “in most cases 
your tradein will take care of the 
downpayment.” 

Pepper & Potter (Buick) New 
York, had some ’55s left over and 
advertised them at “below dealer’s 
cost.” And King Oldsmobile, also in 
Gotham, offered “1956 Oldsmobiles 
at the same low 1955 prices.” 

a * * 

NOTHER New Yorker — Jack 

Schecter, Navone Auto Sales 
(Chrysler - Plymouth) confided, 
Wh a when it comes to price, I 
really shine. Check my price, 
tradein offer and credit terms. 
You'll be convinced — but quick — 
that nowhere else can you get the 
deal I'll set up for you.” 

Russell E. Lowell, Inc. 


(Mer- 


MIDDLE ATLANTIC 


cury), Queens Village N. Y., re- 
cently staged a 48-hour. “Merca- 
thon Sales Spectacular,” which it 
billed as the “mightiest Mercury 
sale in factory history.” 

Lowell called the event the “big- 
'gest sales blitz the industry has 
ever seen” and said it smashed all 
| Lowell sales records. Lowell said 
250 new Mercurys were on display, 
that 3,000 persons viewed them and 
that a Mercury Medalist was sold 


for $1,956. 
A CURVACEOUS young woman 
in a bathing suit called atten- 
tion to an advertisement by 
DeWitt’s (Dodge-Plymouth), Akron. 
“Figures don’t lie,” the ad read, 
“DeWitt deals at your figure” and, 
alliteratively again, “Dial DeWitt 
| for a deal on a daring Dodge.” 
| The ad concluded: “Cross over the 


* * * 


and your wife—deal in five minutes 
jon the car of your choice! Save 
$$$.” 

It is assumed that the buyer's 
| wife would be permitted to accom- 
| pany him back across the bridge. 





EAST NORTH CENTRAL 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
"Midway," Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


New Jersey's 
Only Original Auction 
LEBANON ANTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 


EAST NORTH CENTRAL 


“GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best"’ 

Phone: ARdmore 6-4720 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 


On U. S. Route 20A Phone 5-9535 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, 
get the best buys. 


you 


—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Gueranteed 


12:30 —— SALE EVERY WEDNESDAY — 12:30 
|M. D. McCollum, Mgr. Phone Cedar 9-4492 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


| Phone E 1254 Phone E 5209 
| 324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 

Dealers Only 


bridge for a deal! Bring your title} A 5 
|He joined Thompson’s Michigan 


| division 





| Auctioneers: Col. W. E. 


NEW CAR DEALERS balance their stock here | 





Safe Driving Day Reminder— 


As its contribution to the second annual S-D (safe driving) Day effort Thursday 
(Dec. 1), sponsored by the President's Committee for traffic safety, the outdoor adver- 
tising medium will display nationally a special 24-sheet poster bearing a portrait of 
President Eisenhower and his personal message. Object of S-D Day, supported by 
media, business and safety groups, is to concentrate public's concern for traffic safety 
by striving for record of no traffic accidents throughout the 24 hours of Dec. 1. 


Obituaries 


Matthew P. Graham, 64; 


Thompson Official 


DETROIT. Matthew Powell 
Graham, 64, vice-president, Thomp- 
son Products, Inc., died Nov. 21. 


in 1922. 
* * * 
Norman Nash 
WATER ISLE, Virgin Islands.—Norman 
Nash, 49, former vice-president, Kudner 


Agency, Inc., Buick’s advertising firm, died 
Nov. 16. Mr. Nash retired last July and 


EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


“Bil” Nagy 
W. T. “Tom” Negy—The Great Father 
Sen Combination. 

THURSDAY at 12:30 

U. S. 24 and U. S$. 16 
On the Ovtskirts of Detroit, Mich. 


EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 


Every Friday 
Insured Checks and Titles 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
ver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 


| All cars paid for by our own check through 
the First National Bank of Englewood. 


EAST NORTH CENTRAL 


Detroit's Barometer 


had been living here since then. He was 
a former resident of Easton, Conn. 
* * * 


Gordon M. Mather 
TOLEDO.—Gordon M. Mather, indus- 
trialist and financier, died Nov. 16 in his 
home. Chairman of the board of Mather 
Spring Co. and a director in other com- 
panies and banks, Mr. Mather was re- 
sponsible also for the founding and growth 


of manufacturing firms both in Toledo and 
Canton, O. 


* * * 


Arthur Chambers 


ST. LOUIS. Arthur Chambers, 67, 
founder of Chambers Motor Co. and later 
head of a chemical company, died at his 
Webster Groves home Nov. 11 after a 
lengthy illness. Chambers started the motor 
company 20 years ago but sold out sev- 
eral years ago. 


Here’s $64,000 
Slow Burn 


NEW YORK. — A New York 
newspaper last week printed the 
story of Washington filling sta- 
tion attendant who greeted the 
driver of a new Cadillac converti- 
ble: 

“Hello, Stupid, what question 
did you miss?” 


ae 


aT, 
ets | 
NSERT 
ate Pere ne Doi $ 
roe 


Wee 


rd 
eee ee: ie 


TEN DAYS 


a a 
CLOSING ™ 


rates supplied vpon eavest 


AUTOMOTIVE 
is) B46 oe 


WANT AD DEPT 


HELP WANTED 


GENERAL SALES MANAGER wanted by | 
well established General Motors dealer-| 
ship in southern Ohio city with ability 
and proven experience to develop and | 
maintain a sales force capable of deliv-| 
. ering 400 new cars per year and give us| 
the thirty-day used car turn-over we must | 
maintain. The man we want must be) 
able to operate a volume dealership in) 
clean business-like manner profitably and | 
successfully in today’s market. This is a} 
splendid opportunity for the man of un- 
surpassed ability—attractive salary and 
bonuses. Please do not apply unless you | 
have a proven record of accomplishment, | 
have the finest character and very best | 
references—must stand rigid investigation | 
of your past performance. Send full | 
resume, which will be confidential. Box | 
5574, c/o Automotive News, Detroit 26. | 


| 
SALES MANAGER— Growing Lincoin- Mer- 
cury “dealership in eastern Pennsylvania 
trading area of 240,000 offers exceptional 
salary and bonus opportunity for alert | 
and aggressive sales manager to take 
care of new car sales. Must have proven 
record of ability to produce sales and 
handle large sales staff. Write, giving 
past ten years’ employment history, edu- 
cational background, age, marital status. 
Replies held strictly confidential. Box 
5566, c/o Automotive News, Detroit 26. 


WANTED — GENERAL SALES manager. 
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APTCO AUTO AUCTION 
7 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 





Fidelity Insured Checks 


Phone Dunkirk 3-0150 


Good opportunity for a capable sales 
manager who can direct all vehicle sales 
for a volume Ford dealership located in 
Iowa. Excellent remuneration with an 
unlimited future opportunity for the man 
who can qualify. Give complete details in 
original inquiry. Box 5548, c/o Automo- 
tive News, Detroit 26. 


AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 





Md. Halts Public Sales 


Of State-Owned Cars 


BALTIMORE.— Maryland state 
officials agreed last week to dis- 
continue selling used state-owned 
cars to the public. Henceforth, all 
Maryland cars will either be 
traded in or sold to dealers on a 
bid basis. 

The Automobile Trade Assn. of 
Maryland made a vigorous pro- 
test last spring after the state 
department of health sold one- 
year-old cars directly to public. 


FEPC to Affect 
Auto Dealerships 


In Pennsylvania 


HARRISBURG, Pa. — (UTPS)— 
Pennsylvania auto dealers will be 
affected by the state FEPC law, 
effective today (Nov. 28), along 
with other employers of 12 or more 
persons. 

An age provision, banning em- 
ployment discrimination against 
those from 40 to 62, does not be- 
come effective until July 1, 1956. It 
was added to the original measure. 


The law prohibits employers, 
prior to employment of a worker, 
from getting any information or 
using an application containing 
questions of race, color, creed, an- 
cestry, age or national origin. Ad- 
vertisements which specify or indi- 
cate preference in such categories 
also are banned. 

The law provides that it will be 
unlawful for any individual seeking 
a job to discriminate against a 
prospective employer for similar 
reasons. 


Among interpretations of the law 
being awaited by employers is 
whether the law applies to those 
employing 12 or more workers only 
on peak days or seasons, as well 
as with respect to full-time and 
part-time employes. 


Cheely Aids Boy Scouts 


SPARTA, Ga. — H. Allen Cheely, 
Sparta automobile dealer, has been 
named finance chairman of the an- 
nual Hancock County Boy Scout 
drive. 
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HELP WANTED 


ACCOUNTANT 


POSITION available immediately with 
General Motors Corporation for experi- 
enced dealer accountant. Preferably 
single man to headquarter in Detroit. 
Position involves considerable traveling 
with extended absence from headquarters. 
Require one thoroughly versed in all 
phases of retail automotive accounting. 
Must be able to install dealer company 
records, furnish instructions to office per- 
sonnel and perform periodic examinations. 
Automobile furnished—all expenses paid. 
Furnish complete employment record, age, 
experience in letter of application. 
Box 5558, c/o Automotive News, 
Detroit 26 





SALESMAN—YOUNG, aggressive, able to 
close deals for DeSoto-Plymouth dealer 
in better than average community. Sal- 
ary and commission. In reply, state age, 
experience and salary expected. H. L. 
Musgrave, Inc., Box 190, Robinson, Il. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose 2 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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HELP WANTED 


Sales and Promotional 
Executive Wanted 


We would like to have a mature man, 
preferably one with experience in the 
wholesale automotive trade. This man 
must have the gift of inspiration, the gift 
of offering productive service, the gift of 
gratitude, the gift of his presence. We 
want a man who will never let any im- 
possibility conquer him for he will be 
working with products respected across the 
nation and around the world for their 
quality. We want a go-getter. A man 
who will create business for his boss—The 
CAR DEALER. 


If you are that kind of a man there is 
an opportunity with a manufacturing con- 
cern selling, to the automotive trade, 
products of imperative service. Would 
require traveling. Please give your ex- 
perience, education and any information 
which would lead to an interview. Your 
answer will remain confidential. 


General Manager, Box 470, 
White Plains, New York 


USED CAR SALES manager. Excellent 
opportunity for experienced man with 
Kansas’ largest automobile dealer han- 
dling Chevrolets for over 27 years; retail- 
ing over 2,000 new units a year and re- 
tailing all except ten to twenty percent 
trade-ins. Offers top earning potential 
for properly qualified man on salary and 
incentive basis. Must have had experi- 
ence and proven ability to handle all 
phases used car merchandising including 
directing salesmen, supervising recondi- 
tioning, advertising, etc. This is respon- 
sible position with volume dealer, nothing 
but top flight men need apply. If you are 
looking for a permanent position and can 
qualify, address your reply to C. R. 
Houser, Sales Manager, Yingling Chevro- 
let Co., 300 South Topeka, Wichita, Kans. 
Include full particulars with past experi- 
ence and references, both as to character 
and ability. 





SERVICE MANAGER — Experienced in 
Chrysler-Plymouth operation. City of fif- 
teen thousand with most modern facilities 
in central Ohio. Ability to handle cus- 
tomers and employes a must. Give experi- 
ence and employment history in reply to 


Box _ 5564, c/o Automotive News, De- 
troit 26. 
FAST GROWING MIDWEST Ford dealer 


has opening for truck and fleet manager. 
Must be a producer and bondable. 
cellent pay plan to man who can qualify. 
Please give references and experience in 
first letter. Write Box 5565, c/o Auto- 
motive News, Detroit 26. 





POSITION WANTED 


Te encourage this classification for the 
TL MM at Me Le 
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ertion for use of a box number. Cash 
n advance. (Half-rate does not apply 
» display ads in this section.) 


MY TRUE LOVE IS retail! I’m presently 


zone manager, but would love to get out 
of here and break into retail where I 
Started. I’m young, (35), aggressive and 
Sales minded. I’ve had factory dealer- 
ships and used car experience, There 
isn't a job I haven't done on my way 
up to my present position. I’m used to 
making more than $15,000, but a decent 
offer will relocate me anywhere. A letter 
to Box 5567, c/o Automotive News, De- 
troit 26, Mich., will bring a prompt reply 
with all information. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Ford, presently 
selling 250 a year, in New Jersey’s most 
rapidly growing township. On U. 8. 22, 
40 miles west of New York City. Modern 
building and equipment, Exceptional local 
good will based on good service, exten- 
sive advertising and generous sales poli- 
cies. Loyal, competent and friendly staff. 
Present owner has other, much easier, 
sources of income. Halvorsen Ford, Inc., 
Whitehouse, N. J. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury in northern Ohio. Population 5,000 
near Cleveland. Rent $265 a month. 15 
new units monthly. 3 year lease avail- 
able. No blue sky. No used cars. Box 
5568, c/o Automotive News, Detroit 26. 


FLORIDA DEALERSHIP available han- 
dling one of Chrysler, dual passenger car 
lines—north Florida on east coast, popu- 
lation 200,000. Low rent, no real estate 
to buy, very good location. Will sell less 
than inventory, reasonable amount of 
money will handle. Replies confidential. 
Box 5569, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Buick in cen- 
tral Pennsylvania. Prosperous community. 
200 car potential. Modern building with 
lease. Box 5570, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Hudsons in a 
thriving Illinois county seat town in heart 
of agricultural district. Owner associated 
with Hudson since 1926. New modern 
building with latest equipment and six 
room modern apartment, Large stock of 
parts. Owner in poor health. Contact 
Wilbur F. Ellis, Real Estate Broker, 601 
East Sale St., Phone 235W, Tuscola, IIl. 


LONG ESTABLISHED GENERAL Motors 
dealership in Iowa trade territory of over 
100,000. $2,000,000 gross sales this year. 
Will sell or lease building. Reply Box 
5571, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge - Plym- 
outh in south—fine, medium sized city. 
Can conservatively sell 500 and up. Good 
facilities, most favorable leases. Not 
necessarily case of wanting to sell, but 
must for reasons of other business. You 








will investigate and deal direct with 
owner. Box 5573, c/o Automotive News, 
Detroit 26. 


AGENCY NOW HANDLING DeSOTO- 
PLYMOUTH, 2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, 
flowers, shade, chain-fenced, On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom. 60-30 body shop. 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 


DEALERSHIP AVAILABLE handling GM 
in small community with large trading 
area. $400,000 volume. Excellent service 
absorption. Small investment. No real 
estate. Dealer moving into larger deal. 
Box 5554, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury in Texas. 20,000 people within 20 
miles on west coast highway 80. Invest- 
ment small. Box 5572, c/o Automotive 
News, Detroit 26. 








Dealership Available 
Handling 
BUICK- BUICK 


Located in capital city in the Rocky Moun- 
tain region. 60,000 population within 5 miles 
of garage. Over $1,000,000 in sales during 
1955. Profit very high—250 units in 1955. Will 
take about $85,000 to handle. Will sell at 
inventory—good leases. No real estate to buy. 
Used car lot located right next door on cor- 
ner. Garage located downtown on East-West 
and North-South intersection of the only two 
main highways. No used cars or accounts to 
buy. Outstanding and adequate facilities. 
Reason for quitting, we've got it made and so 
can you. Must have factory approval. Box 
5575, c/o Automotive News, Detroit 26. 





HELP WANTED 





America’s Best 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 


have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethical business-like manner 
profitably and successfully in today’s market. He must 
be an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 
and have present proof of accomplishment. 


This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 


Please do not apply unless you have a proven record 
of accomplishment, have the finest of charaeter with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5520, 
c/o Automotive News, Detroit 26. 








DEALERSHIPS AVAILABLE 


Selling 
EXCLUSIVE "BIG 3" 


DEALERSHIP 


in Growing Mid-South 
Urban Area of 200,000 


Complete, modern set-up. Excellent 
market position, three-fourths of net 
worth in cash. No used cars, no 


real estate, but splendid leases. 


Ill health necessitates sale of this 
profitable dealership for nearly two 


decades. 


Write or wire owner direct, if 
you think you can qualify and se- 


cure rigid factory approval. 


An Unusual Opportunity! 


Box 5563, 
c/o Automotive News 
Detroit 26 


AUTOMOBILE AGENCY—One of the ‘‘Big 
Three’’ located in fast growing northwest 
suburb near Chicago, potential 300,000 
customers; sales 300-350 new annually, 
over one million in sales annually. Has 
made good profit consistently every 
month. No real estate, used cars or ac- 
counts receivable to buy. Attractive lease 
on modern bidg. at reasonable rental. 
Retiring from active business. Principals 


cnly. Sell at inventory—$50,000 cash. 
Box 5577, c/o Automotive News, De- 
troit 26. 





DEALERSHIP HANDLING Ford in north- 
ern Wisconsin. Retailed 77 new, 200 
used last year. Average net over last 5 
years—$15,800 per year. $30,000. Reply 
to Box 5517, c/o Automotive News, De- 
troit 26, 


AGENCY HANDLING BUICK in highly 
progressive agricultural and _ industrial 
area of west central Florida. Present po- 
tential of 100 to 150 new units per year. 
Dealer will sell physical assets and real 
estate. Box 5576, c/o Automotive News, 
Detroit 26. 

FOR SALE—OLD, established dealership 
handling Chrysler-Plymouth. Located cen- 
tral Ohio. Large black top used car lot 








adjoining. Modern service equipment. 
Attractive lease. Must have factory 
approval. This is a real opportunity. 


Owner—health. Box 5556, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chrysler- 
Plymouth — southern Michigan, 25,000 
population. Good lease. Approximately 
$15,000. Sell one-half or all. Box 5578, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Dodge and 
Plymouth in Connecticut. Heavy indus- 
trial area. Box 5579, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh—north central Ohio. Well estab- 
lished. Buy stock and equipment only. 
Approximately $15,000. Box 5472, c/o 
Automotive News, Detroit 26. 


FLORIDA DEALERSHIP. Will sell parts 
and equipment. Located in Fort Lauder- 
dale on Route 1. Occupies frontage of 
one city block. Good lease, well estab- 
lished location. Must meet factory ap- 
proval. Reply to Kay Nash Motors, Inc., 
2501 S. Federal Highway, Fort Lauder- 
dale, Fla. 


DEALERSHIP WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5541, c/o Auto- 
motive News, Detroit 26. 


WILL PURCHASE CHEVROLET or Chev- 
rolet dualed agency in town of 8,000 to 
12,000—150 to 200 car deal. Adequate 
capital. Factory approval assured. West 
coast desired but would consider any lo- 
cation. Replies confidential. Box 5552, 
c/o Automotive News, Detroit 26. 


DESIRE CHEVROLET or Chevrolet dual 
dealership. Single city 200 to 300 car 
planning potential. Have necessary cash 
and factory approval. Any location. Box 
5551, c/o Automotive News, Detroit 26. 


WILL PURCHASE ‘Big Three’ dealer- 
ship, any size, in southern California. 
All cash. Box 5544, c/o Automotive 
News, Detroit 26. 




















BUSINESS OPPORTUNITIES 


HANDLING OLDSMOBILE—Willys’ jeep— 
sales and service with used car lot, mod- 
ern showroom and 6-room apartment. 
Rent $50. Gross $222.912. Located in 
central part of W. Va. Operating profit- 
ably. Priced to sell. Rendlog Sales Co., 
1775 Broadway, NYC. Pl 7-5345. 


HANDLING LINCOLN - MERCURY sales 
and service. 100% location in one of 
south’s fastest growing cities. Will net 
approximately $23,000 this year. Other 
interests necessitate sale. Priced right. 
Rendlog Sales Co., 1775 Broadway, NYC. 
Pl 7-5345. 


BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 











SCHOOL BUS 
DISTRIBUTORSHIP 


Quality school bus manufacturer has avail- 
able an attractive distributorship to a 
responsible and progressive company or 
Western and Mid- 
Complete details will be 


in severa! 


individual 
Western states. 
furnished to all qualified applicants, Act 
Call, write or wire. 


now! 


Excel Body Corporation 
Durant, Oklahoma 


DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories 
e CERTIFIED REPORTS * 
@ Obsolescence Disclosed 


Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 

10040 Freeland Detroit 27, Mich. WE 3-6445 

Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 








INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


Geo. E. Kinney Inventory Service Co. 


727 Ponce de Leon Place Atlanta, Ga. 





PARTS FOR SALE 
NEW CHEVROLET FENDERS — 1937 to 
1942—-$5.00 each. 

Sales, Belding, Mich. 


PARTS WANTED 


PARTS URGENTLY NEEDED. Points, ro- 
tor and distributor cap for a 1930 con- 
vertible Packard. Contact — Chatman 
_ Co., 18 E. Broad St., Brooksville, 

la. 





Breimayer Chevrolet 


CARS FOR SALE 








ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
colin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. 
|. E. Spatig, Used Car Mgr. 


Philadelphia, Pa. 
Sherwood 8-1500 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951 -1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 
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New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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CARS WANTED 


WOULD LIKE TO BUY new Buick or Cad- 
illac at factory invoice. Box 9716, Dallas, 
Texas or phone AD 5-7178. 

WRECKED OR BURNT late model Cadil- 
lacs or sport cars. Will go anywhere. 
Miller Brothers, 732 Wyoming Ave., 
Scranton, Pa. Diamond 3-4242. 


TRUCKS WANTED 


WANTED — JEEPS and station wagons. 
New or used. Also automobiles. Write, 
phone or visit Phil Gardiner, 98 N. Main 
St., Mullica Hill, N. J. . 

WANTED—USED JEEPS. Willys 4 x 4 sta- 
tion wagons and pickups. Take transport 
load. Call, wire or phone Kurland Motors, 
1134 Broadway, Denver, Colo. 

BUSES FOR SALE 

FLXIBLES, GM’s, PARLOR buses, school 
buses—new and used. Cousins Bus Sales, 
Box 681, Manchester, Conn. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, 
ters. Dealer, Box 5542, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 


WANTED—LIFTS, 2 post type. New or 
used. And other garage equipment. Write, 
phone or visit Philip Gardiner, 98 N. 
Main St., Mullica Hill, N. J. 


ANTIQUE CARS FOR SALE 


FOR SALE—BETTER than average condi- 
tion 1911 Buick roadster. Runs good or 
will trade for 1956 Buick super. Cheaha 
Motor Co., Inc., Talladega, Ala. 


MISCELLANEOUS 


1000 BUSINESS CARDS—Raised printing 
(1 color) $3.50; (2 colors) $4.50. Cut 
insertion: 50c extra per 1000. Samples 
free. Dealer nameplates. Labels of all 
kinds. Send requirements. Business Spe- 
cialties, 1422-A Rosemont, Chicago, Ill. 






































OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


and 
BRAKE-MOBILE 


TOW PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today for 
Ilastrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 





EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 
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SEALED POWER 


Sealed Power Piston Rings 


is a lot of 


Sealed Fower 


SEALING RINGS 


That’s well over half of all the sealing rings that 
have ever been made—because Sealed Power is far 
and away the largest manufacturer of rings for 
automatic transmission and power steering. 

It all began away back before World War II, 
when tanks needed sealing rings. Sealed Power, 
with its long experience and fine engineering staff 
and laboratory facilities, was the natural source 
of supply. That was seventeen years ago. 

Now Sealed Power makes sealing rings for pas- 
senger cars, trucks, buses—and, of course, for 
tanks. Sixteen of the nineteen makes of cars now 
using automatic transmissions use Sealed Power 
sealing rings. 

Sealed Power is best qualified to help you solve 
your own sealing ring problem. Your inquiry will 
receive prompt attention. 


CORPORATION PISTONS - CYLINDER oS 


MUSKEGON, MICH. 


ST. JOWNS, MICH. Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 


ROCHESTER, IMD. 


Largest Producer of Sealing Rings for Automatic Transmissions * Power Steering Units 


DETROIT OFFICE 
5-164 


PHONE 
TRINITY 1-3440 
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